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Trouble in the Showroom 
page 31 


'Bigger Muscles 
page 40 


nning Fins 


New Car Feel and Longer Engine Life with 


Sluggish engines come alive with 
full power and alert response 
when your overhaul jobs include 
Perfect Circles. 

Perfect Circle 2-in-1 Chrome 
sets more than double the life of 
cylinders, pistons and rings. be- 
cause BOTH the top compression 
ring and the oil ring are plated 
with thick, wear-resisting solid 
chrome. PC piston rings seat 


Don't Miss Your 
Doctor of Motors Clinic! 


faster, too, because they are 
lapped in at the factory. 

For longer life, sustained power 
and lasting oil economy install 
PC 2-in-1 Chrome sets and be 
sure of satisfied customers—real 
insurance against comebacks! 
Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect 
Circle Co., Ltd., 888 Don Mills 
Road, Don Mills, Ontario. 


Sponsored by your PC Jobber, the Doctor of 
Motors Clinic is packed with facts of great 
value to you. Plan to attend the next one. 


PERFECT 
CIRCLE 


2-IN-1 CHROME PISTON RINGS 


Double the life of pistons, 
cylinders and rings. 
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New FRAM 
Oil Filter Wrench 


for Easy Change Oil Filters 
* one piece heavy duty steel - no hinges 
to break - fits all sizes - no adjustments 
necessary * no rubber to chip, crack, 
peel or deteriorate - 

Normally, finger-tip pressure alone is 
necessary to remove the FRAM Easy 
Change Oil Filter. Occasionally, how- 
ever, you may find one too tight to re- 
move by hand. FRAm’s new wrench and 
just a little pressure is all that’s neces- 
sary to start the filter moving. Just 20c 
from your FRAM wholesaler. 


Canada and Foreign Countries, $10.00 per year. 


Volume 37 





2 Easy Steps to change the 


NEW FRAM EASY CHANGE OIL FILTER 
1. Unscrew old filter (as you would a light bulb). Throw away. 
Patented valve prevents oil from flowing out. No mess, no 
oily rags. 
2. Screw on new FRAM Easy Change Oil Filter. That’s all there 
is to it! 

Conversion Kits available for these cars: 
Ford 6, 1952— early ’57 e« Ford V-8, 1954—early ’57 e Mer- 
cury, 1954—early ’57 e Lincoln, 1952—1956 e Thunderbird, 
1954—early 57 e Continental, 1955—early ’57 


PLUS all other vehicles equipped with base mounted FH6-PL 
Oil Filter. 


FRAM CORPORATION 

Providence 16, R. I. 

Fram Canada Ltd. 
OIL + AIR + FUEL + WATER Stratford, Ontario. 


Dalton, Ga., by W. R. C. Smith Publishing Co. Wxecutive and Editorial Offices 
Dalton, Ga. Subscription Rates: United States and Possessions, $1.50 per 


Number 7 


Postmaster, Send notices by Form 3579 to 806 Peachtree St., N. E., Atlanta 8, Ga. 





The 

hard working 
seal is 

made with 


Permate 


Put the 
FORM-A-GASKETS 
to work for you 


STICK-N-SEAL 


outstanding tackiness — 

won’t wash out— 

resists gasoline, lubricating 

oils, water, glycol and kerosene. 

A quick-setting brushable liquid 

cement made of Buna-N type synthetic 
rubber. Holds gaskets and other material 

to be assembled in place and does away with 
“delayed reaction” leaks after the job is done. 


GASKET CEMENT 


for permanent assemblies where no 
adjustments or disassemblies are necessary. 
An extra-heavy adhesive that dries hard—resists 


gasoline and oil. 
You’ll make Higher Profits for Higher Quality Work 
with the Complete Permatex Line of Automotive Sealants 


la Permatex Company, Inc. 


General Offices: 300 Broadway, Huntington Station, New York 


\" Factories: Brooklyn 35, N. Y., Kansas City 15, Kansas 
SS, 
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Don’t overlook those extra sales with these two 


HASTINGS ADDITIVES 
4g 


CASITE—As a tune-up (through air HASTINGS WEAR REDUCER— 








intake or gas tank): frees sticky reduces friction, increases power 
valves ... increases pick-up ... --- gives smoother, quieter engine 
improves performance. In motor oil: . . . stops hydraulic valve lifter 
cleans out engine ... increases noise . . . smooths out automatic 


power... gives quicker starts. transmissions! 














s 


HASTINGS MANUFACTURING CO., HASTINGS, MICH. Casite, Wear Reducer, Piston Rings, Oil Filters, Spark Plugs 











RESULTS GUARANTEED —OR ‘‘DOUBLE-YOUR-MONEY-BACK!”’ 
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LEE (Uuiliz 


@ Zero to 90° Valve Refacer 


positive 
SUPER FINISH 


stop — and 
p moe costing 
AND 
EXTREME 
ACCURACY 


@ V-ways with 
automatic 
take-up 
for wear 

@ Collet Chuck 


MODEL 
K403C 


Occasionally a manufacturer develops a product that is so 
outstanding that the trade gives it a rousing welcome. The 
Lee Lifetime Refacer is such a product. 
The K403C refacer does an exceptionally fine job of grinding 
valves—providing a super finish seldom equaled by more ex- 
pensive machines. 


K. O. Lee Company, Aberdeen, S. 
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NATIONAL 
Wheel Covers: 


SIZES FOR 16", 1S" and 
NEW 14° WHEELS 


GLEAMING TRIPLE 
CHROME PLATE 





INTERCHANGEABLE WITH 
ORIGINAL EQUIPMENT 


EXCLUSIVE NO-SLIP, NO-TURN. 
NO-SQUEAK ATTACHMENT 
SPRINGS 





SPECIFIC CAR MODELS 
AND UNIVERSAL STYLES 
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For neater, faster paint jobs... 


NEW FORMULA Scotch Brand Masking Tape 
with the MAGIC TOUCH 


Goes on easy! Conforms to curves and contours ...in any weather... with depend- 
able performance every time. Sticks tight! Instant-grab adhesive holds tightly to give 
clean, sharp separation without paint “‘bleed” or creep-under. Strips off clean! Leaves 
no jagged edge...mo messy adhesive residue. New Formula “SCOTCH” Brand 
Masking Tape is the surest, fastest way to turn out top-notch two-tone and over-all 
paint jobs! 





NEW tear-strip carton opens quickly, NEW individual “‘Rak-A-Tape”’ units HANDY “‘Rak-A-Tape” hangs right on 
easily. Eliminates cutting and prying packed four per carton. Each “‘Rak- wall in shop or storage room, New 
. . . prevents damage tocontents, leaves A-Tape” unit holds one dozen rolls of formula “SCOTCH” Brand Masking 
a hinged protective flap. New size tape. Easy to remove, easy to store, Tape is finger-tip handy when needed. 
fits conveniently on shelves or in bins. easy to order from your jobber, Visual inventory of tape at all times, 


NEW FORMULA 
COoTC ee Look for the red plaid 
on the core! 
BRAND 
MASKING TAPE... « 3M Automotive Product Ee 


The term “Scorcn” and “3M” and the plaid design are registered trademarks of Minnesota Mining and Manufacturing Co., 
~” St. Paul 6, Minn. Export Sales Office: 99 Park Avenue, New York 16, N. Y. In Canada: P.O. Box 757, London, Ontario. 


er 00UC? 0, 
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Automotive 


SPOTLIGHT 





July 1957 


Is the permanently-balanced tire here? Late last month (see page 15) Fisk claimed to have 
given birth to this often-discussed but never-realized casing. 





That franchised car dealers have generally been in trouble staying on the black 
side of the ledger isn't much news (but some have been making excellent profits 
despite current conditions). What to do about cross-selling, bootlegging and 
dishonest advertising came under fire last month from NADA's directors. Now the 
car factories are being asked to aid in stamping out some of the evils, while in 
the background looms a return to Capitol Hill to force legislation, should that 
be the last resort. 





How tough are things for dealers anyway? With NADA's figures showing a net 
profit of 0.8% last year and 1.4% for the first quarter of this year, 
just what are dealers saying? If you'd get some first-hand reports on 
what’s on their minds, and especially their attitude toward possibly 
reviving territory security, turn to page 31. An increasing majority today 
would like to have some kind of trading-territory protection, but the 
percentage with that attitude is not commanding. Others cite why no business 
should be entitled to such a "fence" within which to have a monopoly in 
selling its products. 





Garagemen must begin thinking of themselves as merchants. Too many too long have thought 
of themselves as greasemonkeys, as people who'll repair what the customer requests and 
who will "sell" only what the customer orders. That’s what the second annual convention 
of the Independent Garage Owners of America was told last month at Toledo by Al Joseph, 
advertising manager of The AP Parts Corp. He qualified himself as a friend of garage- 
men and then proceeded to cite their weaknesses, winding up with six points which he said 
could improve the shop operator's lot and yet not involve a heavy outlay of money. His 
listeners, from half the states of the union, listened closely. (See page 42.) 





Jealous eyes of Ford Division are peeping over the fence at Edsel. While the 
American public awaits the debut, anticipated in early September, of the fifth 
line of cars from Ford Motor Co., there's talk from Wayne County (Detroit) that 
too much spotlight is on the newborn and hardly anyone is looking forward to the 
coming of the '58 Ford. What's worse, go these reports, the Ford Division boys 
don’t like the rumors that their '58 model will be strictly a re-do. It will be 
a new car, they insist. 





Chevrolet's top execs said that a year ago also. But the buying public evidently has not 
accepted the claim that the '57 Chevy was a quite-new car. However, the 1958 Chevrolet 
is expected to be brand-new, designed to recoup some of the sales losses to Plymouth 
and Ford. The latter's sales have been ranging by several tens of thousands ahead of 
Chevrolet, which has maintained higher registrations since the mid-30s. 





Look for service stations to expand into more than TBA activities. Recent court 
decisions and rumors from the Federal Trade Commission indicate that the 
stations can expect a lenient attitude from their oil suppliers when it comes 
to handling brands (other than oil and gasoline) not supplier-provided. 
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This new piston 

ring is setting the 

AUTOMOTIVE 
WORLD 


on its ear! 


Sealed Power’s 
Stainless Steel Oil Ring 


Does things no other ring can do 


SHOP MEN SHOULD KNOW THESE FACTS... 


@Proper axial pressure of the ring 
side rails against the sides of 
grooves assures side-sealing— 
even under difficult high vacuum 
conditions of deceleration. 


* . 
Circumferential abutment type de- »F 
- makes the ring independent 
of contour and depth of piston 
groove. The SS-50U exerts pres- 
sure uniformly ... conforms more 
readily to the cylinder bore. 


Holds full tension at engine operating temperature e resists corrosion e 
won't sludge e actually hardens in use e chrome-plated steel rails for 
more than double normal life ¢ seats instantly. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN 


Scaled Power Piston Rings 


BEST FOR RE-RING! BEST FOR RE-BORE! 


+ 











Vz, Automotive 


MARKETS 








South Likes Air Conditioners Best 


REATEST demand for air conditioning in cars is in the southwestern 
United States, with next greatest consumer preference in the Southeast, 
Jack F. Wolfram, vice-president of General Motors and general manager of 
Oldsmobile, recently told a meeting of Memphis, Tenn., area dealers. 
“Although the Oldsmobile air-conditioning system is designed to give 
year-’round comfort, local weather conditions still pretty much dictate the 
volume of demand,” Wolfram said, adding that ten out of every 17 Olds- 
mobiles sold in the Southwest this year have been ordered equipped with 





air conditioning. 


“Our sales figures show Oldsmobile is well on the way to a record in 
air-conditioning sales,” he said. “Approximately twice as many 1957 Olds- 
mobiles include the optional air-conditioning system compared to 1956 


demand. 


“Not only is the factory-installed demand higher, but reports show a 
substantial increase in the number of dealer-installed units as well,” Wolf- 


ram said. 


Pontiac, Buick to Sell 
Two Foreign Cars 


| pene yar Victor and Opel Rek- 
ord cars, manufactured by 
General Motors in England and 
West Germany, respectively, will 
be offered for sale in America for 
the first time this fall, Harlow H. 
Curtice, president of GM, an- 
nounced. 

Distribution of the Vauxhall line 
will be handled by Pontiac Motor 
Division and the Opel line by Buick 
Motor Division. 

Curtice said the two redesigned 
cars retain those features that are 
essential in foreign markets but 
both will offer advanced styling 
and engineering features “which 
have proven to be highly accept- 
able to our American products.” 

The first shipment of the cars 
will be made to the North Atlantic 
Coast area. In line with availabil- 
ity, distribution will then be ex- 
tended to the Pacific Coast and 
later to the balance of the United 
States as rapidly as possible. 


British April Car Sales 

Top April '56 by 142% 

R ECORD sales of 5,638 British cars 
in the United States during 

April, representing a 142% in- 

crease over the same month last 


year, have been reported by the 
British Automobile Manufacturers 
Association. 

The April figures brought total 
British car sales in the United 
States for the first four months of 
this year to 17,300 units, a 154% 
increase over the 6,815 units sold 
during the similar period last year. 


The German Volkswagen, de- 
signed under Hitler as the “peo- 
ple’s car,” continues to lead, by an 
easy margin, the sale of foreign- 
made cars throughout the United 
States. 


Florida to Be Considered 
For Renault Plant 


a LORIDA will be the first state 
to get consideration” if the 
French Renault automobile firm 
decides to locate an assembly plant 
in this country, according to its 
president, Pierre Dreyfus. 

Dreyfus said the state had won 
first consideration because of the 
“flattering gesture and offer by 
Florida.” Earlier this year the 
legislature adopted a resolution re- 
questing Governor Collins to ask 
Renault to build an assembly plant 
at Pensacola. 

Renault now ships its cars for 
the South through Pensacola. 
Dreyfus said his firm hopes to sell 
25,000 of its small cars in this 
country this year, compared with 
800 sold in 1955. 


“In my business I can only say the tree probably deserved it.” 
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Storm-Vulcan takes your machine shop out of the RED! 


the new 
STORM-VULCAN 


a name Famous 
for FIRSTS 


another first for STORM-VULCAN 
Now for the first time Block Milling too! !!! 
Machine shops profit most when they use 
the HEADMASTER head milling machine and 
BLOCKMASTER block milling machine by 
STORM-VULCAN because they were FIRST: 
@ To mill cylinder heads and blocks 
® To duplicate factory finish on heads and blocks 
@ To assure positive stock removal control 
@ To eliminate heat from head and block surfacing 
@ To have fully automatic cutting operation 
@ To conserve floor space through unusual design 


i) To supply fixtures as standard equipment for milling 
OHV V-8 heads and manifold pads 


® To supply compression ratio tables for specified 
amounts of stock removal 


(Model #85 B Blockmaster) 


(Model +85 Headmaster) 


Storm # Vulcan, Inc. 


@ EQUIPMENT FOR INDUSTRY, GOVERNMENT, RESEARCH 


& 2225 BURBANK STREET ¢ DALLAS 19, TEXAS 


Remember: Storm-Vulcan 
takes your machine shop out of the red 
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The rubber industry's first plant built ees for the production of rubber 

air springs takes shape at The Firestone Tire & Rubber Co.'s Nobles- 

ville, Ind., industrial products factory. The new structure deocapand 

will house machinery for the production of rubber bellows for air 

suspension systems to be used on some 1958-model cars. The factory 
will begin volume production in July. 


Convertibles Cut Deeper 
Into Total Car Sales 


are accounting for 
a larger percentage of the total 
automobile market than at any 
time since records were kept, ac- 
cording to J. O. Wright, Ford Mo- 
tor Co. vice-president and Ford 
Division general manager. 

Based on the latest available 
registration figures for the first 
quarter, Wright said, convertible 
sales are accounting for 3.3% of 
the total car market — or one out 
of every 30 new-car sales. 

Separate records of convertible 
sales were not kept prior to 1947, 
he said. 





Volksy Strong at New Orleans 


A third branch of the Willard 
E. Robertson Corp., New Orleans 
Volkswagen dealership, has been 
opened at 840 St. Charles. Willard 
E. Robertson, owner, said this was 
made necessary because of “great- 
ly expanded business for the for- 
eign car and the need for a larger 
service department.” The building 
has air-conditioned offices, show- 
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room and a customers’ waiting 
lounge. The service department, 
equipped with factory-approved 
equipment, will carry a complete 
stock of parts. 


t Tooking_ | ‘head ) 





DEALERS 


Aug. 18-19 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah. 

Aug. 25-27—Annual convention of 
Automobile Dealers Association of 
West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 8-10—Annual convention of 
Automotive Trade Association of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 15-16—Annual convention of 
Kentucky Automobile Dealers As- 
sociation, The Sheraton-Seelbach 
Hotel, Louisville. 

Sept. 22-24 — Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hotel, Bi- 
loxi, Miss. 

Sept. 26-28—Annual convention of 





Arkansas Automobile Dealers As- 
sociation, Marion Hotel, Little 
Rock 





Oct. 2-4—Annual convention of Texas 
Automotive Dealers Association, 
Baker Hotel, Dallas. 


Oct. 14-16 — Annual convention of 
Truck Body and Equipment Asso- 
Atlanta, 


ciation, Biltmore Hotel, 





Ga. 

Oct. 20-21—Annual convention of 
Oklahoma Automobile Dealers As- 
sociation, Tulsa. 

Oct 20-22—Annual convention of 
Florida Automobile Dealers As- 
sociation, Balmoral Hotel, Bai Har- 
bour, Miami Beach. 

Nov. 3-5—Annual convention of Mis- 


sissippi Automobile Dealers As- 
sociation, Buena Vista Hotel, 
Biloxi. 

Nov. 24-26 — Annual convention of 
National Independent Automobile 
Dealers Association, Washington, 
D. C. 

Jan. 11-15 — Annual convention of 


National Automobile Dealers Asso- 
ciation. Miami Beach, Fla. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
i,oel Hotel, Nashville. 


WHOLESALERS 


Sept. 12-14—Annual convention and 
Trade Show of Automotive Parts 
Rebuilders Association, Congress 
Hotel, Chicago. 

Oct. 16-17—Fall convention of Virgin- 
ias-Carolinas Automotive Whole- 
salers Association, Robert E. Lee 
Hotel, Winston-Salem, N. C. 

Oct. 17-18—Annual booth conference 
and convention of Automotive 
Wholesalers of Texas, Hilton Ho- 
tel, San Antonio. 

Nov, 3-4—Annual convention of Au- 
tomotive Wholesalers Association 
of Louisiana, Jung Hotel, New Or- 
leans. 

Nov. 30-Dec. 1 — Annual convention 
of Florida Automotive Wholesalers 
Association, Orlando. 

Nov. 30-Dec. 6—Convention cruise of 
North Carolina Automotive Whole- 
salers Association aboard the 
Stockholm from Wilmington, N. C., 
to Havana and Nassau and return. 

Feb. 3-6 — 3ist annual Automotive 
Accessories Manufacturers of 


America Exposition, Navy Pier, 
Chicago. 
Feb. 18-19 — Annual convention of 


National Standard Parts Associa- 
tion, Ambassador Hotel, Los An- 
geles, Calif. 

Feb. 20-23 — Pacific Automotive 
Show, Pan Pacific Auditorium, Los 
Angeles, Calif. 

May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Park Hotel, 
Washington, D. C. 





















more resistance to overcharge* 
(1) greater resistance to undercharge 
these two killers account for 80% of all 


battery failures 


Less work with new The Silver-Cobalt Story 


National batteries Corrbdsion eats away battery grid material 

Up to 5 times longer ) just like rust eats away bare steel. Coated 

. steel lasts indefinitely because it doesn’t 

battery shelf life f rust. Similarly, silver cobalt coats the 

battery grids, protecting them from corro- 

NO trickle charging sion. The grids last longer—the battery 
performs better—stays stronger longer. 


NO acid inventories 


NO dangerous acid handling 
Coated steel 


Bare unprotected 
resists rust 


NO weak outdated battery stock steel rusts 


NATIONAL’S merchandising program helps you sell 
more batteries, make more money. 


SEE YOUR JOBBER OR WRITE Unprotected battery 
grids corrode 


GOULD-NATIONAL BATTERIES, INC. 


SAINT PAUL 1, MINNESOTA 


Silver cobalt grids 
resist corrosion 





*based on SAE minimums 
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Automotive NEWS BRIEFS 


{Continued from page 9) 





Stimulate Young People's Desire 
To Be Mechanics, Urges Jacobson 


“ee HAS been estimated that 
there are at present some- 
thing over a half-million automo- 
bile mechanics employed in the 
United States. With the car and 
truck population growing steadily 
we will probably need an addi- 
tional 250,000 mechanics ten years 
from now. Where are they coming 
from?” 

This question was raised by 
Chrysler Corp.’s Vice-President 
Charles L. Jacobson before the an- 


Vice-President Jacobson 


nual convention of the Autcmobile 
Trade Association of Maryland 
last month at Ocean City. 

Jacobson emphasized that young 
people’s interest must be stimu- 
lated regarding the opportunities 
open to skilled mechanics, and he 
urged dealers to cooperate with 
schools in their communities to 
publicize and explain the oppor- 
tunities which are available. 

“To my way of thinking this 
question presents a problem that 
will become more and more im- 
portant in the years ahead. And 
if it is as important as I think it 
is to serve our customers as well 
as they should be served, maybe 
dealers and factories should spend 
more of their time and effort in 
finding a satisfactory solution. 

“We hear a lot these days about 
the shortage of school teachers, 
doctors, nurses, engineers and 
scientists, but we hear relatively 
little about the need for skilled 


mechanics. You know far better 
than I how difficult it is to find the 
kind of service help you need, and 
the chances are that it will become 
even more difficult in the years 
ahead.” 

Primarily, he said, the job of 
stimulating interest among boys 
in the field of automotive me- 
chanics is a job for the schools, 
but the schools need help. They 
need booklets explaining the op- 
portunities in this line of work, 
cars and engines to work with and 
consultation from dealers and 
service managers. 

He stated that in many commu- 
nities the schools are getting these 
things from the dealers, but the 
effort no doubt needs to be stepped 
up nearly everywhere. 

Citing the success of “trouble- 
shooting contests” aimed at locat- 
ing promising service shop candi- 
dates conducted by Plymouth deal- 
ers in two California areas, Jacob- 
son said Plymouth is now planning 
to hold similar contests in other 
parts of the country. 


Car Owners Cite Economy 
In Change to Ramblers 


Som 86.8% of owners who re- 
plied to a recent survey made 
by American Motors Corp. said 
the main reason they bought a 
1957 Rambler “six” was economy 
of operation. 

In a similar survey last year 
economy was cited by 81.1% of 
purchasers. Almost 41% of those 
owners who switched from another 
car make to a Rambler “six” said 
they changed because their pre- 
vious cars cost too much to operate. 
In last year’s survey the percentage 
stood at 30.3%. 

“The results of this year’s survey 
as compared with the one made 
last year is further proof that 
more motorists now prefer econ- 
omy to useless high speeds and 
wasteful horsepower,” said Roy 
Abernethy, vice-president of auto- 
motive distribution and marketing 
for American Motors. “Coupled 
with higher gasoline prices ani 
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New cars will get still bigger in 
the next two years and parking 
headaches will get worse, the Na- 
tional Parking Association conven- 
tion was told at Detroit last month. 
American Motors President George 
Romney compared “giant U. 5S. 
automobiles” to the dinosaur which 
he said became extinct “because 
it got so big and so unwieldy.” 
He used a museum model collec- 
tion of dinosaurs to illustrate his 
points. Parking firms should 
charge less for Rambler-size cars 
and more for the bigger units 
which take up more space and are 
more difficult to park, he said. 


taxes, these factors have opened 
the eyes of the car owners who 
have been running up increasing- 
ly higher fuel bills.” 

Abernethy pointed to the econ- 
omy record set by a Rambler “six”’ 
with over-drive on its “penny-a- 
mile” run from Winnipeg, Cana- 
da, to Monterrey, Mexico. The car 
covered the 1,956-mile route with 
an average of 33.9 miles per gal- 
lon of regular grade gasoline, with 
cost of fuel averaging less than 
nine-tenths of a cent per mile 
traveled. As further proof of the 
trend toward economy, he stated 
Rambler sales so far in the current 
fiscal year are almost 22% ahead 
of the preceding fiscal year, while 
total industry sales declined. 


Persia Buys Houston Deal 


Purchase of Downtown Chevro- 
let, Houston, Texas, has been made 
by Mike Persia Chevrolet Co. of 
New Orleans and San Antonio for 
approximately $1,000,000. 





The ROGERS Nameplate ...your assurance 
of new engine performance! 


The nameplate that shows you it’s a Rogers Remanu- 
factured Engine tells you to expect the finest new engine 
performance. It gives you the cylinder, connecting rod, 
and mainbearing size for local mechanic’s information. 
In rebuilding from the block up, only stock parts are 
used—available anywhere should replacement ever be 
necessary. There are no “trick” over or under sizes. The 
Rogers reputation for meeting original equipment stand- 
ards...for precision workmanship... stands behind 
every engine leaving the shop. As a further guarantee 
of excellence, every engine is run in under its own power 
and DYNAMOMETER-TESTED! Install exchange engines 


you know will pay off in profit and performance! Look 
for the nameplate of Rogers Remanufactured Engines, 
available only at leading jobbers in the southeastern 


United States. 
300 Hunnicutt St., N.W. 


Atlanta, Georsia Th TT a ae Tat th g- Cen th tre) 


Tel. JAckson 1-1885 5 S 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 


Want more facts? Use Reader Service Card Page 98 
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Automotive NEWS BRIEFS 


(Continued from page 11) 





Garagemen in central Tennessee have been quite ac- 
tive lately. Top photo shows the graduates of the 
recent Carter Carburetor and Electric Auto-Lite 
schools, taken during the banquet shown here which 
was attended by 72 men and ladies. “Our local Inde- 
pendent Garage Owners of America unit is mighty 
proud of this achievement,” commented W. C. “Josh” 
Wilder of Nashville, secretary-treasurer of IGOA. 
“We are looking forward to many other schools such 


as this in the future.” Wilder appears at far left in 
the top photo. The graduates are (1. to r.): G J. Connell, 
Granville Brumit, E. S. Bryant, William Yeargin, R. 
A. Travis, L. M. Abernathy, John Hodge, L. W. Carter, 
John Turnham, Elbert Mahaffey, R. L. Powell, A. P. 
Williams, Jerome Herbison, J. O. Ortery, Harold Fore- 
hand, instructor, Glen Lynch and Andrew McDowell. 
Not present for picture-taking but graduating were 
three men, T. J. Bomar, Gene Crook, O. H. McAlister. 


Mack Trucks Names Agee 


Appointment of Ralph L. Agee 
as manager of the Jacksonville, 
Fla., branch of Mack Trucks, Inc., 
has been announced by Lewis E. 
Minkel, general sales manager. 
Agee, formerly manager of the 
company’s’ Birmingham, Ala., 
branch, succeeds W. O. Stamps, 
Jr., now named special representa- 
tive for the Jacksonville district. 
William V. Wooten, formerly sales 
representative in Birmingham, 
now manages there. 


Atlanta SAE Hears Norris 


Robert E. Norris, field service 
engineer for the Purolator Prod- 
ucts, Inc., spoke last month to the 
Atlanta (Ga.) Fleet Superinten- 
dents Association on “Air Filters.” 
Another feature of the program 
was a showing of the 1956 South- 
ern 500-Mile Race. O. H. Crowe 
of Atlanta Gas Light Co. is presi- 
dent. 


John H. Lander (right), Atlanta, 
Ga., Dodge dealer, as “Dealer of 
the Month” recently at the Chrys- 
ler Training Center in Detroit, 
was chosen honorary chairman of 
the center's business and financial 
management conference for June. 
He is shown with L. W. Piot, di- 
rector of sales and service train- 
ing department, discussing recent- 
ly announced plans for construc- 
tion of new training centers in At- 
lanta, Los Angeles, New York and 
Chicago. 
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Sumpter Priddy Leaves NADA 


Sumpter Priddy, Jr., has re- 
signed as associations coordinator 
with the National Automobile 
Dealers Association to become 
managing director of the Virginia 
Retail Merchants Association. His 
new address is 1200 Grace St., 
Richmond. He has addressed many 
southern dealer audiences, includ- 
ing more recently at Charleston, 
S. C. His work with NADA had 
been concerned particularly with 
the Young Automotive Managers 
activity over the country. 


Alamance Tarheels Elect 


Harvey Ewing of Ewing Motors, 
Inc., is the new president of the 
Alamance County (N. C.) New Car 
Dealers Association. Bill McLau- 
rine, Bick Long Motors, Inc., is 
vice-president and Bill Harvey, 
Security National Bank, is secre- 
tary-treasurer. All are from Bur- 
lington. 





Why do most mechanics prefer the 
replacement bearings in the black and red box? 


Your own experience will tell you why. They know they’ll get et hRine 
exactly the right standard or undersize bearing for any recondi- 

tioning job . . . because only the Federal-Mogul line of service PEDERA 
bearings is truly complete! They know the quality is right .. . ae "Mogul 
they’ve been proving it on millions of overhauls for 33 years! They 

know their jobber is backed by fast service from our nation-wide Ks 

network of warehouse stocks. No wonder that the black and red 

box is your best bet for every replacement bearing requirement! FEDERAL-mocuL 


1508 SB-20 
FEDERAL-MOGUL SERVICE mE BEARINGS 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


RESEARCH e DESIGN * METALLURGY e¢ PRECISION MANUFACTURING ¢ SERVICE 
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Automotive NEWS BRIEFS 
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Texas Leads All States 
In Chrysler Sales 


XAS is leading the rest of the 
country in Chrysler Corp. car 
sales, with volume particularly 
good in the Dallas-Fort Worth 
area, according to Texas-reared 
Byron J. Nichols, general manager 
of group marketing for Chrysler. 
Sales of the five Chrysier makes 
in Dallas show an average increase 


General Manager Nichols 


of 93.3% in the first five months of 
1957 over the first five months of 
1956, Nichols said. This compares 
with a nationwide gain of 30%, 
which represents an approximately 
20% penetration of the total auto- 
mobile market, he said. 

Nichols attributed the Texas 
gain to new Chrysler styling, ex- 
panded company field forces and 
to engineering advances in the 
products. 


Precision-Balanced Tire 
Claimed by Fisk 


| THE permanently - balanced 
tire here? 


Fisk Tires Division of United 
States Rubber Co. claimed June 
25 it had evolved such a product, 
long dreamed of by servicemen 
who have reported so much trouble 
in this activity. 

Fisk said it was introducing “the 
first passenger tire with perma- 
nent balance, a goal of tire mak- 
ers since autos came out with in- 
dependent front wheel suspension 
in 1934.” 

The tire’s precise balance results 
in a vibrationless ride even at high 


speed, according to John A. Boll, 
Fisk manager. Other benefits he 
cited were easier steering, longer 
tread wear and a quieter ride. 

Fisk calls the tire “Safti-Flight.” 
The company said it “is balanced 
by a thin wide strip of very dense 
rubber that runs’ completely 
around the inside of the tire. The 
strip, or balance band, is vulcan- 
ized permanently to the lining of 
the tire when the tire is cured.” 

The tire is manufactured only in 
tubeless construction. 


Vicksburg Dealers Hear 
Roy Burrows of Laurel 


oy Burrows, president of the 

Automobile Dealers Associa- 
tion of Laurel, Miss., last month 
addressed the Vicksburg Automo- 
bile Dealers Association on pros- 
pects for the future and what auto- 
mobile dealers may expect in 
months to come. 

Officers elected at the meeting 
were J. E. Blackburn, president; 
W. H. Buckner, vice-president, and 
Kermit G. Hancock, secretary- 
treasurer. 


Driver-Vehicle Ratio 
Runs High in South 


| aps ratio of licensed drivers 
to registered vehicles, about 1.4 
per unit, was found in South Caro- 
lina and West Virginia, although 
the nationwide ratio has decreased 
each year since 1949 from 1.34 
drivers to each vehicle to 1.21 in 
1956, according to the U. S. De- 
partment of Commerce. 

In the seven years since 1949, 
the first year in which such data 
were compiled, the number of lic- 
ensed drivers has risen 18.5 mil- 
lion, while vehicle registrations 
rose 20.3 million. Thus drivers in- 
creased 31% at the same time that 
vehicles increased 46%. 


Employe Attitude Survey 
Developed by NADA 


N EMPLOYE attitude survey to 
help automobile dealers find 
out what their employes think 
about working conditions has been 
developed by the personnel rela- 
tions committee of the National 
Automobile Dealers Association. 
Questions asked in the survey 
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Aubrey, Orval & Mac, promotion- 
minded Hudson dealership in 
Houston, Texas, believes in using 
beauty to help sell. The firm hired 
Helen Williams to drive this Met- 
ropolitan around the city oe 
rush hours. Billed as “Our Miss: 

Universe” by the dealership, Miss 
Williams also is used for telephone 
prospecting. Since employing the 
beauty queen, the company’s Met- 

ropolitan sales have c 


are designed to reveal any proble- 
matic areas of personnel manage- 
ment. They will show the working 
relationship between various de- 
partments and dealers will be 
made aware of any areas that may 
need immediate attention. 

All answers are strictly confi- 
dential. Questionnaires are mailed 
directly to a personnel consultant 
who analyzes and prepares a re- 
port for the dealer. No one in the 
dealership ever sees how the in- 
dividual worker answered. 

Surveys of this nature have been 
used in many industries in recent 
years. Results turned up have often 
surprised the managements, while 
at other times the employes have 
confirmed expectations of their 
employers on their “rating.” 


West Virginians Give Mink 


A mink stole will be given 
away at the Tuesday night draw- 
ing to be held by the Automobile 
Dealers Association of West Vir- 
ginia during its 24th annual con- 
vention at the Greenbrier Hotel in 
White Sulphur Springs Aug. 25-27. 

(More News Briefs on page 124) 





CENTRAL REGION: 

Cleveland District Mgr., George F. Walters 
N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 

Detroit District Mgr., Harley F. Riley 

6200 West Warren Avenue, Detroit, 
Michigan, T Yler 8-9822 

Columbus District Mgr., 

John H. Scharnhorst 

Beacon Building, 50 W. Gay St., 
Columbus 15, Ohio, CApital 8-5251 
Indianapolis District Mgr., Hiller A. Pries 
414 Guaranty Blidg., 20 N. Meridian St., 
Indianapolis, Indiana, MElrose 5-5421 
EASTERN REGION: 

Boston District « Malcolm R. Fuller 
New England Industrial Center, P.O. 
Bor 27, Needham Heights 94, Massa- 
chusetts, NEedham $-5705 


THE CAR AHEAD IS EDSEL 
new member of the Ford Family of Fine Cars 


New York District Mgr., Patrick A. Brescia 
158 Linwood Plaza, Fort Lee, New 
Jersey, WIndsor 4-5500 


Philadelphia District Mgr., 

William J. Magarity 

Parkade Building, 519 Federal St., 
Camden 2, New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 
The Romazx Bldg., 731 James St., Syra- 
cuse, New York, GRanite 4-7551 


Washington District Mgr., Emerson Planck 


Insurance Bldg., 2116 Wilson Blod., 
Arlington, Virginia, JAckson 4-2400 


MIDWEST REGION: 


Kansas City District Mgr., Ellwood S. Gross 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 

St. Lovis District Mgr., A. E. Jacobsen 
Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 
Twin Cities District Mgr., Chet W. Johnson 
3033 Excelsior Blod., Minneapolis, 
Minnesota, WAlnut 7-8421 


SOUTHERN REGION: 

Atlanta District Mgr., Roy A. Biount 

1330 West Peachtree St., N.W., Atlanta 
9, Georgia, TRinity 5-8721 

Dallas District Mgr., Robert J. Sanford 
1120 Mercantile Securities Building, 
Dallas 1, Texas, Riverside 1-3171 





Chic District Mgr., D. Edward M ing 
1900 Esquire Bidg., 65 East South Water 
St., Chicago 1, Illinois, ANdover 3-7788 


Des Moines District .. Lovis A. Wehde 
300 Fleming Bidg., Sirth and Walnut, 
Des Moines, Iowa, ATlantic 8-2165 


H District Mgr., George O. Simmons 
211 Melrose Building, Houston, Texas 
CApital 8-7571 

Jacksonville District Mgr., J. D. Flynn 

915 Prudential Building, Jacksonville, 
Florida, EXbrook 8-1581 





EDSEL dealer will have plenty of 


Memphis District Mgr., William W. Sugg 
1200 Edway Building, 147 Jefferson Ave., 
Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., 

Claiborne H. Weigand 

330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 

Denver District Mgr., Harry M. Pritchard 
Detroit Building, 2727 E. Second Ave., 
Denver 6, Colorado, DUdley 8-41 71 


Los Angeles District Mgr., Paul W. Pursiey 
291 So. La Cienega Bird., Beverly Hills, 
California, OLympia 2-2444 


San Francisco District Mgr., 

Wallace E. Boyer 

209 World Trade Center, San Francisco 
11, California, YUkon 6-5403 


Di ichard J. Siewers 
521 Second Ave., West, Seattle 99, 
Washington, MUrdock 7920 


Not only will its dealers have more to sell in 
the Edsel — they’ll have more room to sell 
it in. The Edsel Division has surveyed and 
studied every single market in the country 
to provide each Edsel dealer a maximum 
slice of the market without being crowded. 
Priced from just above the lowest to just 
below the highest, with more that’s new than 
any new car has ever had, the Edsel repre- 
sents an historic selling opportunity. 


How Accredited Edsel Dealers Are Being Selected 


While our initial dealerships will only num- 
ber around 1,500, we now have over 4,250 
direct inquiries. However, we are well aware 
that except for the car itself, nothing will 
affect the Edsel’s future more than the cali- 
ber of the men who become Accredited 
Edsel Dealers. We are determined, there- 


elbow room 


fore, to secure the strongest group of dealers 
a new car has ever had. 


The purpose of these advertisemeyts is to 
make certain that we reach all qualified men: 


Men who have the capacity to do things 
better than they’ve ever been done before 
— because this is the whole philosophy 
behind the Edsel automobile. 

Men who have the character that secures 
friendly cooperation from employees and 
trust and goodwill from customers. 


Men who have or can obtain the capital 
it takes to do this job right. 


If you are such a man, or if you know of 
such a man, we urge you, in your own in- 
terest, to get in touch with our nearest Edsel 
District Office as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 
DEARBORN, MICHIGAN 











BRAKE FLUID 


W hen 31 out of 33 of the top race drivers in 
the world elect to ‘“‘bet their life’ on the same 
brake fluid—here, surely is convincing proof 
that it is the best, the safest brake fluid. You 
know there are many inferior brake fluids on 


the market. 


Can you aftord to take chances on the 
Brake Fluid you supply your customers 7 


When you provide Bowes Brake Fluid YOU and YOUR CUSTOMERS will 
KNOW you are supplying the best, the safest brake fluid—endorsed by 31 of 


the leading race drivers in the world. 


Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for July 1957 





with large advertisements 
BOWES will tell the millions of readers 


of these 10 leading magazines... . 
POPULAR MECHANICS 


SATURDAY 
EVENING POST POPULAR SCIENCE 
MECHANIX 


Yoor Customers SPORTS ILLUSTRATED pri ustRaTED 


will be asking FIELD and STREAM FARM JOURNAL 
for BOWES & OUTDOOR LIFE TRUE 


BRAKE FLUID 5 ARGOSY 











that 31 out of 33 drivers in the 500 Mile Race 


“ed BOWES peace FLUID 


These ads will stress the fact that there are many in- 
ferior brake fluids on the market—and—that service 
stations supplying Bowes Brake Fluid are more inter- 
ested in their customer’s life and welfare than the few 
pennies difference between safe and unsafe brake fluids. 


OU 


can build good will and confidence... 


And—cash-in on this big new customer attracting advertising campaign by displaying 


the Bowes Seal Fast Brake Fluid identity sign which your Bowes Distributor will supply. 


BOWES “SEAL FAST” CORP., INDIANAPOLIS, INDIANA + HAMILTON, ONT., CANADA + LONDON, ENGLAND 
BOWES PACIFIC CORPORATION, RIVERSIDE, CALIFORNIA 
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Heavy loads change caster of front wheels, 
cause excessive tire wear as well as poor 
steering. 











4 d swings as it 
; engers from side 


is’seriously impaired, 


4 
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lonree Load-Levelers 


‘Look at the design of today’s cars, and you’ll immediately see the need for the new 
Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. Trunks are 
bigger. There’s more overhang in the rear. Springs are softer, to cushion the ride. 
All this adds up to trouble: cars have plenty of space for passengers and luggage 
but they are not designed to safely and comfortably carry the heavy load of rear 
seat passengers and a trunk full of luggage. 

The entirely new Monroe Load-Levelers absorb the stress of heavy loading . . . 
prevent sag, sway and dip. They increase road clearance. They give a smooth, level 
ride, with headlamps always beamed safely on the road. When the car is unloaded, 
they automatically compensate for the lightened load. 

A large percentage of the cars that come into your shop need Monroe Load- 
Levelers—the market is wide open! Contact your jobber now—today —for complete 
details . . . and let Monroe Load-Levelers carry a heavy load of profits your way! 


ae 
<—- 


Monroe Auto Equipment Company MONROE i oa ci 


Monroe, Michigan 
Leveler 
CALIBRATED RIDE CONTROL WITH ANY LOAD 
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Valves 

Valve Guides 
Valve Parts 
Pistons 

Piston Pins 

Pin Bushings 
Cylinder Sleeves 
Sleeve Assemblies 
Engine Bearings 
Water Pumps 

Ball Joint Suspension 
King Bolt Sets 
Tie-Rod Ends 
Suspension Parts 
Spring Shackles 


EVERY part is there 
in the PERMITE line 


Yes, with Permite you have all needed parts in one line! The 
valves, the pistons, the pins, the bearings, the water pumps, the bolts, 
the suspension parts, the spring shackles . . . all the parts you need for 
engine or chassis overhaul are supplied in the complete 
Permite Line of Original Equipment Parts. 


And Permite’s greatly expanded production and service 
facilities in support of the Permite nation-wide distribution system 
make Permite Parts always AVAILABLE—when you want them 
—for all makes and models of cars, trucks, buses, tractors. 


Just phone your nearby Permite Distributor. 


ALUMINUM INDUSTRIES INC., Cincinnati 11, Ohio 
original @ “avirment 


the complete engine and chassis line 
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Your 
Profits 
UP FRONT 

Depend 
on the 
Mechanics 
OUT BACK 


The speed and quality of your mechanics’ work depends on the tools they 
use. Here’s where your Snap-on* man can help make the service shop con- 
tribute a bigger share of your total income. 


FIRST. Snap-on furnishes a complete line of THIRD, Service with a capital S is a Snap-on by- 
modern hand tools — including the very latest word. Because of the Snap-on man’s regular, 


in automatic transmission adjusting tools, 
carburetor tools, special cylinder head 
wrenches — tools your mechanics must have 
to service today’s complicated cars and trucks. 


SECOND, Snap-on provides a full range of shop 
equipment including valve refacers, valve seat 
grinders, pullers, wheel alignment and balanc- 
ing units, hydraulic body repair sets — preci- 
sion equipment you need to get your share in 
today’s highly competitive market. 


frequent calls, mechanics depend on him. 
Time after time he comes in right when a 
mechanic needs him most — perhaps for a 
“special,” such as a camshaft, tappet or brake 
tool; possibly for the “regulars” — wrenches, 
sockets, screw drivers and the like. Whatever 
the need, Snap-on calls save the mechanics’ 
time — and your money. 


FOURTH, with Snap-on’s deferred payment plan, 


mechanics can earn with their tools while 
they pay. Shop owners can add profit-build- 
ing shop equipment with a minimum down 
payment. Your Snap-on man will be glad to 
furnish details. 





SNAP-ON TOOLS CORPORATION 


8052-G 28th Avenue * Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation, 
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WHEN ALL MANUFACTURING 1s UNDER 


ONE ROOF 


NET TT ETT TTT ttt LY) 


THE BEST 
LESS 


ALL THESE OPERATIONS AT OUR 
CHARLOTTE PLANT: 


CHARLDITTE 


SOUTHERA 1. Lining Extruded 


2. Adhesive Compounded 
3. Shoe-Prep Compounded 
4. Shoes Reconditioned 
5. Lining and Adhesive Cured Together 


6. Shoes Radius Ground 


and Six Trucks Deliver in N. C. & S. C. with 
up to $3.00 2-way freight allowance elsewhere. 


SOUTHERN DOUBLE—LOCK 
BONDED BRAKE SHOES é 
: 


OUTHERN 
Qo ® 


S, 6 
q) 
Ake SROs 
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OLUTHEAN 


FRICTION MATERIALS CO.— CHARLOTTE.N.C. 





-+- a true jown Yael G. 


One way to judge a condenser’s quality 
is by its weight. When you feel the 
extra heft of a Filko Condenser, you 
have another important measure of its 
Crown Jewel Quality. Many performance 
improving features account for this greater 
weight. For example, all joints — includ- 
ing both insulated and ground leads — 
are not merely pressure connected, but 
soldered for longer life. This also helps 


bcl Yh Syneltos 


eliminate the danger of loosened joints 
due to engine vibration. There’s more 
weight, too, in the greater amounts of 
insulation Filko puts between plates. For 
extra durability, Filko condensers utilize 
a specially-heavy paper of extreme den- 
sity. Next time you buy condensers, com- 
pare their heft — and be convinced that 
Filko’s Crown Jewel Quality gives your 
customers more for their money. 
és 


yt! 





The Filko Library 
of Improvement Opportunities 


Proof of Filko’s leadership and 
completeness of line are the 
Filko catalogs. Over 420 pages 
are required to list, illustrate 
and describe all the 

“Crown Jewels of ignition.” 


F. & B. Mfg. Co., 4248 W. Chicago Ave., Chicago 51, Ill. 


Warehouses in Los Angeles, Oakland, Miami, Fort Worth, New York,Poston, Atlant ,Clevel: .d, Lubbock, Little Rock, Philadelphia, Kansas City 
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“Whatever you need to make money in the battery 
business, Auto-Lite has it! A price leader? Auto-Lite 
gives you its complete low-priced line that has price 
and quality, too. Volume sales? Auto-Lite has a com- 
plete middle-priced line. A high-profit premium line? 
You can’t beat Sta-ful. And with all this you get smart 
point-of-purchase material, national advertising, rea- 
sonable guarantees and a big original equipment 
market. That’s why we’ve sold Auto-Lite Batteries 
for 15 years and that’s why they’ve paid off for us 


and our dealers.” 


President 


NORTHERN AUTO SUPPLY CO. 
MARSHFIELD, WISC. 


NEEDS wareR OMLY 3 mmMes A YEAR’ 
BULL , 


BATTERIES 


“AUTO-LITE ACCEPTANCE IS YOUR PROFIT GUARANTEE” 








"And while you’re here let’s 
look at the brakes” 


SEE the difference. Distinctive Grey- 
Rock brake linings look different—are 
different. You can see it in the many 
different types of linings Grey-Rock 
combines in sets engineered to give 
balanced brake action and longer 
lining life. 


oe 


SHOW the difference in distinctive 
Grey-Rock woven and molded combi- 
nations. Where used, they provide far 
better brake action than molded linings 
alone. In other Grey-Rock sets, all- 
molded types give best results. 


Get them to let you P-L-S 


\eu a wheel re at the brakes Siow them what’s needed 


It’s a tried and proven way to find 
profitable brake repair jobs 


Most car owners will welcome a P-L-S brake inspection. Figures show that 
six times out of seven they'll let you pull a wheel. When you can show them 
what’s needed, it’s easy to get the job. And they'll appreciate your interest 
in their safety. 

If a reline is needed, give your customers Grey-Rock Balanced Braksets 
for driving safety and long wear—the linings with the difference you can 
see, Show and sell! 


SELL the difference. When you can see 
and show the difference, you can sell 
the difference. Explain how different 
shoes, even in the same brake, do 
different work, and why different types 
of lining are necessary for balanced 


See the new Grey-Rock Brake Service movie. Experts 
brake action and long wear. 


say it’s the best film on brake service ever made. 


Ask your Grey-Rock jobber about the new P-L-S Plan. He has facts and figures to prove it can make more money for you. 


“Grey-Rock... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS - TRUCKSETS - BRAKE BLOCKS - VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., MANHEIM, PA, 


Consistently advertised 
in 
The Saturday Evening 


POST 


RAYBESTOS-MANHATTAN, INC., Brake Linings + Brake Blocks + Clutch Facings » Mechanical Packings » Asbestos Textiles » Industrial Rubber 


Sintered Metal Products « Engineered Plastics » Rubber Covered Equipment + Abrasive and Diamond Wheels + Laundry Pads and Covers * Bowling Balls 
Industrial Adhesives 
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Sell P. M. 
and Build 


Volume 


By Bob Bray 


gees’ preventive maintenance 
is still as fine a source of shop 
volume as can be realized, and an 
Austin, Texas, garageman gets a 
big percentage of his $100,000-plus 
volume in that belief. 

With nearly half the shops over 
the South and Southwest reporting 
in recent SAJ surveys that their 
volume was running about the 
same as last year, efforts for great- 
er activity in the shop can be an- 
ticipated. Here is where P.M. sell- 
ing comes to the fore for the more 
progressive shop managers with 





> 


Nis 


This “reminder board” has helped customers recall what their cars need. 


the facilities and a desire to use 
them profitably. 

Every car owner dreads the 
thought of being stranded on the 
highway 50 miles from nowhere 
with his car broken down. To cut 
such breakdowns to the minimum, 
and to help ring the cash register 
with dozens of “extra jobs,” Ham’s 
Auto Service Co. sells preventive 
maintenance. 

The firm, operated by John L. 
Ham, has for seven years used the 
advertising slogan, “We Specialize 
in Preventive Maintenance.” The 


The hydraulic lift at Ham’s is used for more ihan raising cars to be 
worked on. It’s used to sell customers repairs which can be pointed out. 
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theme is kept before the public al- 
most constantly with newspaper 
ads, the telephone book yellow 
pages and even with signs painted 
across the side of some city buses. 

But Ham says the most import- 
ant factor in the success of the 
over-all sales plan is a steady sell- 
ing job at the garage. 

“You can’t just adopt a nice- 
sounding slogan and expect to get 
business,” he warned. “We've 
found the way to get business is 
to sell the customer, and not just 
wait until he brings in his broken- 
down car and then rush it out with 
the least work possible.” 

Ham pointed out that the rush 
approach usually didn’t give the 
customer a top-quality job and 
would too often result in losing the 
man’s business. 

“Actually, we don’t do a lot of 
personal selling to put over our 
preventive maintenance program,” 
said Ham. “We just help point up 
the car’s trouble spots to its own- 
er and let him sell himself that 
corrective work needs to be done.” 

A large sign in front of the ga- 
rage advises customers, “We in- 
vite you to remain and watch re- 
pairs on your car.” 

Explained Ham, “For a lot of 
owners, it is really the only. time 
they pay any attention to their 
cars. Where many garage operators 
try to get the owner out of the 
building before they go to work 
on his car, we make money by en- 
couraging him to stick around. 
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A modest but comfortable waiting room, with television, doesn’t cost 
much to furnish and helps keep customers on the premises as a part of 
Ham’‘s service sales program. They can then quickly okay any extra job. 


Then when anything comes up that 
needs attention, we can show him 
the trouble and the chances are 
that he’ll say to go ahead.” 

The garageman said he never 
has been able to understand why 
sO many operators seem intent on 
running business out the front 
door. 

“The best chance in the world 
you have to sell a man on what 
his car needs is when he brings 
it in,” he asserted. “Why simply 
take it and rush him out the front 
door so he can go downtown on 
a shopping tour to spend his money 
on a new suit of clothes, a house- 
hold appliance or something else? 
When he goes into any other busi- 
ness the salesmen are going to 
start hitting him up to buy some- 
thing from the minute he enters 
the front door. 

“When he comes in our shop, 
we try to sell him something that 
his car needs, instead of sending 
him downtown to spend his mon- 
ey.” 


To carry his keep-the-car-own- 


er-on-the-premises plan a_ step 
further, and for good public re- 
lations, Ham has installed a com- 
fortable upstairs waiting room. It 
is furnished with comfortable 
chairs, a wide selection of maga- 
zines and television. The garage 
is open from 7 a.m. to 1 a.m., and 
the waiting room is particularly 
handy for folks who are caught 
waiting for night jobs to be fin- 
ished. 

Again, the customer is in the 
building, and if the mechanic runs 
into something that needs to be 
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done, it is a simple matter to call 
him downstairs and show him what 
is wrong. 

In order to be in a better po- 
sition to show the customer the 
trouble, the firm has installed a 
hydraulic lift. “This has a real 
sales advantage over the mechan- 
ic’s jacking a car up and then 
crawling under it to see what’s 
needed,” said Ham. 

“When you lift the front-end 
where the customer can see how 
loose and worn the steering link- 
age is, you usually don’t have to 
sell him a thing. He wants the job 
done because he sees it is needed. 
Crawl out from under a jacked- 
up car and try to tell him what’s 


wrong and he is liable to put off 
the work until later.” 

He recalled that the first cus- 
tomer whose car was raised on the 
lift ended up buying $28.50 
worth of needed repairs when he 
had originally come in for a 
muffler. It was work that was 
needed and when the customer 
saw it, he wanted it done. 

The preventive maintenance 
program is sold on the basis that 
a car works as a unit. When one 
part is broken or faulty, it puts 
more than normal wear and tear 
on some other part — and eventu- 
ally leads to a much bigger job. 

“An important factor about 
spotting small jobs and doing 
them,” Ham said, “is that the cus- 
tomer can pay for them. You keep 
his car in good repair and a man 
can stand to pay cash for the little 
replacements as they come up. But 
let the car get generally rundown 
where it takes a lot to put it in 
shape, and you start getting in- 
volved in credit work, and all of 
the problems that go with it.” 

A last, but far from least, part 
of the preventive maintenance 
sales program is the firm’s “re- 
minder board.” This is a three-by- 
six-foot white sign with three- 
inch-high black lettering. It is 
placed at the front of the garage 
where the customer is certain to 
see it as he comes from the back 
of the plant, or as he stands near 
the cash register to settle up. 

The sign inquires, “Does Your 
Car Need Any of These Repairs?” 
It lists 22 jobs. 

“Most of these are small jobs, 
which means they can be done 

(Continued on page 84) 


An attractive, uncluttered entrance beckons to passing car owners. 
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Will "supermarkets" replace the franchised-dealer system? 
Will a quality-dealer program, backed solidly by factories, 
save today's worsening picture? Action appears imperative. 


| agremetery is mounting to force 
something to be done about the 
troubles in the showroom. 

Franchised dealers over the na- 
tion are withering away in the 
face of a profit drought (0.8% net 
average last year and 1.4% first 
quarter of 57) which many admit 
that dealers themselves have pro- 
voked, while others blame fac- 
tories. Some dealers say the situ- 
ation will shake itself out, but some 
fear that they’ll be “all shook up” 
before there’s a sane settling. 

Increasing supermarkets are be- 
ing eyed, too, as a threat as many 
dealers recognize that the public 
often is interested in the price, not 
too much in whether the dealer 
survives to sell him again. 

Cross-selling, bootlegging and 
deceptive advertising are knifing 
many veteran dealerships’ profits, 
while some dealers — new and old 
— report they have been trimming 
their sails to the new kind of sales 
weather. Some have declined to 
weather the storm; they’ve simply 
closed up. 

What to do about these worries 
of many dealers, particularly along 
some line of assuring an “area of 
service responsibility” (which 
might be a compromise of the old 
territory security that factories 
eliminated some years ago in the 
face of federal opposition to this 
so-called restraint-of-trade con- 
tract feature) took up a big part 
of the time of directors of the Na- 
tional Automobile Dealers Associa- 
tion in Washington last month. 

There’s talk that unless factories 
can support some kind of guar- 
antee that will look a lot like the 
old territory security, then the 
dealers may head back to Capitol 
Hill, where they wrung out the 
“good faith” legislation and won 
a reluctant signature from Presi- 


By BILL HERBERT 
Editor 


dent Eisenhower on that statute. 

Amid the many reports which 
came from the 400 dealers over the 
South and Southwest who were 
asked to comment on the whole 
picture, there frequently bobbled 
up the suggestion that a quality- 
dealer program, earnestly pro- 
moted by factories, offered a so- 
lution, with service responsibilities 
clearly defined on new cars sold. 

A penalty payment of a hundred 
or so dollars by an infringing deal- 
er to the infringed dealer was sug- 
gested, although others pointed out 
how impossible this could be in 


A Reader Su 


metropolitan areas with several 
dealers of the same make. GM’s 
President Harlow Curtice foresaw 
last month, too, probable federal 
intervention if any such feature 
should be inserted in contracts. 

Replies poured in on the ques- 
tionnaire which had mentioned 
what one long-time Alabama deal- 
er had told SAJ editors. He said 
his assets aggregated $300,000 two 
years ago, but that if he had to 
liquidate today the figure would 
approximate $30,000. 

Factory executives have clearly 
shown their awareness of the seri- 
ousness of the situation, as evi- 
denced by what Ivan L. Wiles, ex- 
ecutive vice-president of GM in 
charge of dealer relations, told 
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Tennessee dealers at their annual 
convention May 27. 

He recalled that earlier this year 
Curtice asked dealers to join in a 
“crusade” against practices threat- 
ening the franchise system. To 
make this crusade effective, Wiles 
said, “Leadership by each dealer 
must be exercised. . . . The fran- 
chise system has the inherent 
strength and flexibility to meet 
today’s merchandising trends. Its 
future, however, is no better than 
its individual dealers.” 

Vice-President James J. Nance, 
Ford’s marketing chief and a past 
president of Studebaker-Packard 
Corp., said at Asheville, where he 
addressed the North Carolina deal- 
ers, that “confusion” existed and 
that while he knew of no one with 
the answer, he felt certain that out 
of all the concern would evolve a 
pattern acceptable to all. 

Tabulation of returns from the 
questionnaire showed 63% approv- 
ing if the old territory security 
could be restored. This was slight- 
ly below informal polls taken at 
recent dealer conventions where 
the percentage has ranged from 70 
to around 80. Two or three years 
ago dealers were about evenly di- 
vided on the matter. 

Listen to what some dealers 
over the Southland said in reply 
to the questionnaire, with “no” or 
“yes” in parentheses where they 
have expressed themselves on 
favoring possible restoration of 
T.S: 

S. G. Swope, Swope Motors, Inc. 
(Dodge - Plymouth), Elizabeth- 
town, Ky.—(yes) “Unfortunately, 
in the opinion of this writer, there 
is no solution to the problem you 
have posed. There are too many 
dealers selling too much of the 
same kind of products. 

“For example, as long as_ the 
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Plymouth automobile can be pur- 
chased in any one of 11,000 estab- 
lishments throughout the country, 
from corner filling stations on up, 
there will be no profit in the re- 
tailing of this product. 

“The solution will come over a 
period of years as the weaker (or 
smarter) dealers get out of the 
business. It will then slowly re- 
cover to a reasonably profitable 
enterprise.” 

James Lee, president, J. M. Lee 
& Son, Inc. (Pontiac), Crestview, 
Fla.—“Territory security clause is 
no good unless bootlegging is 
stopped. There will be no fran- 
chised dealers in a short time.” 

T. B. Woodard, Jr., Reform Mo- 
tor Co. (Ford), Reform, Ala.— 
(yes) “Cut out bootlegging by 
cutting offending dealers’ avail- 
ability low enough. 

“Bootlegging has reached such 
an alarming state that the manu- 
facturer is bound to be aware of 
it. You can turn in the serial num- 
bers of bootlegged cars and abso- 
lutely nothing will happen to the 
dealer. The factory will not even 
politely ask the dealer to refrain. 
This could be stopped but for the 
greed of the factory. Some day the 
factory is going to see its dealer 
system disintegrate right in front 
of its eyes and there will be no 
other system as satisfactory as the 
dealer system for merchandising 
and servicing new cars and dispos- 
ing of used cars. 

“Thousands of dealers would get 


out today with anything near a 
break-even deal. Many dealers 
have borrowed so heavily in the 
past three years that it is impos- 
sible for them to get enough out 
of the sale of the dealership to let 
them get out.” 

Chuck Naiman, Chuck Naiman 
Buick Co., Borger, Texas—(yes) 
“This (T.S.) is the only answer 
to automobile retailing so that we 
may develop our territory and our 
investment have some protection.” 

Pete G. Clark, Pete Clark Motor 
Co. (Dodge-Plymouth) Pryor, 
Okla.—(yes) “Some factories race 
for volume; production causes 
dealers to sell at cost: others can’t 
make a profit on their sales.” 

Wilbur Miller, Stockton Motor 
Co. (Ford-Mercury), Stockton, Mo. 
—(no) “To halt the steady spiral 
of inflationary conditions and lim- 
it in some degree the terrific a- 
mount of customer credit, etc., to 
return partially, at least, to a 
sound way of doing business — if 
I had my wish to make, that would 
be it. And that would be a big 
order, I am sure. 

“Automobiles and trucks are too 
high and the first step, of course, 
is the halting by some method of 
the endless industrial wage rate 
with less productivity, possibly 
still shorter week, etc. — and that’s 
another big order. 

“In this section, practically all 
rural with smaller farms, etc., 
ready cash is scarce and we find 
it necessary to make some most 


unusual finance deals in order to 
sell cars (used especially). This 
spring we have come from an ex- 
treme drought condition to another 
extreme, so much rain that farm- 
ers will not get out much over one- 
half crop. Small grain that was out 
is damaged considerably. 

“This year marks our 42nd year 
as Ford dealer here and in spite 
of high operation costs, etc., the 
abovementioned items, we are go- 
ing along reasonably well and pos- 
sibly in better condition than many 
dealers. But the road ahead may 
not be smooth.” 

Dock H. Coffey, Dock Coffey 
Pontiac, Inc., Amarillo, Texas — 
(no) “The factory is charging the 
dealer too much for the new cars. 
Therefore the new cars are priced 
too high and the used cars are 
priced too low. This market should 
in some way be adjusted. 

“The factory should restore the 
traditional 40% discount on parts 
and accessories like we had in the 
1930’s. The only way for the car 
dealers to make a profit is for the 
factory to restore this discount as 
it should be. 


“Restore Retroactive Discount" 


“The factory should restore the 
retroactive discount on each new 
unit sold during the year, as we 
had in the past.” 

J. C. Hinze, Hinze Motor Co., 
Ine. (Chevrolet), Bismarck, Mo.— 
(no) “Below is a copy of a letter 
that we mailed to Mr. R. S. Arma- 
cost, Sr., 1401 Baltimore, Kansas 
City, Mo. Mr. Armacost is our rep- 
resentative to the NADA from 
Missouri. 

“Dear Sir: 

“We received our Missouri Au- 
tomobile Dealers Association bul- 
letin today and are writing to you 
in regard to the proposed action on 
a territory security plan. 

“Our position is very, very much 
against territory security. We 
would be out of business in six 
months with a program of that 
sort. We have a dealership in a 
small town, 1,200 population, just 
nine miles from the lead belt of 
Missouri and about 75 miles south 
of St. Louis, Mo. We have a very 
nice place of business worth about 
$150,000 — all paid for, by the 
way. We have a large used-car lot, 
a new service department with a 
front-end machine, two hoists and 
everything necessary to give our 
customers good service. We also 
have a new, three-stall body shop. 
We have been here going on 33 
years. 

“TI think that I would be safe in 
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saying that nine out of ten cars 
that we sell go out of our town. 
We have a large area to draw from, 
in that we do not have a dealer 
close, either south or west of our 
dealership. 

“Our planning potential with 
Chevrolet Motor Co. is 60 units a 
year, but we have exceeded that 
number for several years and made 
money doing it. We do not go out 
and cut prices to make a deal; we 
are here to make money. 

“So far in the year 1957 we have 
sold 45 new units and 142 used 
units and made $21,000. We are 
incorporated; myself, my son-in- 
law, my wife and my daughter all 
work in the business. We have nine 
other employes. 

“Territory security would spell 
our end, we feel. A decent profit 
can be made if your help will get 
out and get the job done without 
fencing off a little piece for each 
dealer so that he doesn’t have to 
work too hard to cover his pros- 
pects.” 


Stop Dealer Wars! 


Marvin R. Porter, Mount Wash- 
ington Motor Co. (Chevrolet), 
Mount Washington, Ky. — (no) 
“We should keep dealers from 
fighting among themselves. I think 
that profit on cars should be the 
only profit in the picture. The fi- 
nance and insurance should stand 
on their own. If the large com- 
panies were not allowed to use this 
finance profit to cut car prices, 
we small dealers would have a bet- 
ter chance.” 

F. E. Spoerlein, Spoerlein’s Ga- 
rage (Chrysler-Plymouth), Acci- 
dent, Md. — (no) “Too many new 
cars are being built. Dealers are 
trading wild, giving all their prof- 
it away in order to sell.” 

C. T. Carrigan, Carrigan Chev- 
rolet Co., Cabot, Ark.—(no) “Fac- 
tories’ and dealers’ associations 
must indicate and emphasize to the 
dealer what his true cost of selling 
a new car is and thus encourage 
their dealers to work for more 
gross per unit.” 

(Editor’s note: Many state deal- 
er associations have been doing 
this by selection of dealer speakers 
who analyze true costs and by tak- 
ing this program to their member- 
ships in local meetings.) 

C. W. Ritchie, Ritchie Motors 
(Nash - Rambler - Willys), Rising 
Sun, Md. — (yes) “New vehicles 
should be wholesaled by manufac- 
turers only. I would like to see a 
clause in the contract read that if 
a dealer wholesales to used-car 
dealers in a territory other than 


his own, he be charged $75 per car 
on low-priced units and up, de- 
pending on price of unit. The $75 
should be given to the dealer to 
whom the territory belongs. 

“We don’t object to a franchised 
dealer selling in our territory with 
good, clean competition to outlets 
other than used-car dealers.” 

Harry Tompkins, Tompkins 
Chevrolet Co. (Chevrolet-Oldsmo- 
bile), Eldon, Mo. — (no) “Restor- 
ing the junking fund on old au- 
tomobiles would help restore our 
margin of profit. 

“I think the profit margin is 
strictly up to each dealer. If he 
chooses to give his cars and trucks 
away, he most certainly cannot 
expect to make a profit. 

“I do think if he would use the 
NADA Guide Book in trading and 
selling his used cars he would be 
able to make a fair margin on his 
investment. 

“As you know, the new cars and 
trucks he receives from the fac- 
tory are his and if he wants to sell 
them for no profit, that is his busi- 
ness, or if he wants to sell at a 
profit, he can.” 

L. H. Young, Young Motor Co. 
(Oldsmobile-Cadillac), Sherman, 
Texas — “We would favor terri- 
tory security if our state laws 
would protect us in the same man- 
ner. 


“New cars are too high. Factories 
should help dealers by reducing the 
prices of cars.” 

Andean Motor Co. (Chevrolet), 
Cumming, Ga. — (no) “It is not 
fair for territory security to pro- 
tect a large dealer when his city 
takes in the entire county, while 
a small dealer, as mine, would be 
protected only one mile from the 
courthouse. Our entire county’s 
population is less than 15,000 and 
our township is only 1,200.” 

Taylor Pontiac Co., Huntingdon, 
Tenn, — (yes) “To make T:.S. 
work, a heavy commission will 
have to be put on. 

“As you will notice, most of the 
old dealers are quitting before they 
go broke, and the new dealers are 
quitting because they actually are 
broke. 

“I have been in business ten 
years and have been selling cars 
since 1935, and I can say that 
money is getting tighter, but still 
the potential is good. The thing 
that has happened is overproduc- 
tion, too many dealers who don't 
try to be quality dealers and deal- 
ers who have gone crazy and sell 
their’ product wholesale and there- 
fore make it easier, in some cases, 
to buy a new car from a used-car 
dealer rather than a new-car deal- 
ee,” 

(Continued on page 86) 








1,000 members last month: 


“ Dear Charlie: 


liquidating proceedings... . 


be forced into it. 


Commented McFee: 





| A Virginian Liquidates. More Ahead? 


Charles B. McFee, Jr., executive vice-president of the Automotive 
| Trade Association of Virginia and a seasoned association exec- 
utive, included the following in a bulletin to his approximately 


“Dealerships in Virginia are continuing to change hands and 

| go out of business because of poor management in trading for no 

profit. May we quote from a letter received yesterday. This is not 
an unusual letter. We hear this far too many times: 


“*T suppose that you have heard by now that we have begun 


“ ‘We, of course, regret that this has been necessary, but have 
been losing money for a considerable time and we believe that it 
| is better to take this action at this time, voluntarily, than wait and 


“*As you know, we automobile dealers have brought the “low- 
| profit” condition on ourselves. Over the past several years I have 
done everything in my power to try to get our dealers to see that 
all of us are committing suicide by such trading policies that are 
being followed by the entire dealer group here. I certainly hope 
| that you and your group might be able to pound this realization 
| into the minds of all of your members, 
“‘T am afraid that there will have to be many more funerals 
before the dealers start trading for used cars on a sound basis. 


: : > satne 
“The business of business is profit! 

| 

| 


,” 
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Streamlined for Tomorrow 


HE new home of Tom Mitchell 
Buick in Atlanta, Ga., was de- 
signed with an eye toward several 
years from now when 10,000,000 
new cars may be sold annually. 


7: 
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PAS ont Sel ae 


The customer reception area a- 
lone boasts three lanes and will 
comfortably stock seven cars in 
each lane at a time. 

The 40,000-square-foot building 





includes the L-shaped showroom 
fronting on two major boulevards, 
with ample space for multiple-car 
display. Note the recessed lighting 
fixtures in the showroom. Inverted 
dome-type fixtures were also pro- 
vided. 

Night display lighting in the 
showroom can be geared at any 
intensity, with no ceiling light fix- 
tures visible to the public from 
the outside. 

The huge service department, 
conceived along the lines of the 
latest General Motors designs, is 
outfitted with the newest equip- 
ment to be had. 

Shop men can tackle four lubri- 
cations at one time. Two front-end 
jobs can be underway simultane- 
ously in that department. Some 
other operations in the service de- 
partment are also designed to per- 
mit two or more jobs of the same 
nature to be taking place, speed- 
ing the jobs for the customers of 
this dealership situated in the 
wealthiest section of the Georgia 
capital. 

















Waco 
Trains 


Her Own 


By Bob Bray 


|B pm ary to solve the crucial 
problem of _ getting more 
skilled mechanics in their area, 
members of the Waco chapter of 
the Independent Garagemen’s As- 
sociation of Texas have started an 
apprentice training school which 
may prove a model for such edu- 
cational programs across the na- 
tion. 

The school was planned, organ- 
ized and is being operated un- 
der the direction of Waco IGA 
leaders. In May 13 students com- 
pleted their first school year of a 
four-year classroom and on-the- 
job training program. After the 
summer vacation period, these 
students will return to the class- 
room for their second school year, 
and a new class of “freshmen” will 
be launched. 

Although these students will not 
be journeymen-class mechanics 
for four years, the benefits of the 
program, IGA schoo] sponsors say, 
is already beginning to be visible. 
The apprentices are learning 
quickly: doing a better job than 
generally can be expected from 
trainees. And, probably most im- 
portant, the Waco chapter is able 
because of the school to attract 
some better-qualified young men 
into the mechanic field. 

Key man in the school program 
is Henry F. “Chick” Evans, exec- 
utive director of the Waco IGA, 
coordinator of the educational ven- 
ture and the classroom instructor. 
A former civilian and military au- 
tomotive instructor of military 
personnel, Evans has the back- 
ground to keep the complex pro- 
gram rolling. The school was or- 
ganized ten months ago under a 
progressive apprenticeship commit- 
tee headed by J. T. Carpenter, then 
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B. Use of hand .tecls,equi- 
pment & their care 4,00 





BATTER 
CONSTRUCTIO—- 





Ce Parts identification 
& nomenclature... 400 
D. Disassembly and 
cleaning parts.ce 600 
E. Visual inspec., spec- 
ifications, tables 
of wear limits 00 
Supervised assembly 1000 
Complete engine 
over haul. «100 
Complete trans- 
mission everhaul..100% 
Rear end everhaul, 200 
Steering system 
overhaul sececes 200 
Brake adjustment, 
and overhaul.... 00 
Chassis overhaul, : 
repair & inspecee. 200 
Elec. system over- 
haul, testing & 
inspections weeseee 500 
Ne Ignition overhaul, 
inspections.cesess 200 
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Henry F. “Chick” Evans, school instructor and coordinator, is explain- 
ing battery construction to an apprenticeship class. Background shows 
an apprentice work record card to keep accurate check of his training. 


president of the Waco chapter; G. 
O. Urbantke, state educational di- 
rector of the IGAT, and Tom Sulli- 
van, H. F. Makowski and Ed Ma- 
kowski, Jr., all of Waco. 

Every effort has been made to 
establish the highest training 
standards possible. The school was 
organized under registration with 
the Federal Commission on Ap- 
prenticeship, has approval of the 
Veterans Administration, and 
Evans has qualified for the in- 
structor job by obtaining his teach- 
ing certificate from the Texas 
State Board of Education. Not only 
does state approval of the program 
assure higher standards, it also 
helps the school financially be- 
cause the state education agency 
pays $3 of Evans’ $4-an-hour 
teacher salary as part of a state 
apprentice training plan. 

In addition to giving some fi- 
nancial assistance, Evans said state 
and federal agencies have given 
invaluable service in helping to 
plan courses, work agreements and 
finding solutions to many complex 
problems, Agency representatives 
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helping with the school include 
W. E. Bryant, Waco field man for 
the Apprenticeship and Training 
Branch, U. S. Department of 
Labor; Jesse Carrell of the Texas 
Education Agency, and M. A. Ste- 
vens, director of adult education 
and coordinator of industrial co- 
operative training of Waco Uni- 
versity High School students. 

The school operates on a budget 
of $187 monthly on a nine-month- 
year basis. This includes costs of 
$50 monthly for renting a 30’ by 
40’ building (which also serves as 
the chapter headquarters office), 
utilities and all other expense in- 
cidental to the educational pro- 
gram. 

To finance the schoo] regular 
IGA members pay $10 monthly 
and some local companies have 
signed up as co-sponsors and also 
each put up $10 monthly. 

These co-sponsors include Allied 
Distributing Co., Bird Kultgen, 
Inc., Ford Bearing and Supply Co., 
Mid-Tex Motors, Inc., Waco Chev- 
rolet, Inc., Plymouth Products, Inc., 
Sam Buchanan Pontiac, Inc., and 
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Kenneth Walker checks a voltage regulator as part of 
his on-the-job training at Archer & Lawson Garage. 


Waco Independent Garagemen. 

Next year the co-sponsors will 
be eligible to send students to the 
school, but the IGA will retain 
full policy-making authority and 
control over operation of the pro- 
gram. 

Cost of teaching equipment and 
supplies at the school has been 
negligible thus far because co- 
sponsors and garagemen have fur- 
nished parts and illustrative ma- 
terial without charge on a loan 
basis. 

“Most are glad to help out any 


way they can,” Evans said. In ad- 
dition to models, Evans has a se- 
lection of films and tapes which 


offer competent visual aides to 
teaching. 

Students in the school are di- 
vided into three categories — for- 
mer GIs under veterans training 
courses, full-time adult garage em- 


Edward G. Archer (left), Waco chapter IGA 
president, and J. T. Carpenter, a leader in or- 
ganizing the school, look at a classroom engine. 


ployes who are starting to learn 
the mechanics trade and teenage 
high school students of junior and 
senior classification who work 
part time in the garages. Evans 
said he believes it is to the ad- 
vantage of the schoo] to have stu- 
dents from all three groups in at- 
tendance. 

The opportunity to enroll in the 
school is not open to everyone. 

“One problem we had when we 
started,” Evans explained “was 
that the employment service sent 
out everyone who came along with 
the idea we would get them a job. 
Of course, that is completely 
wrong.” 

Evans explained that what he 
does as school coordinator is to 
help locate men, both those in high 
school and those already working 
in garages, who are interested in 
becoming mechanics. Prospective 


Benny Thompson, a youthful apprentice school student, 
is shown busily at work at the Hugo Makowski Garage. 


students are given aptitude tests to 
determine whether they have the 
native ability to become top me- 
chanics. Then, if the tests show 
they have, Evans goes out and 
helps find them a sponsor, if they 
are not already employed by a 
garage. 

Putting a student in _ school, 
Evans made clear, is not a thing 
to be considered lightly by the ga- 
rage owner. If all goes as planned, 
in four years’ time the garage will 
have a mechanic with the basic 
training necessary to developing 
into a first-class man, and the 
student will have realized substan- 
tial training and financial bene- 
fits. But there are several things 
to be considered and thoroughly 
understood by both the student 
and the sponsor at the outset. 

Under the apprentice program 

(Continued on page 72) 


The association's headquarters in Waco is the scene of the IGA 
school program, except for the on-the-job training which takes 
place, under supervision, in the shops of participating garages. 
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We Axed Overhead 
26% This Year 


By J. PAUL TRIBLES 


President, Tribles Buick, Inc. 
Staunton, Va. 


parse profits have put many 
a dealer on the alert as to what 
he can do about cutting back ex- 
penses of operation. 

Sometimes a look at fixed over- 
head makes a dealer feel there is 
little further he can do. Saving a 
few dollars here and there will not 
increase his profits appreciably. 

We went through similar think- 
ing even for a small operation 
such as ours, and surprised our- 
selves with good results in a cost- 
cutting program started in Jan- 
uary °57 that did not affect our 
sales and service volume. By 
March ’57 we had reduced fixed 
expense over 26%, cutting back 
February’s $5,806 to $4,312. Suc- 
ceeding months have been moving 
along that economy line. 

We first examined our sales- 
men’s compensation plan: they had 
been on guaranteed weekly pay 
plus commissions. We placed them 
on a straight commission basis. 
Commissions, we felt, offered an 
incentive to larger earnings with 
greater effort. More calls, greater 
efficiency, perhaps longer hours 
would provide the added push 
needed to bring in sales. 

The new plan has proven a stim- 
ulus the salesmen did not have be- 
fore. A car that sells for $3,750 
with a $900 trade-in gives him 5% 
of $2,850, or $142.50. This is far 
more satisfactory than under the 
old plan which brought him only 
$50. 

In our mechanics’ pay plan we 
switched, too, from a_ weekly 
guarantee to straight 50-50. Good 
mechanics are still capable of $180 
customer labor a week, earning 
them $90 in wages. The mechanic 
who is less efficient may not be 
making as much as before because 
he is not producing as much. 


Simultaneously with compensa- 
tion changes, we instituted closer 
control of expenses. No supply 
item exceeding $10 could be pur- 
chased without our personal ap- 
proval. In our former arrangement 
our service and parts manager 
could order $25 to $30 supply of an 
item. Now they are not quite as 
vulnerable to a wholesale sales- 
man’s presentation, and check with 
me first. 

We have thus eliminated buying 
large quantities of an item at one 
time when we formerly were per- 
suaded by the saving of 5¢ or 6¢ 
per item. A small quantity serves 
our needs and does not tie up 
money that can be placed else- 
where. 

Maintenance of equipment has 
become of greater concern to us 
and we are checking for proper 
condition weekly. The front-end 
machine, wheel balancer, grease 
gun and paint spray gun get their 
weekly inspection for lubrication, 
cleaning and repair. We do not 
wait now until the spray gun goes 
bad and gives us a repair bill, or 
ties up a job. We circumvent such 
losses. 

Having set up a budget for each 
department, we are making it our 
business to adhere to the budget. 
Our department managers are 
more conscious of expenses, im- 
pressing on their men the import- 
ance of holding down costs. We are 
examining each car deal more 
thoroughly, and a salesman clears 
with me on proper pricing of 
trade-ins. 

In the past three months we 
have been’ wholesaling more 
cars, releasing cars 30 days old in- 
to the wholesale market in order 
to replace them with better cars 
of greater potential profit. It is a 
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good thing to do so. Salesmen like 
fresh merchandise and can do bet- 
ter with 54s and ’55s which the 
customer is looking for. 

We are not putting as much in- 
to reconditioning cars. We are do- 
ing a good cleaning job of seat 
covers and rubber mats, and not 
replacing them as we formerly 
did. We are following trade jour- 
nals like SOUTHERN AUTOMOTIVE 
JOURNAL closely for practical] hints 
and pointers that lead to savings 
in reconditioning used cars. 

Our telephone bills were run- 
ning high, in the neighborhood of 
$100 a month. We now avoid mak- 
ing long distance calls to a partic- 
ular point in the morning when 
something may develop to require 
additional calls to the same num- 
ber. If we wait until 2 p.m., one 
call may be sufficient to cover all 
items. Reducing the multiplicity 
of long distance calls, we cut our 
April bill by $23. 

By directing attention to the 
rising costs of operation, depart- 
ment heads have made their men 
more conscious of waste and need- 
less negligence. It is gratifying to 
watch the cooperation of employes 
who now put out a droplight they 
no longer need, or a salesman who 
asks for three gallons of gasoline 
where he formerly asked for five. 

And as I have said above, fre- 
quently a seemingly rockbottom 
expense may be more subject to 
favorable revision than was at 
first glance apparent. Take polish- 
ing rags: we had been paying $8 
for five pounds and accepted this 

(Continued on page 72) 








New-car sales skyrocketed 35% over the preceding 
month after this promotion was tried. A customer 
and a Persia salesman appear behind the tree dis- 
cussing a new model in the dealership’s showroom. 





Vice-President Rex O’Steen examines an envelope on 
the well-advertised tree. Perhaps it contains a cash 
allowance of $200 toward purchasing a new car. Some 
envelopes, no strings attached, offered accessories. 


Money ‘Tree’ Brought Prospects 


EAL money — more than $10,- 

000 of it — grew on a fab- 
ulous tree in Persia — that is, 
Mike Persia Chevrolet, Inc., of San 
Antonio, Texas. 

The tree bore fruit May 1. Cus- 
tomers jammed in the dealership 
showroom to harvest it. The firm’s 
new-car sales skyrocketed 35% 
over the previous month, the cus- 
tomers went home $10,000 richer 
and the money tree was classified 
as one of the most successful pro- 
motions staged in Texas in a long 
time. 

Rex O’Steen, a vice-president of 
Persia Chevrolet, said that Persia, 
who planned and directed the pro- 
motion, and Tom Benson, vice- 
president and general manager of 
the San Antonio operation, were 
so delighted with the results that 


By Bob Bray 


they extended the tree’s harvest 
season. In other words, an addi- 
tional $10,000 was set aside for con- 
tinuing the sales builder for an- 
other two weeks to 30 days. 

O’Steen said that in order to set 
up the sales plan in a way that 
would give the money tree the 
“proper atmosphere of dignity,” 
firm officials went to the National 
Bank of Commerce in San Antonio 
and “got a large supply of money 
envelopes.” 

The envelopes, containing money 
certificates, were then hung on 
the simulated nine-foot-tall tree 
by strings. The certificates called 
for everything from a free bottle 
of expensive perfume and hunting 


knives to free lubrication jobs and 
a dozen other worthwhile prizes. 
The most expensive certificates, 
however, were $200 allowances — 
more than enough for a down pay- 
ment — on the purchase of a new 
car. 

Others authorized the lucky 
“plucker” an allowance for a new 
radio, heater, air conditioner or 
other accessories, “Fruit” picked 
during the day was “replenished” 
during the night so that the array 
of money remained fairly constant 
from day to day. 

One important thing about 
the tree, O’Steen said, was that 
every envelope contained a winner, 
and all adults were eligible to pick 
one. 

Word of the tree was spread to 
every potential car buyer in South 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1957 





Texas through large advertise- 
ments in the daily newspapers, 
and on radio and television spot 
announcements. The radio ads and 
the firm’s loudspeaker system did 
a take-off on the popular song, 
“The Money Tree,” and tied it to 
the Persia money tree. 

The TV spots showed an attrac- 
tive girl picking an envelope from 
the tree, and then gave a close-up 
of the cash certificate she got “just 
by dropping in to Persia where the 
money tree is growing.” Customers 
were advised that picking fruit 
from the tree was “without cost 
and does not obligate you to buy 
a thing.” 

The result was at times over- 
whelming. O’Steen said that at 
some period they had so many cus- 
tomers flocking to the tree that the 
sales staff had trouble getting a 
chance to meet all of them. A sys- 
tem was worked out where first 
the potential buyer was taken to 
the tree to pick his money, then 
he was shown the new cars, given 
price information, and, where he 
indicated sufficient interest, a 
demonstration. 


The Crowds Came 


The vice-president said he had 
never seen anything beat the way 
the tree pulled in floor traffic. He 


estimated that more than 3,000 
people visited the showroom in a 
20-day period, and at last report 
they were still coming strong. One 
thing Persia officials decided upon 
to improve the program as it pro- 
gressed was to register the names 
and addresses of all those who 
picked money from the tree. 

“We'll use those names later to 
make personal sales calls,” O’Steen 
said. Thus the program is expected 
to be of benefit long after the 
“tree” is dead. 

O’Steen stressed that it is im- 
portant throughout the entire pro- 
motion to keep it on a serious level. 
As an example, he pointed out that 
a uniformed guard complete with 
gun was assigned to stand by to 
protect the tree to help impress 
customers with how much money 
was there. 

Another vital part of the promo- 
tion, O’Steen said, is to be sure 
that each customer, before he har- 
vests the tree, understands thor- 
oughly what is in store for him. 
He warned that if people are not 
made to realize just what is in the 
envelopes, they will tend to feel 
that it is just a scheme with no 
chance of a free reward, and it 
might even result in more harm 
than good to the dealer, 


S. ST. MARYS and NUEVA BLOCK SOUTH TRANSIT TOWER 
BELAIR CENTER 4200 SAN PEDRO 
Open 24 Hours every dey — CApite! 7-011! 


This is one of the newspaper ads which attracted more than 3,000 per- 
sons into the showroom. So successful was the promotion that it was 
decided to repeat the performance immediately rather than waiting. 


“We explained to each visitor 
that part of the prizes in the en- 
velopes were direct with no strings 
attached,” said O’Steen. “We also 
told them that other prizes were 
accessories or cash allowances on 
the purchase of a new car, so that 
they would not be disappointed 
because they didn’t know what 
they might receive,” he added. 

One development, which came 
as a pleasant surprise even to the 
promoters, was the real value the 
customers placed on the fruit they 
picked. Persia officials learned 
that some people who might ig- 
nore a $50 to $200 price markdown 
offer on a new car became quite 
excited when they drew a certifi- 
cate for that amount of money on 
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the money tree on a Persia car. 

O’Steen said that he had peo- 
ple who drew an allowance on a 
new car, but who were not in the 
market, to go out and give the al- 
lowance to friends who were ready 
to buy. 

“People came and asked if they 
could sign their certificates over 
to friends who were wanting to 
purchase, and you may be sure we 
had no objection,” O’Steen said. 

Another important aspect of the 
promotion, the vice-president said, 
is to be sure that all salesmen not 
only know the full details of how 
it works, but that they are sold 
on it. 

“This is just like any other pro- 

(Continued on page 74) 





Leaders of IGOA for the new year will include (Il. to r.): seated, Howard 
Eves of Pasadena, Calif., retiring president; Paul Wilson of Toledo, 
Ohio, president; Ray Campbell of Denver, Colo., first vice-president, 
and H. F. “Red” Reagin of Atlanta, second vice-president; back row, 


Art Kittell of Pittsburg, Kan., 


third vice-president: W. C. “Josh” 


Wilder of Nashville, Tenn., reelected secretary-treasurer; Ralph H. 
James of Tulsa, Okla., executive director. Standing at right is Harold 
Grindle of Toledo, who sweated as the convention secretary. 


Garagemen Map 


Bigger Muscles 


gee muscles were developed 
at the second annual conven- 
tion of the Independent Garage 
Owners of America at Toledo, 
Ohio, June 20-23. 

The board, with directors pres- 
ent from almost every one of the 
24 states in which the association 
has units, authorized a plan of 
commission payment for three field 
directors (see photo at right) to 
stump the West, Southwest and 
Southeast for members. 

Previously very little provisions 
had been made to help meet their 
expenses, whereas the new plan 
has been made more attractive fi- 
nancially. 

A contract is to be formulated by 
an experienced attorney to assure 
the directors of their position and 
to clarify their legal relationship 
with the association. 

More than 200 persons attended 
the meeting. The next annual con- 
vention will be held next June in 
the Los Angeles area, while a mid- 


40 


year meeting is expected to be heid, 
the site to be chosen later, this 
coming winter. 

The directors approved the final 
wording of an amendment to its 
constitution regarding use of 
IGOA’s corporate name, this stip- 
ulating: 


“Nor shall any member or group 
of members of any category what- 
soever enter into any cooperative 
or collective buying agreement or 
program wherein the name of the 
association is used in any mania, 
either directly or indirectly, or by 
implication, excepting only that 
the use of the corporate emblem 
shall be authorized upon approval 
by the national board of directors 
for use in the national organiza- 
tion’s newspaper.” 

In other words, no IGOA group 
could participate in any co-op 
buying group. 

The delegates adopted the pro- 
posal of the educational committee, 
under the chairmanship of Ray 
Campbell of Denver, Colo., to in- 
augurate national standards for an 
apprenticeship training program. 
The new IGOA officers will name 
a special committee to advise and 
help state units to work out the 
details. 

“It is to be considered a crash 
program because of the critical 
shortage of trained personnel in the 
field,” the announcement said. 

Eventual licensing of mechanics 
after being examined for their 
qualifications bobbed up in discus- 
sions several times before the 
board. 

Bill Blatter of Little Rock, Ark.., 
safety committee chairman, pre- 
sented a report recommending: 

1—That a uniform national 
motor vehicle inspection program 
be developed with semi-annual 
inspections performed by skilled 
mechanics at private garages. 

2.—That all members of IGOA 
conduct safety inspections of cus- 
tomers’ cars regardless of the 
lack of a law in their respective 
states. 

The 24-state membership now 
numbers 2,500 active members in 
80 units and 47 allied (manufac- 
turer) members. 


This trio will help IGOA round up additional members under a plan 
of compensation approved (I. to r.): Luther E, Turner of Chattanooga, C. 
G. “Dick” Dixon of Granada Hills, Calif., and Byron Albright of Dallas. 
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An organization chartered last 
April as the Independent Garage 
Owners of Michigan was recog- 
nized as the parent organization in 
that state and was accepted as a 
state member. The previously rec- 
ognized organization was the Au- 
tomotive Maintenance Association 
of Michigan. 

In the early part of the conven- 
tion the delegates received words 
of encouragement and remarks on 
timely problems from representa- 
tives of the manufacturer advisory 
committee. Speakers represented 
Moog Industries, Inc., Federal- 
Mogul, Barrett Equipment, Per- 
fect Circle Corp. and Grey-Rock 
Division. 

William T. Kennedy, a field sec- 
retary of National Standard Parts 
Association, Chicago, spoke briefly 
in the absence of J. L. “Jack” Wig- 
gins, executive vice-president of 
NSPA and a member of the ad- 
visory committee. 

One luncheon session was hosted 
by The AP Parts Corp., Champion 
Spark Plug, Monroe Auto Equip- 
ment and The Electric Auto-Lite 
Co. 

Back to the buying-group dis- 
cussion, Campbell said that in Den- 
ver a discount card had proven 
satisfactory, with discounts being 
given only to holders of the card, 
which certified that they were en- 
titled to the regular discounts. 
Thus, he explained, disqualified 
individuals could not get a dis- 
count in buying parts. 

“If the garageman does not pre- 
sent a discount card in Denver, the 
jobber or car dealer does not give 
him a discount,” he said. 

Cc. G. “Dick” Dixon, western 
regional director, suggested the 
IGOA should sponsor something 
like a Society of Automotive Me- 
chanics and use perhaps a catchy 
slogan, “Let SAM do it.” Skilled 
men would be admitted to the 
group. 

The directors adopted the sug- 


Top: This was the head table at the banquet. Center: Nearly 200 attend- 
ed this luncheon session, with delegates from most of the 24 states in 
which IGOA has units. Above: Children came with some Moms and 
Pops. Left of center are Mr. and Mrs. W. A. Blake of Albuquerque, N. M.., 
and opposite them (face partly obscured) is Mrs. W. C. Wilder of Nash- 
ville, Tenn. The latter's husband offered invocation before each meeting. 


gestion of Carl Peel of California 
to employ an attorney to the ex- 
tent needed in the future. (An 
earlier report showed the associa- 
tion operating in the black, with 
cash available running into four 
figures.) 

Among the convention speakers 
were: 

Albert Joseph, advertising man- 
ager of The AP Parts Corp., To- 
ledo. (See page 42 for excerpts.) 

Emerson Westwick, staff secre- 
tary of the sponsors of the “Slow 
Down and Live” campaign. 

Cass J. Lamb, president of Sales 
Engineering & Training Co., St. 


SOUTHERN AUTOMOTIVE JOURNAL for JULY 1957 


Louis, Mo. 

Robert M. Schoonover of Toledo 
Steel Products, who suggested a 
public relations program with pos- 
sibly a publication containing au- 
tomotive news of interest to car 
owners. 

Rex L. Bell, apprenticeship rep- 
resentative, Bureau of Apprentice- 
ship Training, U. S. Department of 
Labor. 

Howard Eves of Pasadena, Calif., 
the retiring president, who as- 
serted: 

“We have seen our share of the 
market drop and in ten years it 

(Continued on page 76) 





Climb Higher! 


By ALBERT JOSEPH* 


Advertising Manager, The AP Parts Corp. 
Toledo, O. 


omnes convention and all it rep- 
resents in terms of your past 
efforts — and, more importantly, 
in terms of your future prospects 
— is a tremendous step forward 
for our entire industry as well as 
for the independent garage oper- 
ator. 

Your presence in Toledo the past 
few days represents the victory of 
an idea held by many garagemen 
since the early twenties and shared 
by many wholesaler and manu- 
facturer friends of yours: the idea 
that many of the problems faced 
by the garagemen as_ individual 
small businessmen and by the au- 
tomotive industry as a _ whole 
would never be solved until a 
strong national garage operators’ 
association was formed. 

And your presence here repre- 
sents another victory, too—victory 
through dedicated labor by you and 
your leaders over obstacles that 
were appalling. 

There are many more obstacles 
to be overcome, of course, But it 
seems evident that you are on your 
way. 

And you are on your way with- 
out the selfish promoters who often 
start organizations of this type for 
mainly their own benefit. You are 


*Excerpts from an address before 
the second annual convention of the 
Independent Garage Owners of 
America at Toledo June 22. The 
speaker has been in his present po- 
sition since 1948. In World War Il 
he was a Navy group commander 
with the Amphibious Forces. Recent- 
ly he was elected recording secre- 
tary of the Automotive Advertisers 
Council. Previously he was a mem- 
ber of the board of governors and 
vice-chairman of the AAC's indus- 
try-wide committee. 


on your way without trying to co- 
erce the independent wholesalers 
and manufacturers with whom you 
serve the nation’s motorists. 

You are on your way without 
publishing a jerry-built magazine 
or newspaper in order to force 
handouts in the form of unnec- 
essary ads from your manufactur- 
ers. 

No, the IGOA has won the re- 
spect and the aid of the men and 
the companies and the great asso- 
ciations which lead this great in- 
dustry because it is a thoroughly 
honest, long-needed, grassroots or- 
ganization led by devoted, dedi- 
cated garagemen who have proved 
they can’t be stopped. 

The words “Ralph James” 
(IGOA’s executive director) in the 





4.—Be just plain polite. 





Six Rungs for Garagemen to Climb 


1.—Let people know you're in business. 
2.—Be ethical—particularly about each other. 
3.—Clean up your shops. 


5.—Go after business—don't wait for it. 
6.—And above all, sell when you get the car in. 








Mi) 


minds of the great trade paper ed- 
itors, most of whom are here — in 
the minds of more and more lead- 
ing manufacturers — in the minds 
of an ever-increasing number of 
wholesalers — and certainly in my 
mind — “Ralph James” means 
genuine character, a rare humility, 
unbelievable courage and complete 
dedication. . . . 

I would like to speak to you, 
candidly and as a friend, about 
one of your important problems. 
It’s a problem which involves, un- 
fortunately, almost every individ- 
ual garageman in the nation, and 
which must be solved. 

If it is not solved, your legisla- 
tive program, your membership 
drives, your employe relations 
problems — all of your efforts to 
improve your individual position 
in the industry — will be basically 
wasted. 

The problem I refer to is the in- 
sistence of America’s garagemen 
on considering themselves grease- 
monkeys and nutbusters instead of 
aggressive merchants engaged in 
the 15 billion dollar business of 
selling repair and service to two 
thirds of the world’s motor ve- 
hicles. 

There are times when I actual- 
ly shudder at a mental picture of 
85,000 garages full of men literally 
sitting around, waiting for an acci- 
dent to happen, so some business 
can be towed in. 

And as a merchandising man, I 
shudder even more violently at 
the refusal of practically all garage 
operators to do even the most ele- 
mentary things to sell their skills, 
their identity, even to people who 
have had an accident. 

Everyone in this industry agrees 
with me on this, and only a few 

(Continued on page 82) 
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Slows Thieves, 
Builds Business 


By Warner Ogden 


Above: Roy Dean, a mechanic at Lakeland 
Motors, Knoxville, etches a number on a 
hubcap. While this car was on the rack 
the owner ordered other needed service. 


Police prefer to have number etched in just 
below valve stem. Numbers usually are 
hardly noticeable. Picture was retouched. 


| game see dealers, customers 
and police are pleased with re- 
sults in a hubcap-marking cam- 
paign in the Knoxville, Tenn., area 
to discourage thieves. Additional 
shop work is being reaped by the 
plan, too. 

It got under way this summer, 
but word of it was spreading and 
other cities were asking how it was 
done. One of the first letters ask- 
ing for information came from 
Buffalo, N. Y., where a similar sys- 
tem was being considered. 


Towns around Knoxville were 
cooperating by joining in the 
marking system. Among them were 
Maryville, Alcoa, Bristol, Morris- 
town, Clinton and Oak Ridge. 

Among dealers the cooperation 
spread like wildfire. In June there 
had been a sellout of electric 
marking pencils. 


Jerry Curtis (right), a customer, remarked, “I think it’s a fine idea,” 
after Service Director M. M. Jones (left) explained sign on his door. 





SOUTHERN AUTOMOTIVE JOURNAL for JULY 1957 


All over East Tennessee there 
was interest in the idea and De- 
tective Capt. Henry Guinn was to 
tell East Tennessee Peace Officers 
Association of it at their July meet- 
ing in Elizabethton. 

Typical comment of dealers 
is that of M. M. Jones, director 
of parts and service at Lakeland 
Motors, the Knoxville De Soto- 
Plymouth agency: 

“We are much pleased with it. 
We have posted a sign in our serv- 
ice department offering free en- 
gravings of numbers on hubcaps. 

“We find that it has brought us 
some increased revenue, When a 
car owner gets his car up on the 
rack for the numbers to be en- 
graved, he usually wants some 
other work done, too.” 

That has been the experience of 
other dealers, as well as service 
stations. All found good - will 
boosted. 

Twenty-five were offering the 
free engravings at the time this 
was written and more were ready 
to do so. New-car dealers in it in- 
cluded Lakeland Motors, Knoxville 
Buick Co., Beaty Chevrolet Co., 
Kerr Motor Co., Farnsworth Olds, 
Inc., and Rodgers & Co., Inc. 

(Continued on page 94) 











SOUTHERN JOBBERS 
and FACTORY MEN 





figs last year or two has seen 
me change my mind about 
other jobbers. 

For many of the 20 years I 
have been in the parts business I 
held an idea that the less I had 
to do with other wholesalers, per- 
haps the better off I would be. 

However, my attitude is differ- 
ent now, and for a good reason: 
unless we wholesalers learn to get 
along together, we may find that 
we’ve missed the boat in serving 
our trade. Competition may put a 
heavier hand on us than we’re now 
feeling. 

There was a time when my com- 
pany didn’t buy much from other 
jobbers; we just couldn’t see where 
it was good business, although we 
all know that not many of us are 
so big that we can be distributors 
for all the aftermarket merchan- 
dise that’s available to the larger 
jobbers. 

We spoke to the other jobbers in 
our town and in the neighboring 
communities, but beyond that 
there wasn’t much time spent in 
being “nice” to the other fellows. 

Today we know that we were 
wrong back yonder. If the whole- 
saler is to keep his grip on 
his rightful share of the aftermar- 
ket, he’s going to have to take a 
much broader outlook. 

No longer can a wholesaler af- 
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This Veteran Has Decided— 


Now | Know Jobbers 
Are Humans Too 


By MAX LEWIS, SR.* 


President, Lewis Auto Supply Co. 
Greenville, Ala. 


ford to do what I did back yonder. 
For example, because a Montgom- 
ery wholesaler and my company 
had a disagreement over a $1.88 
bill, we discontinued any purchas- 
ing through that house. 

Last month, though, as an ex- 
ample of how we’ve changed our 
views, we bought between $300 
and $400 from that wholesaler a- 
lone. We also buy from other job- 
bers and they pull likewise from 
our inventory. 

Our company can buy from our 
own warehouse as favorably as we 
can buy from some jobbers who are 
redistributors, but there are times 
when, because of the service the 
latter can render, it’s a fine thing 
for us to buy some merchandise 
through the latter. 

The South has been blessed with 
many associations which have 
sprung up in the last few years, 
years after our own state associ- 


*Laughingly, the author vows he has 
“never been out of a financial 
strain." His experience goes back 
to when, at 14, he started as a me- 
chanic. He was a garage operator 
or a car dealer for ten years and 
for the last 20 years has been a 
wholesaler. Recently he and a son 
opened a branch in Greenville spe- 
clalizing in shop operations and re- 
built parts. A second son is em- 
ployed in the main store. 


ation was founded in 1938. But 
these groups can’t get too far if 
we fellows refuse to treat each 
other more than just warmly. 
We’ve got to realize that we’re all 
in the same boat. 

An example of how jobbers 
should cooperate might best be 
mentioned when it does come to 
buying from each other. When 
this is done — and we all know 
that many wholesalers find this 
desirable in order to serve their 
trade to the best degree — then 
there’s no excuse for the selling 
wholesaler to advertise to his own 
trade that a certain wholesaler is 
buying from or through him. The 
retail trade doesn’t understand all 
the ramifications of this wholesale 
business, and by mentioning 
things of this sort we only add 
confusion. 

The tremendous inventory re- 
quired to service all the varieties 
of motor vehicles coming from the 
assembly lines puts the whole- 
saler’s force to a real test to keep 
on hand what the trade has a right 
to expect him to be stocking. It also 
taxes his own financial resources, 
as a lot of wholesalers will testify. 

However, these problems have 
to be worked out despite their com- 
plicated nature. 

On the other hand, there’s noth- 
ing complicated about treating 
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your fellow jobber as a guy who 
may be as good as you are, It’s 
simply practicing an age-old rule 
which we might all consider fol- 
lowing more than we may have 
once thought desirable. 

In our case, we’ve been on the 
other side of the fence. Now we 
like it on this side where we feel 
that a competing wholesaler has 
a lot of good points in his favor. 

Together we surely can move 
along; if we try to go separate 
ways, I doubt that we’re going to 
be doing so well. 


Pendleton Tool Marks 
50th Anniversary 


ENDLETON Tool Industries, Inc., 
last month celebrated its 50th 
year with an anniversary week of 
special festivities at the home of- 
fice plant in Los Angeles, Calif. 
Over 90 sales and service rep- 
resentatives from the United States 
and Canada participated in the 
company’s first international mar- 
keting conference. A tour of the 
plant as well as a dinner program 
for the visiting group further 
marked the occasion, with all par- 
ticipants receiving gold-plated 
keyring screwdrivers as remem- 
brance tokens. 


Johnson Bronze to Expand 


Plans for building a half-mil- 
lion-dollar research laboratory 
and doubling its research facilities 
have been announced by Johnson 
Bronze Co. Construction of the 
two-story brick building is sched- 
uled to begin in the fall. 


McKenzie Heads Up Southeast Show; 
Augusta Conference Looms for ‘58 


RANK G. McKenzie of Automo- 

tive Supply Co., Bluefield, W. 
Va., long a prominent figure in 
aftermarket circles in the South, 
became president of the Southeast 
Show last month at a meeting in 
Highlands, N. C., with announce- 
ment of balloting on nominees. 

At a meeting of the new officers 
and board in a month or so, plans 
for a conference — similar to the 
one held in Asheville, N. C., in the 
spring of 1956 — will be discussed, 
with the likelihood it will be set 
up for the Bon Air Hotel in Au- 
gusta, Ga., around May 1, i958, 
according to John E. Colley of At- 
lanta, general manager of the 
show. 

The group will also discuss plans 
for the next show, which will be 
held in 1959 or 1960, depending 
on quite a few developments now 
taking place in the industry, ac- 
cording to Colley. 

Other officers seated with Mc- 
Kenzie, who succeeded M. D. 
“Buck” Taylor of Andalusia, Ala., 
are Ned Holland, Greenville, S. C., 
wholesaler, first vice-president; 
Ed. H. Britton, manufacturers’ 
representative, Atlanta, second 
vice-president, and Harold W. 
Hart, Columbus, Miss., wholesaler, 
treasurer. 

The new board will select the 
secretary and Colley said it was 
contemplated that Harry F. Gee, 
Jr., of Federal-Mogul Service, 


More than 75 Boosters, including some from other clubs, heard a 
panel discussion June 29 at Atlanta on distribution problems. The 
panelists, who answered questions for an hour and a half, were (I. 
to r.): Charles A. Cole of Warehouse Distributors, Inc., Atlanta; G. H. 
“Buddy” Hamil of Universal Warehouses, Inc., Memphis; William C. 
“Bill” Herbert, editor of Southern Automotive Journal, moderator; B. M. 
Smith of National Parts Warehouse, Atlanta, and M. D. “Buck” Taylor of 
Cotton States, Inc., Andalusia, Ala. Many questions dealt specifically 
with the groups represented by the quartet; others were more general. 
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Atlanta, would be renamed to this 
post which he has held for a num- 
ber of years. 

The count of ballots by the spon- 
soring wholesalers also showed 
these elections: 

Wholesaler directors (one from 
each state): 

Alabama — James R. Williams 
of Decatur, Florida — Marshal G. 
Luce of Miami, Georgia — Robert 
F. Coleman of Savannah, Missis- 
sippi — Lamar F. Noble of Jack- 
son, North Carolina — L. T. White, 


President McKenzie 


Jr., of Raleigh, South Carolina — 
James Bagwell of Charleston, Ten- 
nessee — J. Matthew “Hot Shot” 
Nelson of Kingsport. 

Manufacturer directors (all from 
Atlanta unless’ otherwise indi- 
cated): 

L. W. Bell, Phil Boehm and 
Frank J. Merryman, manufactur- 
ers’ representatives; John Rogers, 
president of John Rogers Co.; Er- 
nest Holmes, Jr., president of Zr- 
nest Holmes Co., Chattanooga; 
Norman Card of Blackhawk Mfg. 
Co., R. M, Feagin of Borg-Warner 
Service Parts Co., Al S. Goodgame 
of Ammco Tools, Inc., and Mose 
Hudson of Moog Industries, Inc., 
Jacksonville, Fla. 

Alfredo Gonzalez, a wholesaler 
of Havana, Cuba, who was keenly 
active in promoting the show held 
last April in Miami, was named a 
director at-large. 

McKenzie has long been active 
in Rotary International circles. He 
is immediate past president of the 
Virginias - Carolinas Automotive 
Wholesalers Association, one of the 
oldest regional groups of its kind, 
having been founded in 1929. His 
experience dates back to the ’20s. 
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Good 


Place 


_ second anniversary arrived 
this month for the $100,000 
streamlined home of Mobile Elec- 
tric Garage, Mobile, Ala., and 
President Paul A. Peck said he 
knew of no change he would make 
if he had it to do over. 

Its large display area, 70’ counter 
and office space were among the 
first for wholesalers to be air-con- 
ditioned in the Southeast. 

Views at top of this page show 
the side and rear (at left) and 
the front entrance and street side 
(at right) of the building, which 
is 220’ by 55’ — the same dimen- 
sions of the big parking lot which 
appears also in photo at top left. 

The handsome counter and of- 
fice areas appear in the next pic- 
tures. Note the pleasing effect ob- 
tained by the knotty pine sheet 
rock wall at rear of counter. Win- 
dows permit view of bins and yet 
the entire combination allows for 
efficient air-conditioning of the 








SOUTHERN AUTOMOTIVE JOURNAL for JULY 1957 








President Paul A. Peck (shown here) of Mobile Electric Garage got this 
idea from a Shreveport wholesaler. Empty boxes are kept out of the way 
until, with a poke of the cane, the selected empty is brought down for 
use in packaging an order. Chicken wire and wood frame do the trick. 


area shown in the photograph. 

At left is the snack bar which 
serves short orders as well as soft 
drinks, crackers and cigarets. Bar 
operator’s wages are paid out of 
the profits, with cost and profit 
generally balancing. 

At bottom left is the shop where 
this AEA member handles ignition 
and carburetor work. Door at rear 
is 14’ high — sufficient to handle 
the highest van. Doors at left and 
right foreground do not show up 
but they also are extra large. 

Approximately $100 a month in 
insurance has been saved, the 
president said, by using a roof con- 
sisting of three-inch-thick gypsum 
designed with tongue in groove. 
Wood was avoided in constructing 
the plant. 

A drive-in window was built at 
rear of building, but Peck reported 
that difficulty had been experi- 
enced in getting customers to use 
this for fast-pick-up orders. The 
shipping department is just to the 
rear of the offices to facilitate 
ready communication. 

Founded in 1916, the company 
has outgrown its previous four lo- 
cations. C, C. “Jim” Jordan is vice- 
president and store manager and 
Mrs. Lula C. Peck is treasurer. 


Du Pont paint and Mark IV air 
conditioners have been added to 
the line of Hearne Auto Supply. 
Hearne, Texas. 


Raymond F. Allen has been named 
vice-president and director of 
marketing and sales of Thermoid 
Co., Trenton, N. J., President War- 
ren E. Hill announced. Allen will 
supervise all sales activities of the 
company’s multi-plant operation. 


Kansas City Gets AP Warehouse 


The AP Parts Corp. has an- 
nounced the opening of a new 
warehouse at 3141 Locust St., St. 
Louis, Mo. Sales Manager H, C. 
“Skip” Stivers said increased ex- 
haust system business in the area 
occasioned the new operation. 


Curtiss Rupp has been added to 
the machine shop of Barmann Auto 
Supply Co., Maryville, Mo., an- 
nounced F, L. Barmann, partner. 
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John H. Bennett, Jr. (left), for the 
past four and one-half years dis- 
trict manager for Wilkening Mfg. 
Co. out of Cheraw, S. C., has been 
named assistant sales marager in 
charge of the southeastern area. 
He succeeds Leslie H. Bobo (right), 
who has been placed in charge of 
the mid-continent area and will 
headquarter in Kansas City. Mo. 


MEWA Appoints Davis, 
Hatcher on Merger 


wo prominent southerners, A. 
S. Hatcher of A. S. Hatcher 
Co., Macon, Ga., and J. T. “Jay” 
Davis of The Motor Parts Co., 
Corpus Christi, Texas, are among 
the members of a committee on 
reorganization of the national asso- 
ciations to represent MEWA. 
Hatcher is a past president of 
MEWA and Davis is the current 
president. Other committee mem- 
bers from that association are A. J. 
Thompson of Seattle, Wash., and 
J. F. Creamer of New York City. 
(More Jobber News on page 116) 


Nathan M. Roberts, at one time 
executive secretary of the Auto- 
motive Wholesalers’ Association of 
Alabama, became executive direc- 
tor of the Automotive Parts Re- 
builders Association at Chicago 
July 1. He joined the Alabama 
Council of Retail Merchants after 
leaving AWAA in July of last year. 








SERVICE and MAINTENANCE 








Sleeve-Type Steering Pump 


} “pce our spot we can see more 
and more people “going to” 
power steering and, when ques- 
tioned, those that do say they will 
never own another car without it. 

One of the most important items 
in any power steering is the pump, 
for without hydraulic pressure to 
give the assist, no power steering 
will operate. 

The pump used on the ’57 V-8 
Plymouth differs from the vane 
and/or rotor type which was 
previously used, This pump is 
known as the sleeve type. As with 
some other types, the oil reservoir 
is attached directly to the pump, 


e——— GASKET 


_—— RESERVOIR 


Fig. 


SS AEE apy CAP 


By E. M. Lowery 
Technical Editor 


and the oil level will vary accord- 
ing to the operating temperature 
of the pump. The normal operating 
temperature is approximately 175° 
F. At 70° F. the oil level will be 
approximately 314” below the top 
of the filler neck. 

The pump capacity, including 
hoses, is 28 ounces of type “A” 
automatic transmission fluid, and 
the oil level should never be al- 
lowed to fall below the baffle in 
the reservoir. 
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1—Components of sleeve-type pump. 


should be 
pump, 


If for any cause it 
necessary to repair the 
proceed as follows: 

Removal: 

Remove hose clamp and hose 
from discharge outlets. Loosen 
bracket fan belt adjusting screw 
and remove fan belts. 

Do not disassemble the hy- 
draulic pump in dirty surround- 
ings or on a dirty workbench. Use 
clean paper on bench. After the 
pump has been disassembled, place 
the parts in a suitable cleaning 
solvent; clean and protect from 
dirt and grit. Drain oil from pump 
and reservoir. 


HOUSING 
DISCHARGE FITTING 
COPPER GASKET 


SCREW 
LOCKWASHER 
SPACER 


PULLEY 
RETAINER 
SHAFT — | 
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Cap discharge and return line 
fittings with protective covering 
to keep dirt from pump. Mount 
pump in a vise. Remove cap screw 
and reservoir. Loosen four cap 
screws at the inlet end cap. Re- 
move flow valve spring retainer 
fitting. 

The cylinder blocks will push 
out of body slightly due to pres- 
sure of plunger spring between 
blocks. Remove cylinder drive 
blocks and nine sleeves from pump 
body and the cylinder plunger 
spring. 

Remove ball bearing retainer 
ring from housing, using snap ring 


pliers tool C-3106. See Fig. 2. Re- ; 
move shaft and bearing. See Fig. 3. Fig. 2—Removing or installing snap Fig. 3—Removing or installing 


Wipe bearing and shaft assembly ring bearing retainer. shaft and bearing. 
with clean, lint-free cloths. Do 
not soak in cleaning solvent; the such scoring should be replaced. seal is properly aligned. This op- 
Hairline marking seen on sleeves eration should be performed on an 
are normal. Sleeves bearing such arbor press. 
marks need not be replaced. Check the pressure relief valve. 
Examine flow valve spool and The pressure valve is located in 
valve liner. Slight hairline scratch- flow valve spool. See Fig. 4. 
es are permissible. Burrs from The valve must not leak at any 
heavy gouges or scratches which pressure below 750 psi. and must 
may cause the flow spool to stick open completely at 900 psi. Evi- 
must be removed. This may be 
done by polishing with a smooth 
stone. FLOW SPOOL 
Caution: Do not break the sharp 
edges of the spool or liner. 
Insert flow valve in valve body. 
By means of a pencil or other ryt oo 7. 
~ 





SPRING 
BALL RETAINER 


iit such rod which will not mar the fy ZU ZL. OMA 
z | internal diameter of valve liner, p PASK; eppag” KX . QQ 
move flow spool back and forth to th 7 hh hs Sy 
inspect. On each pass, rotate spool at & 


slightly. The spool must slide free- 
Technical Editor Lowery ly. If spool sticks or drags, remove 
it from liner. Remove dirt, nicks 
lubricants sealed into the ball and burrs, using above caution and 
bearing may become diluted by check by repeating above pro- 
the solvent. cedure. F ‘ , ; 
Inspect shaft for wear and Examine shaft seal in bearing Fig. 4—Flow spool valve. 
check the ball bearing for rough- a If worn or damaged, replace 
ne peaked yma yen od Note: The lips of seal must point dence of leakage will be seen at 
shaft key, press bearing from toward the casting. Examine run- small holes in the side of flow 
shaft away from splined or ser- ning surfaces of bearing cap and spool. 5 
ania ent of chatt Gaemies vo. inlet end cap. If heavy scratches If relief valve leaks, disassem- 
taining ring groove in housing, re- are present or if port edges are ble by removing valve seat and 
place worn or distorted parts. If damaged, the part should be re- inspect for dirt or nicks. Clean all 
ball is to be replaced, support bear- placed. . . valve parts and reassemble, oll 
ing on inner race and press shaft Press seal in until the shoulder placing valve seat if nicked or 
through bearing until retaining stops against the bearing cap cast- damaged. 
ring stops against inner race of ing. Care must be used to see that Check the pressure again. If the 
bearing. The retaining ring must 
always be located between the 
bearing and splined or serrated end : ‘ 
of pump shaft. August: Engine Diagnosis Procedure 
Check fit of sleeves in cylinder 
block bores. Sleeves must slide Noises, fuel and a host of other angles will be woven 
a Hyper ae rage into Ed Lowery's article here next month. Starting off 
if present, can affect pumping ef- right in diagnosis pays off for you and the customer. 
ficiency; cylinder blocks showing 
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Fig. 5—Drive block assembling 
fixture. 


pressure still falls below the 
minimum requirements, disassem- 
ble the valve again and replace 
the pressure relief spring or place 
a 1/32” washer between spring 
and ball retainer. To correct pres- 
sures exceeding the maximum re- 
quirement, remove valve seat and 
place a 1/32” washer between 
valve seat and the flow spool 
body. 

Examine the pump body for 
signs of unusual wear or damage. 
Small scratches or burrs can be 
removed with fine emery paper. If 
body is scored or damaged, a new 
pump should be used. 

Assembly: 

Clean parts thoroughly and as- 
semble pump. Press drive shaft 
and bearing sub-assembly into 
bearing cap. Check rotation of 
shaft to make certain shaft turns 
freely. Use a sleeve which bears on 
outer race of ball bearing, and 
press the sub-assembly in place. 

Caution: Make certain that the 
shaft bearing sub-assembly is 
properly aligned, otherwise the 
shaft may push sleeve bearing out 
of bearing cap or may scratch or 
mar the inside diameter of sleeve 
bearing. 

Use an assembly fixture, as 
shown in Fig. 5, and place driven 
cylinder block (without spline or 
serration) on assembly fixture C- 
3602. 

Lubricate with S.A.E. 10W and 
insert plunger spring, plunger and 
seven sleeves in drive block, as 
shown in Fig. 6. Place the pump 
body, square end down, over the 
cylinder drive block and fixture 
locating pins, use a pointed probe 
to align the sleeves to a uniform 
spacing and install the two other 
remaining sleeves. 

Position the drive splined block 
with serration over the sleeves. 
Sighting through the bores in the 
drive block for alignment, lower 
the cylinder block until it en- 


Fig. 6—Assembling sleeves in the 
drive cylinder. 


gages the two sleeves in the for- 
ward position. Again use pointed 
probe slightly smaller in diameter 
than the sleeve bores. 

Correct the alignment of sleeves 
in the 5 and 7 o’clock position, at 
the same time guiding cylinder 
block downward. Continue this 
procedure to the 4 and 8 o’clock 
positions until all sleeves are 
aligned and engaged; the block 
may then be pushed in all the way, 
as shown in Fig. 7 

Caution: Do not force the cylin- 
der block forcibly in place; proper 
alignment of the block and sleeves 
will allow the block to be pushed 
easily into place without excessive 
pressure. Tighten the body to 
housing. 

Remove body and cylinder block 
assembly from fixture, using care 
to see that blocks are not forced 
out of body by plunger spring. As- 
semble a new end cap gasket on 
pump body. Install end cap on 
body. Tighten cap screws finger- 
tight. 

Insert a new “O” ring in 
counterbore at the flow valve 
liner in body. Install a new bear- 
ing cap gasket. Assemble the bear- 
ing cap to the body. 

Note: It may be necessary to 
exert hand pressure on the bearing 
cap to get drive block down into 
body after bearing cap is seated. 


Fig. 7—Installing drive block. 


’ 


Tighten five cap screws finger- 
tight. Grip end of pump shaft in a 
vise and rotate pump. The pump 
should rotate freely without bind- 
ing. After making sure pump 
rotates freely, tighten cap screws 
uniformly to 25 foot - pounds 
torque. Check pump again for 
rotation. 

Mount pump in a vise in a ver- 
tical position, gripping on the 
bearing hub. Install the flow 
valve spool with the 3/16” land 
down. Place flow valve spring on 
top of flow spool, Replace “O” ring 
on flow spring retainer fitting. 
Compress flow spring with fitting, 
and screw fitting into place. Tight- 
en to a total of 20 foot-pounds 
torque. 

Install and align a new reser- 
voir “O” ring on bearing cap. 
Lubricate “O” ring for ease in as- 
sembling reservoir. Align reser- 
voir so that the indentation on back 
will mate with angular boss on 
suction end cap. 

Note: Reservoir alignment may 
be achieved by sighting through 
the 9/32” hole in the back of the 
reservoir. Push the reservoir into 
place, applying force around its 
outside diameter. 

Replace the copper gasket be- 
tween the head of the 44” hex head 
cap screw and the back of reser- 
voir. Tighten the 14” cap screw to 
15 foot-pounds torque. 

Caution: Do not attempt to align 
or pull the reservoir into place on 
the angular boss with the 4” cap 
screw. 

Install shaft key and pulley. 
Tighten pulley attaching bolt to 
20 foot-pounds torque. Refill pump 
with automatic transmission fluid 
type “A” oil. Adjust fan belt. 


Buick Develops Fan 
For Idle Cooling 


NEW fan connected to the en- 

gine by a silicone fluid clutch 
to prevent engine overheating in 
air-conditioned cars operating at 
slow speeds has been developed by 
Buick, according to Chief Engineer 
Verner P. Mathews. 

The fan, which is standard 
equipment on all air-conditioned 
Buicks and optional on other 
models, idles at 58lrpm, which is 
faster than the engine. At speeds 
of 65mph and over the fan speed 
will not exceed 2,000rpm. 

The silicone fluid drive unit acts 
like a solid connection until a cer- 
tain speed and torque are reached, 
then the fluid slips to let the fan 
run at its predetermined speed, 


Mathews said. 
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Seat-0-Matic Service 


By Lynn F. 


_ driver cut the ignition and 

stopped the engine, then un- 
believingly felt the seat move 
backwards several inches. 

No, it couldn’t be, he thought, 
and just to prove it he again turn- 
ed on the ignition. The seat moved 
him up toward the steering wheel. 
When the switch was once more 
turned to “Off,” the seat obligingly 
moved again to the rear, allowing 
plenty of room to leave the car. 
That’s the normal operation of the 
“Seat-O-Matic,” the new power 
seat which is optional equipment 
on 1957 Mercurys and has been 
described in advertising as “The 


Snoddy 


Seat with a Memory.” 

By means of a dial-type switch 
on the instrument panel, the new 
seat can, with the ignition switch 
in “On” position, be adjusted to 
five vertical and seven horizontal 
positions. But when the ignition 
is turned to “Off,” the seat moves 
to the extreme rear position. When 
the ignition is again turned to 
“On,” the seat assumes the posi- 
tion at which it was previously 
set. 

A first impression might be that 
servicing such an arrangement of- 
fers more problems than we are 
able to cope with, but, like most 





MOTOR WAFER SWITCH HORIZONTAL 


15 AMP CIRCUIT BREAKER 


SEAT REGULATOR CONTROL ¢> 
RELAY (HORIZONTAL) 


SEAT REGULATOR 


SEAT 


MOTOR WwW 


STARTER 
ve 


RELAY 
. 30 AMP CIRCU 
SEAT REGULATOR MOTOR 
(HORIZONTAL) 10 AMP. CIRCUIT BRE 
SEAT RELAY 
EASY ENTRANCE 


BATTERY TERMINAL 
OF LIGHTING SWITCH rwet —. 
SEAT REGULATOR 
SWwiTcH 
(VERTICAL) 


REGULATOR 
SwiTCH 
(HORIZONTAL) 


IGNITION SWITCH 


ai SEAT REGULATOR 


MOTOR WAFER SWITCH 


WIRING COLOR CODE 


RED 

BLUE 

BLACK 

GREEN 

BROWN 

yYeLLOw 

OR ANGE 

vio.er 

RED BLACK BAND 
REO BLUE BAND 

RED WHITE BAND 
BLUE BLACK BAND 
BLUE WHITE BAND 
GREEN BLACK BAND 
YELLOW BLACK BAND 
OR ANGE. WHITE BAND 
GREEN WHITE BAND 
YELLOW. WHITE BAND 


JUNCTION BLOCK 


15S AMP 
4 ciecuit 
BREAKER 


CONTROL RELAY 


VERTICAL 


REGULATOR MOTOR 
VERTICAL 


<QOO<O22772®<0«20ee% 


te" "eget F” 


AFER SWITCH 
RTICAL 


IT BREAKER 


AKER 


(VERTICAL) 


Cc 
w rw 














SEAT REGULATOR 
CONTROL RELAY 
(HORIZONTAL) 





SEAT REGULATOR 
CONTROL RELAY 
(VERTICAL) = 





SEAT RELAY 
(EASY ENTRANCE 
5 












































JUNCTION 
BLOCK 
IGNITION SEAT 


SWITCH oon ae 


CIRCUIT BREAKER 
ee Ro 











\ 8 
SEAT 


ciecuit 


oon AKER 





REGULATOR ( yi) REGULATOR 
moTOR A mOTOR 

(VERTICAL) FZ HORIZONT AU 

8 eS 





BATTERY TERMINAL 


OF STARTER RELAY CIRCUIT BREAKER 





15 AMP. CIRCUIT BREAKER 








SOUTHERN AUTOMOTIVE JOURNAL for JULY 1957 


This seat control switch on in- 
strument panel offers a variety of 
settings for the driver. 


things, it loses a lot of its mystery 
when we become better acquaint- 
ed with the actual workings. 

Basically the Seat-O-Matic con- 
sists of an easy-entry seat relay, 
a seat control dial, a vertical and 
a horizontal motor, each with its 
own wafer switch, a vertical and 
horizontal seat regulator control 
relay and the necessary wires and 
circuit breakers. All these are 
shown in the accompanying wiring 
diagram. 

The seat control dial, located on 
the instrument panel, is actually 
two multiple contact switches. The 
inner switch, operated by a knob, 
controls the vertical movement of 
the seat through five positions, 
lettered “A” to “E”. The outer 
switch, operated by the bezel of 
the dial, controls the horizontal 
movement of the seat through 
seven positions, numbered “1” to 
coe 

The easy-entrance seat relay, 
situated on the left front fender 
apron, is a double relay, as can be 
seen by close attention to the di- 
agram. When the ignition switch is 
in “On” position current flows to 
the center contact of the seat reg- 
ulator switch and the movement of 
the seat can be controlled from 
there. 

When the ignition switch is 
turned to “Off” the easy entrance 
seat relay breaks the circuit to 
the center contact of the seat reg- 
ulator switch and causes current to 
flow to the No. 7 terminal of the 
horizontal motor seat position 
switch (called the motor wafer 
switch). 

(Continued on page 64) 

















BODY SHOP OPERATIONS 














Fig. 1—Typical service quarter panel, including fin. 


Refinning 


Fins 


By E. M. Lowery 
Technical Editor 


E HAVE gotten accustomed to 

the customer who drives in 
and says, “I was backing out of my 
driveway and I heard something 
dragging.” 

Walking back and taking a look 
at the rear of the car usually gives 
the answer. 

The angle of departure and/or 
approach in reverse has been the 
cause of damage to many tailpipes 
and tailpipe extensions during the 
past few years. In other words, 
they are building them so long and 
low with such overhang that most 
driveways with a slight degree of 
incline will cause something to 
“drag” when entering or leaving. 

Recently we overheard a “new 
one.” This customer said that he 
had paid no attention to a one-way 
traffic sign on a narrow moun- 
tain road, had met another car and 
had to back down a slight incline 
around a curve. Somehow the left 
rear “fin” got ahead of the rear 
bumper and when it hit the tree 
there was considerable damage to 
the fin and quarter panel. His re- 


mark illustrated one more cause of 
fin and quarter panel damage. All 


of this causes more traffic in the 
body shop. 

With proper equipment, an ex- 
perienced body repair man can 
repair a damaged area in a quarter 
panel by one of three methods: 
first, repair and use the original 
panel; second, cut out the damaged 
area and replace with a section of 
a repair panel; or, third, replace 
the complete quarter panel. 

Service panels: 

In cases where only a portion 
of the quarter panel requires re- 
placement, a service quarter panel 
is used. If the car is damaged to the 
extent that a complete panel re- 
placement is necessary, complete 
service panels are available under 
separate part numbers for most all 
types. 

Fig. 1 illustrates a typical serv- 
ice panel used where only a por- 
tion of the panel requires re- 
placement. If the complete quar- 
ter panel required replacement, re- 
ferring to the shop manual will as- 
sist in locating the hidden weld 
joints which fasten the quarter 
pane] to the body. 

Panel repair procedure: 

The following procedure is one 


Fig. 2—The fin or quarter panel may be replaced in whole or in part. 
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DAMAGED AREA MARKED OFF 
READY FOR CUTTING 


Fig. 3—Damaged area ready for cutting. 


REPLACEMENT PANEL 
TACK «WELDED IN POSITION 


Fig. 4—Service panel tack-welded in position. 


of several methods that can be used 
for cutting out and replacing a 
portion of the quarter panel. Al- 
though this procedure is used for 
quarter panel repairs, it can be ap- 
plied to other sections of the body 
as well. 

Rough out and shape as much 
of the damaged area as possible. 
Measure the piece of metal to be 
cut out (Fig. 3). These measure- 
ments should be taken from a def- 
inite point, such as a molding or 
bead. 

Make the corresponding meas- 
urements on the service panel, Be 
sure measurements are taken from 
the same points. Scribe a line a- 
round the area to be cut from the 
service panel (preferably straight- 
line cuts). 

Drill a 14” hole at any one cor- 
ner of the scribed line as a start- 
ing point for cutting. Use a suit- 
able cutting tool and cut the new 
piece out along the scribed line. 

Straighten the edge of the piece 
that was cut out and position it 
over the damaged area as a tem- 
plate. Secure the cut-out section 
of the service pane] over the dam- 
aged area of the body and scribe 
a line around the panel. Cut out 
the damaged area. 

If the piece to be replaced is at 
the pillar post or at any point 
where the panel is spot-welded to 
other parts of the body, such as 
the body side reinforcement lower 
edge or wheelhousing assembly, 
the damaged piece should be split 
at the weld, if possible. To split 
a spot-weld, drive a sharp chisel 
between the two pieces of metal 
at the weld. In difficult cases, a 
spotweld may be split by drilling 
a %4” hole into the center of the 
weld. 

Straighten the cut edge on the 
panel. Fit the service panel por- 
tion into the cut-out area in the 


body panel. Be sure that the two 
panels do not overlap. Tack-weld 
at intervals as shown in Fig. 4, then 
make a continuous weld around 
the two pieces. Weld about 6” at a 
time. Stagger the welds to prevent 
excessive distortion. 

Hammer the weld below the 
contours of the surface not more 
than 1/16” with a grooving dolly. 

Metal-finish the repaired area 
and file it smooth, taking care to 
produce the correct contour. 

Grind the welded area clean, and 
tin. 

Fill in with solder, taking care 
that sufficient solder is applied so 
that the final metal finish will not 
have indentations. 

Metal-finish the panel to pre- 
pare it for painting. 

All welded joints must be thor- 


“Well. first I had my wife starch the back of my shop coat... 


oughly sealed; otherwise there will 
be water leaks in the luggage com- 
partment. 

Molding clips or retainer bolts, 
as well as tail- and stop light 
frames must also be sealed by 
caulking. 

If the job had previously been 
undercoated, any removed material 
should be replaced with new. 

Invariably damage to the fin or 
quarter panel will cause misalign- 
ment of the deck lid. This should 
be inspected and aligned before 
any paint work is done. 

All deck lid adjustments should 
be started at the parting line be- 
tween the deck lid opening upper 
panel and the upper flange of the 
deck lid. Spacing should be close 
and uniform at this line. The con- 
tour of the deck lid should con- 
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Refinishing Manufacturers Join Hands 


MOVEMENT is taking place to aid body shops over the country to 
raise their standards and to ease some of their other ills. 
Manufacturers of the refinishing industry have held several pre- 
liminary meetings to create an association in which they would com- 
bine their efforts to help shops with such problems they listed as: 
1.—Price-conscious car owners—lack of appreciation of quality. 


2.—Poor-quality competition. 


3.—Service salesman’s weakness in selling paint and body work. 
4.—Attracting, training and keeping good paint and body men. 
5.—Insurance adjusters playing one shop against another. 
6.—Replacement parts policy—instead of repairing, body parts are 


replaced. 


7.—Car manufacturers doing two-tone work. 
8.—Dealers wholesaling used cars without reconditioning them. 
9.—Bigger trade-in allowances plus lower resale cuts used-car re- 


conditioning volume. 


Tentatively the group adopted the name “Autobody Refinishing 
Suppliers and Equipment Association.” Activation of the association is 
planned through subsequent meetings, 





form with the contour of the deck 
lid opening upper panel. Follow- 
ing are some common causes of 
deck lid misalignment: 

Upper corner of deck lid bind- 
ing at upper panel: 

Loosen the hinge-to-deck-lid at- 
taching screws. Shift the deck lid 
toward the rear to obtain the nec- 
essary clearance. 

Upper corner of deck lid too 
low: 

Loosen the deck lid hinge-to- 
bracket mounting bolts, Pull the 
deck lid up until correct height is 
obtained and retighten bolts. 

Contour of deck lid too high: 

Connect a deck lid adjusting tool 
at the deck lid strainer and at the 
quarter panel under the drain 
ledge. Lift the corner of the deck 
lid to correct the contour. Check 
the weatherstrip seal with a ship- 
ping tag. 

Gap between deck lid and rear 
of quarter panel: 

It will be necessary to adjust 
the deck lid opening. It may be 
necessary to remove the deck lid 
and elongate the holes at the deck 
lid to hinge attaching holes. When 
rear quarter panel has been dam- 
aged, it may be necessary to shim 
body bolts at quarter panel. 


Auto-Lite Field Programs 
Graduate over 5,000 


ORE than 5,000 automotive 
servicemen in all parts of the 
United States have graduated from 
The Electric Auto-Lite Co.’s tech- 
nical specialist field training pro- 
gram within the last six months. 
In addition, 380 instructors have 
been graduated from the com- 
pany’s instructors’ field training 
program during the same period of 
time. 

The technical specialist program 
is operated in cooperation with 
Auto-Lite centra] and service dis- 
tributors across the country and 
covers the fundamentals of auto- 
motive ignition in an eight-session 
evening course. The instructors’ 
course is handled by personnel 
from service headquarters in To- 
ledo. Both programs were intro- 
duced in late 1956 as one approach 
to solving the critical shortage of 
skilled servicemen. 


White Shifts Personnel 

In Southern Region 

4 ws new branch managers and 
f 


our other appointments in the 
southern sales organization of The 








August: Key to Quality Paint Jobs 


Ed Lowery, who directs an assembly-line-like painting 
operation as part of his duties, next month will write 
about the key to a top-quality paint job: preparation. 








White Motor Co. have been an- 
nounced by C. B. Cowan, vice- 
president of the southern region. 

B. Sims Lucas has been named 
manager at Charlotte, N. C., suc- 
ceeding J. E. Johnston, who re- 
tired. R. O. C. Kraemer is the new 
branch manager at Louisville, Ky., 
succeeding Norman Carlson, who 
was transferred to Jacksonville to 
become manager for Florida. 

N. L. Young, former territory 
manager in Jacksonville, has been 
moved to a similar post covering 
the Atlanta, Ga., area. Replacing 
Kraemer as territory manager 
headquartered in Memphis is W. 
R. Patterson, who has been assist- 
ant to the vice-president in charge 
of sales at Cleveland, O. Mike 
Kundrat has been named regional 
service manager at Atlanta. 


American Motors Adds 
16 Southern Dealers 


IXTEEN new dealers in the 

South were added by American 
Motors Corp. in May, Director of 
Automotive Dealer Development 
L. W. Stevens announced. They 
are: 

Greer Motors, Memphis, Tenn.; 
Cole and Harwell Motors Co., 
Thomaston, Ga.; Battenfield Mo- 
tor Co., Amarillo, Texas; Green- 
ville Auto Sales, Inc., Greenville, 
Miss.; Pettus Motor Co., Graham, 
Texas; Connell Bros., Victoria, 
Texas; Charlie Partlow Automo- 
biles, Austin, Texas; Pence Motors, 
Inc., Homestead, Fla. 

Lowery Nash Co., Princeton, 
Ky.; Ross Garage, Hamlin, W. Va.; 
Babey-Crigler Nash Sales, Eldon, 
Mo.; Wichman Sales, Inc., Farm- 
ington, Mo.; Arnett Motor Co., 
Clayton, N. M.; Myers Motor Co., 
Lovington, N. M.; Slaton Imple- 
ment Co., Slaton, Texas, and John- 
ny Cole Motor Co., Inc., Conway, 
Ark. 


William B. Cobb Dies 
In Goldsboro, N. C. 


ILLIAM Borden Cobb, 62, of 
Goldsboro, N. C., died last 
month in Duke Hospital following 
an illness of two weeks. 
Formerly president of Cobb Mo- 
tor in Goldsboro from its incor- 
poration in 1937 until he retired 
from the business in 1955, Cobb 
had more recently been vice-pres- 
ident and treasurer of Cobb Dis- 
tributing Co. He was born and 
lived his entire life in Goldsboro, 
attended its schools, Randolph- 
Macon Academy and the Univer- 
sity of North Carolina. 
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“wed ‘have to be shown’ a better 


finance connection” 





says ERNEST ST. CLAIR, JR., DeSoto-Plymouth 
Dealer of Amarillo, Texas 


**We’re not from Missouri, but we’d ‘have to be shown’ 
a better finance connection than COMMERCIAL CREDIT 
We’ve had experience with several companies and 
ComMMERCIAL CREDIT is the best we’ve dealt with. We 
like their national reputation and their valuable 
sales assistance at the local level. For instance, the 
local office keeps us posted on pay outs or near pay 
outs. Just that one factor leads to additional volume 


be] 
each year. 


Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 
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12° manual steering, 0° power steering. 
Left +54° and right 0° preferred. 
4—With supercharger. 


A—Ranges from 140 for 6 to 283 optional in V8. 
B—Manual steoring —3<° + 34°, power steering +%° + 34°. 


O—Loft +34", right 0°. 
D—Powerflite 20, TorqueFlite 17. 


Valye-in~head. 
j—if power steering, +5 to +3. 


J—V-8 4 quarts, 6-cylinder engines 5 quarts. 
K—Right 34°, left 0°. 

L—t-head. 

N—None, 

NA—Not announced. 

»—if power steering, 14° to 1°. 
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Yes sir, mister, this is De Soto’s “big three’’—the big 
three that covers the market six ways from Sunday. 
(Over 90% excluding the lowest priced cars.) 


Fireflite, Firedome and the new lower priced FireSweep 
—a heads-up, fast moving trio that gives every De Soto 
dealer the hottest selling and profit combination in 
the industry. 


The new FireSweep series alone opens up a market for 
De Soto dealers that right now accounts for a whopping 
28% of all automobile sales; it’s the lower medium price 
market and it’s growing every day. De Soto dealers 
with the conquest power of FireSweep are growing 
right along with it! Like we keep saying .. . 


IT PAYS TO BE A DESOTO DEALER! 
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STUDEBAKER President, Classic, 12@1125 s@il’ 
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ABBREVIATIONS 


*—Mechanical tappets: int. .012, N—Negative. St—Stromberg. 
Exh. .018 btc—Before top center. NA—Not announced. tdc—Top dead center. 
Au—Automatic. Ca—Carter. P—Positive. VD—Vibration damper. 
+—Au. trans. S*bie CsP—Crankshaft pulley. : RP—Rochester Products. 2Z—Zenith, Lid. 
4—Optional camehaft (used with mechanieal Ho—Holley. 
tappets), 36°btc. 
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MOOG 
COIL SPRINGS 


ride long and easy 
fter others have failed 
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_,,,.part of a complete 
~ under-car selling plan. 
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MOOG INDUSTRIES, INC. + MFRS. OF THE MOST COMPLETE LINE OF CHASSIS AND SUSPENSION PARTS + ST. LOUIS 14, MO. 


SOUTHERN AUTOMOTIVE JOURNAL for July 1957 Want more facts? Use Reader Service Card Page 98 59 





Readers are invited to contribute to— SHOP TALK 





A BUSY STORK 


Are you as “scared” to pick up 
the phone as M. D. “Buck” Tay- 
lor of Andalusia, Ala? 

The past president of the South- 
east Automotive Show, held in 
April in Miami, answered his 
phone the other night. One of three 


sons, Lt. Riley Taylor, stationed 
at the Greenville, S. C., air base, 
was reporting the arrival of a son. 

An hour later the grandfather 
answered the ringing again to learn 
from son No, 2, Dr. Wendell Tay- 
lor of Birmingham, that a son had 
been born to that member of the 
Taylor clan. Each son already had 





CONTROLLED PRESSURE ° 


BRAKE CYLINDER HONE 


Gives you controlled 


pressure over 34"-2” wide range 


Here are 4 Big Reasons why the LISLE BHX is 
your best buy: 


- Bite can be adjusted without 
removing hone from cylinder. 


Only one size and type stone for 
all work. 


- Hones to the very end in step-cut 
and blind-end cylinders. 

. Flexible shaft makes it easy to 
hone cylinders on the car. 


EASIER, FASTER, BIGGER RANGE... 


THE Lés& GBX 
GLAZE BREAKER 


(FULL 2° TO 7” RANGE) 


Adjustable to contro! pressure in 
all sizes of cylinders. 


Easy to insert and remove from 
cylinder. 


Three stones remove glaze in 
just seconds. 


@ Operates with electric drills from 
to % 


ORDER FROM YOUR JOBBER TODAY! 


529000 too, its 


LISLE CORPORATION BOX 1018 CLARINDA, [OWA 
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A column of informal 

comments abeut the 

automotive trade and 
its problems. 





one daughter. 

James M. Taylor II of Andalusia 
didn’t ring. Maybe he didn’t think 
he should crowd his family, any- 
way, ‘cause he already has four. 


SOLD ON HER CAR 


When Mrs. Buna Pfeifer of Long 
Beach, Calif., decided to trade her 
car in on a later model, an eager 
salesman showed her several cars. 
None pleased her. 

As she was about to leave, the 
salesman remembered a 1949 car 
he said had just been turned in 
and was parked on the street. He 
went to the curb and began to 
point out the car’s good features. 
However, none of the keys on his 
ring would open the door. 

When he excused himself, and 
went to the office, Mrs. Pfeifer 
unlocked the car, got in and drove 
away. 

Why not? It was hers, 


TAX ON "LOVING" 


A telegram received by Florida 
Representative Sam Gibbons of 
Hillsboro signed by one George 
Smith read: 

“Please vote against a sales tax 
on automobiles as automobiles are 
too necessary for our way of lov- 
ing and are too heavily taxed as 
it is.” 


Address any comments to: South- 


ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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Kust Master Pict-()-Poem’ 


© No Draining 
© No Flushing 
¢ No Waiting 





There's no need to drain and flush to clean out 
rust and scale and to improve water circula- 


When customers drive in with steaming 


radiators ... I tion... - 
See eae ee ee pROFITS SO AR! wm 


¥. 





It's smart to stock all 
Rust Master products 
for More Satisfied 


Rust Master dissolves all rust and 
scale in the entire cooling system. 
Just pour Guaranteed Rust Master 
in the radiator — rust proofs for Customers — More 


a whole year... Profits! 


RUST MASTER — LEAK MASTER — SLUDG-MASTER — CARB MASTER — PARTS MASTER 
i) poe Mt fap — peooucts WORK WHILE YOU pip), 
ED e Rust Master 
2 i HIRSIG ne aint partnans o matbe efjitioncy 








Dear Bill, THE, Dito hi udcl 


The hot weather hasn’t slowed ») 
us up much this month. 
We’re willing, but the business 


has kept us hopping. The more 
door traffic we have the more in- 
spections we have to make. Ever 
since the factory inspection crew 
caught us up over 20 years ago, the 
bull-of-the-woods has sworn he 
wouldn’t be embarrassed that way 
again. 

Do you remember the occasion? 
The factory decided on a service 
drive to show the dealers how 














much biz they were passing up. 
They sent out several crews of 
servicemen in late-model cars. 
Just before pulling into a dealer- 
ship the guy would climb out of 
the car and louse up everything 
in sight, just so the car would limp 
into the shop. 

As luck would have it, we were 
swamped with service work the 
afternoon the crew hit our shop. 
In fact, we had taken in so many 
jobs it looked like a midnight deal 
for most of us when the bull bor- 
rowed the service crew from the 
used-car department to give us a 
hand, and put a chain across the 
front door so nobody else could get 
in. 

Sure enough, the official spot- 
ry ae car showed up then, and when we 

A; f — tried to send him to another shop, 
FUIMN - : he pleaded inability to get to an- 
c Vr ° > other shop, and the way his en- 
. HMaratiow tt gine was missing we could believe 
it. We pulled a mechanic to get the 
traveler back on the road and he 
did the job on the entrance drive 

appearing in ’ in a few minutes, rushed back to 
“SWEET SMELL OF SUCCESS” eee 
Next day the boss got a report 
of the many needed service oper- 
A Hecht, Hill and Lancaster ations and appearance items the 
Presentation spotter was authorized to buy — 
Released lhvu United Gatishs if we had noticed them and asked 
for the work, the moral being that 
in shorting inspections we proba- 
bly lost plenty of money on every 
car that entered our shop. Even 
though our crowded condition that 


A REAL SENSATION, TOO fateful day gave us a good alibi, 


° t h the old man took it to heart, and 
in motors everyw ere every car we write up gets a gan- 


der, whether the line stretches into 


ivi a the street or not. 
a n t y Actually there are a number of 


the new “paper” oil filters, air 
valve parts cleaners and fuel filters which do 


Airchrome VALVES, SPRINGS, GUIDES—and TIMING CHAINS require changing on our new mod- 
els already, their mileage having 
Manley Valve Corporation, 1 5th St. & Fairmount Ave., built up to that point. So our in- 
Philadelphia 30, Pa. Supplier to leading original spections have sold a lot of car- 
equipment manufacturers. District Sales Representa- tridges for these units 
tives: Lawrence M. Hirsig Co., Jacksonville; J. S. A d fc et th eo 
Connell Co., Dallas. nad of course cre 








> is a good 
general foundation for the adage 
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Is your service department getting its share of insurance repair 
business? In these days of competitive selling a busy service 


ER eee ba] Gs department often can mean a big difference in your profit pic- 


ture—dealers who offer the Associates’ complete finance and 


TH ts tw BAC el insurance plan are well aware of the benefits of their “ bring them 


back home”’ policy on repair jobs. Associates’ insurance carriers 
TO you pay millions of dollars every year in repair bills to Associates’ 
dealer customers. Often Associates’ “‘bring them back home” 
policy results in a new car sale for its dealers. But this is just one 
of many advantages and benefits Associates’ dealers derive by 
selling Associates’ complete finance and insurance plan. Ask 
your Associates’ finance specialist for complete details today. 





Titolo. Xe) | wy ssociates 


“It’s good business to do business : SOUTH BEND, INDIANA 
where you get F = ——— 





0 ee 7 
<< for Our Gwen | 
ve Care *— a wal 


business in return,” 








ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD.— EMMCO INSURANCE CO. 
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“seek and ye shall find,’ for we 
rarely turn out a repair order with- 
out noting several needed items 
we located. It helps maintain a fu- 
ture backlog of work even when 
we don’t sell the job on the day 
we locate it. We enter the needed 
work on the service record if it’s 
a regular customer and put it on 
his copy of the order, whether it 
is a regular or a transient. 

Guess we get our share of our 
discoveries. Anyway we keep the 
old man’s conscience clear (and 
our hide whole). Yrs, Ed. 


Seat-O-Matic Service 
(Continued from page 51) 


The circuit thus formed en- 
ergizes the horizontal contro] re- 
lay which sends current to the 
horizontal seat regulator motor. 
The motor moves the seat rear- 
ward to the point at which the 
wafer switch breaks the circuit 
to the relay. When the relay opens, 
no longer sending current to the 
motor, the motor stops and so does 
the seat. 

When the ignition switch is in 





PARTS REBUILDERS 
‘ 


% 9 
Pe) ‘Ss 
WAL oncAN 


perfect shoe alignment. 


products. 


KIMCO 





AUTO PRODUCTS, INC. 


1520 Texas St. °@ 
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agent . . . full molded lining . . . 
Go Kimé0! Write today for catalog and 


price list on A/MCO Bonded Brake Shoes 
and the whole A/M€O line of rebuilt auto 


Memphis 6, Tenn. 


You find Kime Bonded Brake Shoes 
a mighty profitable, easy-to-sell line. 
They're top quality throughout, with 
super-tough bonded lining for greater 
mileage, greater safety. Special bonding 


Generators 
and 
Starter Motors 
Armatures 
Starter Drives 
Shock Absorbers 
Voltage Regulators 


Clutch Pressure 
Assemblies 


Clutch Plates 
Bonded Brake Shoes 
Master Cylinders 
Water Pumps 
Fuel Pumps 
Distributors 


Carburetors 





“On” position the easy-entrance 
relay breaks the circuit to the No. 
7 terminal of the control switch 
and completes the circuit to the 
seat control switch, which then 
takes over and sends current 
through whatever numbered posi- 
tion it happens to be to the motor 
wafer switch. Current from the 
motor wafer switch energizes 
the seat control relay, which sends 
current to the motor, causing it to 
revolve and move the seat forward 
to whatever position the control 
switch directs. 

With the easy-entrance relay 
thus disposed of, suppose we take 
a look at the operation of the ver- 
tical controls. With the ignition 
switch in “On” position, let’s as- 
sume we want to raise the seat as 
far as it will go. The vertical con- 
trol knob (in the center of the 
instrument panel switch) is turned 
to “A’’, This causes current to flow 
to the “A” terminal of the vertical 
motor wafer switch and from there 
to No. 1 terminal of the vertical 
seat regulator control relay. 


Energizing the Relay 


The relay is thus energized, 
closing its points and completing 
the circuit from the 30-amp cir- 
cuit breaker to the motor armature 
and fields. The motor now revolves 
and moves the seat until the motor 
wafer switch, being gear-driven 
from the motor, reaches the point 
at which it breaks the circuit from 
the wafer switch to the relay, 
which of course interrupts the cir- 
cuit to the motor and the motor 
stops, leaving the seat in the high- 
est or “A” position. 

At this point someone may ask, 
how is the seat moved back down 
through the lower positions? That’s 
a good question. Each of the mo- 
tors is reversible, just like a win- 
dow lift motor. Current at the No. 
1 terminal of the seat control re- 
lay causes the motor to run in 
one direction, current at the No. 
2 terminal causes it to run in the 
opposite direction. 

The wafer switches have an up- 
per and a lower switch plate. The 
No. 1 terminal of the vertical con- 
trol relay connects to the upper 
switch plate, the No. 2 terminal to 
the lower switch plate. The upper 
plate contacts the A, B, C and D 
terminals of the seat regulator 
switch on the instrument panel. 
The lower plate contacts the B, C, 
D and E terminals. That’s apt to be 
a bit confusing, but since from all 
information presently available the 
switches and wiring looms will be 
serviced as units, the question of 
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stock Harrison cores! 


VV AVNV AY 
WV IV I A 


| 


il 


| 


; 


t 





| 


VV 
1} 


ii 


| 


dh 


yall 
Fama 
na 

—— 
naman 


| 


y 


HIGH in quality! 


Harrison puts you on top .. . with product and prospects! 
Harrison cores assure you of maximum dependability, and 
rugged durability—backed by over 46 years of research 

and manufacturing experience. Such Harrison features as 
louvered air cells and 100% solder bonding increase cooling 
efficiency and structural strength. And the Harrison line 
includes three surfaces—cellular, tube-and-center, 
fin-and-tube—to permit the engineering selectivity that 

assures the right core for each application. In addition, every 
GM car has a Harrison radiator installed at the factory; this 
means a tremendous pre-sold core market is ready and 

waiting for you. So, stock Harrison. Order from your nearby 
United Motors Service distributor or zone office. 


GM 
Ey 


MARRISON. 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


Harrison fin-and-tube and 
cellular radiator cores, 
TEMPERATURES 
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which contacts what should give 
us no trouble. 

Since the operation of the hori- 
zontal controls is exactly the same 
as that just covered for the ver- 
tical there is no need to go into 
their operation here. A point to 
bear in mind is that in normal 
operation no current flows to 
either motor, once the seat has 
reached its selected position. The 
wafer switches take care of that 
when they interrupt the circuit to 
the seat regulator relays. Of course 
conditions will not always be nor- 
mal, so we'll now consider a few 
of the malfunctions as they have 
occured on some of the Seat-O- 
Matics. 

Before attempting to locate any 
electrical trouble it is wise to check 
for physical damage to the seat 
track and examine all wiring for 
loose connections and frayed or 
broken wires. The manufacturer 
cautions that should it be necessary 
to operate the motors independent- 
ly of the controls extreme care be 
used to prevent extending the seat 
beyond the extreme normal posi- 
tions. If the seat is extended past 
these positions, the seat track and 
associated parts may be damaged. 

Some troubles and their rem- 


edies: 

1.—Seat will not move, either 
vertically or horizontally, when 
control switch positions are 
changed. 

Test at green wire terminal of 
easy entrance relay. If voltage is 
indicated at easy entrance relay, 
check for voltage at No. 3 terminal 
of either seat regulator control re- 
lay. If finding none, check for loose 
connection at junction block and/- 
or replace 30-amp circuit breaker. 


Won't Go Up or Down 


2.—-Seat will move forward and 
backward but not up and down. 

Move vertical seat control switch 
to several different positions while 
checking voltage at No. 2 and No. 
5 terminals of vertical seat control 
relay. If voltage is found at No. 2 
terminal but not No. 5, replace 
relay. If voltage is found at both 
these terminals but seat still does 
not move, make the same tests at 
terminals No. 1 and No. 6. If relay 
checks okay but seat still does not 
move, check motor ground (black 
wire from motor). Remove motor 
and check independently. 

3.—Seat will move up and down 
but not forward and backward. 

Connect green wire at easy-en- 


trance seat relay temporarily to 
blue wire on same relay. If seat has 
horizontal movement with wires 
thus connected, replace easy-en- 
trance relay. If trouble is not in re- 
lay, make checks of seat control 
relay, motor ground and motor as 
described in case 2. 
4—Seat operation is 
skips some positions. 

Check for loose connections and 
broken wires. If none is found, 
trouble is in faulty contacts in seat 
control switch or motor wafer 
switch. Testing to determine which 
switch is too involved for discus- 
sion here; better change both 
switches and wiring loom. 

Naturally some troubles other 
than those discussed here will oc- 
cur, but with an understanding of 
the basic operation and close at- 
tention to wiring diagram, such 
troubles should offer no insur- 
mountable problems. 

Next time a seat moves back- 
ward when we turn off the igni- 
tion, we’ll understand what’s hap- 
pening. 


erratic, 


Fully 99% of Texas’ 25,732 
miles of farm-to-market roads are 
surfaced with petroleum asphalt, 
petroleum officials report. 





Multiply your PROFITS 


ON ALL BODY REPAIRS 


Bondo . . . repairs and reinforces holes, dents, 
and corrosion in rocker panels, doors, fenders, 
roofs (without removing head lining), gas tanks 
. . . you name it; Bondo does it . . . better, 
faster, at less cost. Bondo, the original, most 
reliable, plastic-fiberglass paste with the longest 
shelf life and longest record of satisfied body 
repair users, 

Bondo spreads like butter, hardens like rock, is 
ready to sand in 5-10 minutes with Speed-Set 
Hardener. It’s permanent, is unaffected by salt 


Savings here, economies there, plus 


time-conservers like Bondo can go a long 
g your profit picture brighter and happier 


water or gasoline, is non-toxic, presents no fire 
hazard, won't shrink, crack, craze, rust, mildew 
or rot ever! Its laboratory-controlled quality puts 
a guarantee behind your work, protects your 
customers with top quality repairs. 


Once you use this modern miracle paste, you'll 
never do without it. See how Bondo helps your 
profits every working day in the year! ASK YOUR 
JOBBER FOR BONDO TODAY (in Canada, Spae- 
Naur Products Co., Kitchener, Ont.) or write 


JOBBER & DEALER INQUIRIES INVITED 
So aa: ore 


typ 
“pe Oy 
“Rapp ry, 
One Ay. INDUS Tp) 4 
ARINE pepsi; 
, 
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U. S. Patent No. 2,789,872 


This himg OVERCOMES OIl 


CONTROL PROBLEMS IN HIGH 
COMPRESSION ENGINES / 
. 


No tension loss at any engine operating temperature « actually 
hardens in use ¢ has far greater life expectancy than any car- 
bon steel ¢ won’t corrode or sludge. 


American Hammered’s 
Stainless Steel Oil Ring! 


NEW DESIGN CONCEPTS 


Side - sealing — axial pres- 
sure of the stainless steel 
expander forces side rails 
against sides of groove, pre- 
vents oil waste due to high 
vacuum conditions. 
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No groove backing. Cir- 
cumferential pressure of the 
expander makes the ring 
conform to the bore without 
touching the bottom of the 
piston ring groove. 


ASK YOUR JOBBER 


Maximum oil control. 
Uniform high radial pres- 
sure against the cylinder 
wall assures efficient oil dis- 
tribution, exceptional oil 
control at all times. 


FOR FULL DETAILS 


Instant seating is assured 
by American Hammered’s 
way of chrome plating the 
side rails. Ring breaks in fast, 
has more than double the 
life of ordinary rings. 
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Profits 


Hional’s Big Red Cabinets! 


National Oil Seal Service Stocks 


Extra profits on repacks, brake and wheel 
work, major overhauls 


hacen a 


» 
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ct 
= 
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No time lost sending out for seals 
Controlled storage for seals and bearings 
All fast-moving numbers; no deadwood 
All-steel cabinet free with stock 

World’s best interchange data 

Join the 45,000 profit-minded shops now stocking 


National Oil Seals. Your jobber will install and 
maintain your stock. Call him today! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 
Detroit 13, Michigan 


CARE 
WILL SAVE 
YOUR CAR 
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OIL FILLED COILS ta 


EACH ENGINEERED FOR THE 
INDIVIDUAL 6V. OR 12V. SYSTEM 
For maximum Coil efficiency and longer 
Contact life, the Coil primary, secondary 
and core must be balanced to the Distribu- 
tor cam and cam dwell. Each ECHLIN Oil 


Filled Coil is precisely designed for use in 
the specific system for which it is cataloged. 


OIL RESISTANT 
BUNA N GASKETS 
SOLDERED PRIMARY AND 


BUNA N “O” RING SEAL 
LAMINATED CORE 


INSULATION-~OIL 
IMPREGNATED UNDER 
HEAT AND VACUUM 


SECONDARY WINDING 
PRIMARY WINDING 


J 


ff 
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CONTACTS 
COILS » CONDENSERS 
& OTHER AUTOMOTIVE 
ELECTRICAL PARTS 
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men in tune with the times are getting into 


Specialized Bear Service 





why Specialized Service 


Ever-more sensitive suspension systems, 
smaller wheels, more extensive use of 
tubeless tires, more miles of highways 
and new, smoother roads...all are evi- 
dence that a NEW APPROACH to getting 
more service work is in order. 


Men in tune with the times look to Spe- 
cialized Service for this new approach. 
They know that a well-organized, prop- 
erly equipped layout such as pictured 
here, cuts handling time per job; does the 
job right, faster; creates happy customers; 
and helps make more sales at one time. 


Specialized Bear Service is adaptable to 
any type of operation. It can be operated 
as an individual business, with its own 
name and location. It can be a department 
within a complete automotive service 
organization or car dealership. Or, it may 
be operated as an integral part of a small 
garage or repair shop. 

Start with the entire Specialized Service 
Outfit, or buy one or two pieces now, and 
then expand under Bear’s Add-A-Unit 
Plan—the main thing is to get started 
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Just as’ America’s changing shopping habits 
are being met by super markets, shopping cen- 
ters and other new mass-volume outlets, so 
the changing service needs of the motorist are 
being met by shops offering Specialized Service. 
Alert automotive men, in tune with the times, 
realize that now is the time to get in on the 
ground floor of this tremendous opportunity. 
Thousands are already making big money with 





Hae 


now! Your friendly Bear Jobber will be 
glad to help you—ask him, too, about his 
convenient Pay-Out-Of-Profits Plan! Send 
for latest Bear Catalog. 


Here’s the kind of equipment you'll need to 
offer BIG PROFIT Specialized Bear Service: 


(a) 97-12 Frame Service with exclusive 
4-way action, straightens all 4 major bends at 
one time . . . makes body work easier, too! No 
need to remove chassis! Extra tools for front 
axle, rear housing work can be added. 


(b) 6831-89 Front-End Service with Telaliner 
is the finest money can buy. It’s the finest for 
Accuracy and Sales Appeal. Saves up to 35% 
of the operator’s time. 


(ce) 560 Headlight Tester will do 25 feet of 
headlight testing in 15 inches! Unique photo- 
electric cell shows exact center of m and 
output. Entire test takes about one minute! 


(d) 250 “Drive-Over” Wheel Alinement Tester 
is your springboard to big alinement profits— 
it sells the job! Gives driver a first-hand look 
at his misalinement troubles. Guarantees an 
a toe setting according to actual weight 
oad. 


(e) 322 Wheel Truer straightens average 
wobbly wheel without removing tire! Espe- 
cially profitable with new tubeless tires which 
make a true wheel absolutely necessary. 
Handles all popular wheels. 


(f) 740 On-A-Car* Tire Truer provides much 
needed, in-demand service. Trues both car 
and small truck tires with minimum rubber- 
removal due to exclusive tilting cutter. 


(g) 365 On-A-Car* Balancer works easily 
and accurately on hoist or floor. Amazing 
“Jiggler” po ew balance to customers. New 
“‘Speedi’’ Adapters for fastest accurate center- 
ing. Only two knobs to find location and 
amount of unbalance! *Reg. T.M. 


BEAR MFG. CO., Dept. S-1, ROCK ISLAND, ILL. 


ES EE. A EE 


SPECIALIZED SERVICE EQUIPMENT 
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We Axed Overhead 26% 
(Continued from page 37) 


as the best that could be done. 
Then we investigated purchasing 
diaper cloth no longer used for 
rentals by the diaper service, and 
were able to buy them at $2.50 
for five pounds, This was an econ- 
omy that proved very satisfactory. 
The men like the soft, more ab- 
sorbent material far more than the 
former. 

We have done no cutting on our 
office staff. The bookkeeper and 


clerk now turn out additional re- 
ports that help us keep an ever- 
watchful eye on expenses. 

Advertising by direct mail has 
been stepped up. When we run 
special prices on a_ tune-up, 
grease or wash job, we put 500 
cards in the mail. 

During state inspection between 
May 1 and June 15 we put out a 
mailing and follow this up at the 
end of May with a reminder that 
there are only 15 days left. Check- 
ing on our customer response, we 
find we got a 20% return on our 





YOU'LL TAKE 
A SHINE TO 


The Lamson Automotive SILVER LINE 

offers you these special advantages: 

@ Perfect fit between cap screws and 
nuts. No fumbling or lost assem- 
bly time. 

@ Plated to give that quality look and 
the long service your first-class repair 
jobs deserve. 

@ Buy with confidence. The Lamson 
Silver Line provides an extra margin 
of safety on shock, tension, torque 
and fatigue requirements. 

@ Yes, “You'll Take AShine To SILVER 
LINE...” and so will your customers! 


The LAMSON « 


SIZES AVAILABLE 


Cap Screws...Coarse "to {" diameter 
and fine (SAE)threads "to 4” length 





Nuts... Coarse and 


fine (SAE) threads %”" to %” 





Lock Washers %” to %&”" bolt size 





SAE Fiat Washers %”" to &”" bolt size 


eae coupon below and let us send you 
itional information on Silver Line. 


Please send me more information on the 
Silver Line. 


Nome 





Compony. 
St. & No. 
City 











SESSIONS co. FEfgiece 


WORLD'S LARGEST MANUFACTURER 


OF AUTOMOTIVE FASTENERS 
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The Lamson & $ 
1973 West 85th Street 
Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio 
Birmingham ¢ Chicago 
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spring mailing by our company. 

The personal crusade that each 
employe embarks on once an or- 
ganization undertakes a cost-cut- 
ting program assures a dealer that 
he has his men behind him. While 
we have always maintained a per- 
sonal touch with each mechanic 
and have had low turnover since 
52, the individual effort to hold 
expenses down that we witness a- 
round us is helping us achieve our 
goal. Without this feeling of mu- 
tual trust we could not have made 
the improvement our latest figures 
show. 


Waco Trains Her Own 
(Continued from page 36) 


of the school as adopted from De- 
partment of Labor standards, the 
apprentice and the employer sign 
an agreement for a total of 8,000 
hours of on-the-job training and 
144 hours of classroom instruction, 
The apprentice agrees to work a 
44-hour week and to go to school 
four hours a week, with exception 
of part-time high school students, 
who are signed up for a 24-hour 
work week and four hours of class- 
room study at the apprentice 
school. 

The agreement sets forth the 
salary the trainee is to receive, 
anywhere from a minimum of 75¢ 
an hour on up, for each six months’ 
period of work and training. For 
example, a student may be under 
contract to start out at $33 a week, 
advance to $35 a week at comple- 
tion of 1,000 hours (six months) 
of apprentice work and schooling, 
and get regular raises every six 
months until he would be receiving 
$60 weekly at the end of the four- 
year, 8,000-hour program. The 
contract calls for a three-month, 
500-hour probationary period dur- 
ing which either party, the stud- 
ent or employer, may cancel the 
agreement. 

Evans said students are strictly 
graded in each classroom and work 
training category with the intent 
that those who pass the courses 
will have really learned the basics. 
One student failed to pass the first- 
year work and _ several have 
dropped out. 

As an example of how the 
schooling is working, he told a- 
bout a special brake school recent- 
ly conducted in Waco by one of 
the major companies. 

“My students attended the spe- 
cial school and they made an av- 
erage of around 90% for the class. 
Those who conducted the school 
could hardly believe the boys had 
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WHEN VOU NELO A TOOL... 
‘PHONE YOUR Jlew Bnildin JOBBER! 


REMEMBER! any Tool you ever need is no further away than 
a ’phone call to your NAPA Jobber! Ample stocks of the basic 
New Britain Tools you use every day — Sockets, Drive Parts, 
Wrenches and Pliers, PLUS scores of other specialized Tools 
for Body Work, Ignition, Valve, Piston and all engine repairs 
are ready for YOU. And, when you call your New Britain Jobber 
for any Tool, you can be dead certain you'll get the best. For, 
New Britain Tools are designed by mechanics for mechanics to 
make your job easier and faster. 

Check YOUR Tool Kit right now, just pick 

up the ’phone end call your Jobber . . . get 

that New Britain Tool you’ve been needing 

and intending to buy. It will make money 

for you. 








New Bnilain 


SETS 


Good Tool Sets in the hands 
of good Mechanics — that’s a 
New Britain tradition! There 
are many to choose from, as 
big and diversified as your 
needs demand. They cost 
very little on easy, pay-as- 
you-profit payment plans. 
» Ask your Jobber. 














SOCKETS o.. DRIVE PARTS EXTENSIONS 








pa 
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honestly made such scores, and one 
asked me if I had given my stu- 
dents the answers to the questions. 
What had happened was that the 
students in my class had just com- 
pleted a study of brakes in our 
regular program and I had seen 
to it that they had gotten a lot of 
on-the-job training on brakes just 
before the special school started. 
It’s just an example of how this 
program is really teaching mechan- 
ics.” 

The school training program is 
divided into 16 work and study 


categories. For example, a typical 
plan calls for the following work 
schedule: general shop practice, 
400 hours; use of hand tools, e- 
quipment and their care, 400 
hours; parts identification and 
their nomenclature, 400 hours; 
disassembly and cleaning parts, 
600 hours; visual inspection, spe- 
cifications and table of wear lim- 
its, 400 hours; supervise assembly, 
1,000 hours; complete’ engine 
overhaul, 1,000 hours; complete 
transmission overhaul, 1,000 hours; 
rear end overhaul, 400 hours; 





SPEED UP 
Shop “ 
Service- 7 


install a 


CURTIS all-purpose single post FRAME LIFT 


Spotting and lifting chart for 1946 thru 1957 cars furnished 
with each Lift—permits easy spotting and safe Pick-up. 


Faster, easier under-car service. 


Maximum Accessibility ...everything you need to reach at 


your finger tips. 


Relaxes spring suspensions—for more thorough lubrication. 


Wheels hang free. 


Easy servicing of tires and brakes. 


Clear floor space. 


No recess in floor to catch dirt. 


Costs less to buy—less to install, than any type of two-post lift. 


e COUN, 
bd ° 
v 4 


REMEMBER... 


OUR 103rd YEAR 
MANUFACTURING COMPANY 
PNEUMATIC DIVISION 


1938 Kienlen Ave. 


HIGH PRESSURE 
CAR WASHER 


AUTOMOTIVE 
AIR COMPRESSORS 
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INDUSTRIAL 
AIR COMPRESSORS 


St. Louis 20, Mo. 


PACKAGED AND 
REMOTE AIR 
CONDITIONING 
EQUIPMENT 





steering system overhaul, 200 
hours; brake adjustment and over- 
haul, 200 hours; chassis overhaul, 
repair and inspection, 200 hours; 
electrical overhaul, testing and in- 
spection, 500 hours; ignition over- 
haul and inspection, 200 hours; 
carburetor overhaul and inspec- 
tion, 400 hours; complete motor 
tune-up and adjustment, 500 
hours. 

An apprentice’s monthly work 
record card is kept at each garage 
and Evans checks both the student 
and the card frequently to see that 
the trainee is receiving whatever 
work is necessary to best coordi- 
nate with the classroom program. 

“Once a student is in the pro- 
gram, we work with him and the 
garage owner to be sure that both 
get maximum benefit from the 
work and school agreement,” ex- 
plained Evans. 

Evans, Carpenter and Edward 
G. Archer, president of the Waco 
chapter, made it plain that organ- 
izing and operating an apprentice 
school for mechanics is no bed of 
roses, It creates dozens of complex 
problems, particularly when you 
are pioneering in the field and 
have to settle many questions by 
the trial-and-error method. But, 
by the same token, they are con- 
fident that this type of schooling 
shows strong evidence of being the 
answer to one of the most pressing 
problems confronting independent 
garagemen today. 

“I feel that this is one of the 
best and most important ventures 
ever made toward the solution of 
the mechanic shortage,’ declared 
Carpenter, as the school finished its 
first year. 

Archer said there is no question 
that beneficial results will be 
shown. 


Money "Tree" Prospects 
(Continued from page 39) 


motion in that regard,’ O’Steen 
explained. “You have got to sell 
it first to the salesmen or it will 
never be sold to the customers.” 

O’Steen, for competitive reasons, 
declined to say how much volume 
the firm had done in the first 20 
days of the promotion. But he said 
there was no question of its suc- 
cess, and pointed out that it was 
not confined to the Mike Persia 
Co., operations in San Antonio. 
Simultaneous money tree promo- 
tions were also staged in Persia’s 
New Orleans and Bellaire, Texas, 
dealerships, and both were as 
“beneficial” as the San Antonio 
sales program, O’Steen reported. 
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ALEMITE 


wheel 
balancer 





corrects both up-and-down and 
side-to-side unbalance... handles all size wheels, 
including new 14”! 


@ Balances wheels completely — without attach- 
ments! 


@ Exclusive Alemite “Vue-Scale” Meter gives = =— 
positive visual proof of balancing! || | 


And ALEMITE offers you a KINETIC UNBALANCE | DYNAMIC UNBALANCE 
a y Alemite corrects ail unbalance right on the car—at 


FREE DEALER SIGN L saints het tegs ircl s 0 o 


to identify your service department 
with the powerful nationally adver- 
tised Alemite name! 


Free 
e Facts: ent your ATED vive: 


for all arn Cc pw today! STEWART REG. V. 5. PAT. OFF 
Division of STEWART-WARNER CORPORATION 


0’ 
* 
mons sent? 
eit? repre ‘ 
ple Dept. AW-77, 1850 Diversey Parkway, Chicago 14, Ill. 
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Garagemen Map Muscles 
(Continued from page 41) 


could be a lot less. 

“We want our fair share of the 
aftermarket. We are not prepared 
to get our share of the market. We 
intend to get it by giving better 
service to the public. We need bet- 
ter shops. We need cleaner shops. 
We need modern equipment, We 
need men with knowhow. We need 
a mechanic licensing law... . 

“Until the day we can pay our 
men as much as the plumber, the 


plasterer, the bricklayer, we are 
in trouble.” 

He recommended a national 
auxiliary be created for IGOA. 

William Vance, Ohio assistant 
attorney general, who told about 
his observations while in England 
for three years. 

Ray Stannish of Thompson 
Products, who discussed the possi- 
bilities of an atomic engine some 
day. 

John J. Connors, Jr., an Ohio 
state representative, who has 
worked with legislative proposals 





Attention-Compelling Displays 
attract more customers to 


MONKEY GRIP 


Trim-Fit CAR MATS 


‘<3 


Yes...extra sales are easy to make when 
Monkey Grip Mats are put on display where 


customers can compare their superior quality 
and beauty. Made from all-new, high grade 
rubber, these mats are long wearing. Colors stay 
bright through months and months of wear. 


MONKEY GRIP CAR MATS 


> a 





Companion 
Mat for 
Rear Seat 
Areas 





ARE OFFERED IN NINE 
CAR-MATCHING COLORS... 
PERFECT FIT IN ALL CARS 


Catalog and 
Sales Material 
Available 


Sold through Automotive Jobbers 


MONKEY GRIP SALES CO. 


Want more facts? Use Reader Service Card Page 98 


P. O. BOX 6170 
DALLAS, TEXAS 





The first honorary life-time mem- 
bership in IGOA was voted last 
month at the national convention 
in Toledo to the above well-known 
figure in southwestern garage cir- 
cles, William R. “Pop” Mayfield 
of Little Rock, Ark. He was ab- 
sent from the convention on his 
doctor’s recommendation to “take 
it easy.” 


by the Independent Garage Owners 
of Ohio, including a safety inspec- 
tion bill. 

Byron Albright of Dallas, who 
formerly was an organizer for the 
garagemen’s association in Texas, 
declared: 

“We are the last group of busi- 
nessmen in the United States to 
become organized.” He told of how 
he had overcome “doubting Thom- 
ases”’ in his state in helping to build 
one of the biggest and finest ga- 
ragemen’s associations in the coun- 
try. 

After some discussion the dele- 
gates adopted a code of ethics 
which stipulated: 

1—To promote good-will be- 
tween the motorist and members 
of this association. 

2.—To have a sense of personal 
obligation to each individual cus- 
tomer. 

3.—To perform high-quality re- 
pair service at a fair and just 
price. 

4.—To employ the best skilled 
mechanics. 

5.—To use only proven merchan- 
dise of high quality distributed by 
reputable firms. 

6.—To itemize all parts and me- 
chanical adjustments in the price 
charged for service rendered. 

7.—To retain all parts replaced 
for customer inspection. 

8.—To uphold the high stand- 
ards of our profession and always 
seek to correct any and all abuses 
with the automotive service in- 
dustry. 

9.—To uphold the integrity of 
all members of IGOA. 
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They'll all come back if you give ’em the best. When it’s 
a bearing job... just tell em it’s TIMKEN’! 3. 


point to that trade-mark “Timken”! 
The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. 
, ; Thomas, Ontario. Cable: ““Timrosco”’. 
ing tapered roller bearings, make sure 

your customer gets Timken® bearings, I IMKEN 

a name he knows means quality and 

¢ TRADE-MARK REG. U. S. PAT. OFF. 


good service. Tokeep“emcoming back, TAPERED ROLLER BEARINGS 


Free gifts and door prizes might bring 
‘em in. But what your customer really 


wants is service. So, when you're replac- 
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more miles... 
more smiles... 


eh & 
5 


emit 
































— = oo am 
THO 


z ~ 

















~ 








per gallon! 
Here's wht MILESMASTER* 


FUEL PRESSURE 
REGULATOR Wil Do 


Eliminate stalls from flooding; perco- 
lation, vapor lock . . . Make engines 
start quicker . . . provide smooth idling 
. .. Eliminate “jerking” at all speeds 
... Filter the fuel . . . Magnetically 
trap steel and rust particles. MILES- Pr bs, 
MASTER quickly pays for itself! y 95 Seika 

DISTRIBUTED BY LEADING JOBBERS EVERYWHERE *< tt 


- 
eee 


MILESMASTER, INC. Dept. A 
6 North Michigan Avenue « Chicago 2, Illinois 


~ 
s 


! 
4 





The Southwest was well-repre- 
sented at the IGOA convention in 
Toledo, as proved here (Il. to r.): 
Mr. and Mrs. Byron Albright of 
Dallas, Texas, C. W. Cruce of Tul- 
sa, Okla., Bill Blatter of Little 
Rock, Ark., Tom Gaffney (face 
slightly obscured) of Tulsa and 
W. A. Blake of Albuquerque, N. M. 


Official state delegates to the 
directors’ meeting were: Robert 
Chase, Arizona; Bill Blatter, Ar- 
kansas; Carl Peel, California; Ray 
Campbell, Colorado; H. F. Reagin, 
Georgia; Art Kittell, Kansas, Jack 
Spath, Michigan; Pierce Butler, 
Michigan; Tom Hitchcock, Min- 
nesota; Bill Blake, New Mexico; 
Lewis Yaman, New York; Paul 
Wilson, Ohio; C. W. Cruce, Okla- 
homa; Larry Wojick, Oregon; John 
Breneman, Pennsylvania; Wilber 
Wilder, Tennessee, and Al Prieser, 
Wisconsin. 

Official delegates unable to at- 
tend were: Jimmy Mitchell, Ala- 
bama; Charles Mester, Illinois; 
Robert Pelletier, Massachusetts; 
Elry Welpman, Missouri; B. T. 
Vanich, Nevada, and Loren Mc- 
Cormick, Washington. 

Regional directors in attendance 
were Luther Turner, Tennessee, 
and “Dick” Dixon, California, 

Many of the visitors commented 
on the quality of the hospitality 
shown by the Ohioans. Ohio has 
been recognized as having one of 
the liveliest state organizations, 
with a number of live-wire units 
operating within the state group. 

A number of manufacturers 
maintained hospitality suites for 
the pleasure of the delegates. 

Attendance of more than 200 
compared with slightly more than 
100 on hand for the first annual 
convention, held in April 1956 at 
Wichita, Kan. 


Interested garagemen may con- 
tact IGOA by addressing Ralph H. 
James, executive director, Room 
344, Court Arcade Bidg., 524 South 
Boulder, Tulsa, Okla. 
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After 500 scorching miles. at Indianapolis . . . cars with 


RAYBESTOS Brake Linings 
FINISH 





1.’ Sam Hanks, record-breaking winner 
of the 1957 Indianapolis 500-mile race. 


Winner 
Sam Hanks reports: 


“Raybestos completely whipped the terrific _ 


Jim Rathmann, runner-up in the “500.” 


HEAT and WEAR brake problems in the ‘500.’” 


Sam Hanks averaged 135.601 mph to set 
a new record for the Indianapolis 500-mile 
classic. At speeds up to 170 mph he shot 
down the straightaways and battled the turns 
for 3 hours 41 minutes and 14 seconds. 
Approximately every 30 seconds he put on his 
brakes. Here’s what Sam says about them: 
“I used my brakes more this year than ever 
before—and this is my 12th ‘500.’ Sometimes 
doing 170 I’d get caught in a jam. My brakes 
always responded. And when I slid into those 
turns at anywhere between 140 and 150, | 
really needed good brakes. I guess I used my 
brakes at least 500 times, and that’s giving 


them a beating at those speeds. We checked 
the linings at the end of the race. There was 
only fifteen thousandths of an inch wear. That 
fact by itself says more about Raybestos 
Brake Linings than I ever could.” 

Jim Rathmann, who finished only 18 

seconds behind Hanks, is just as sold on new 
improved Raybestos Brake Linings. And so 
is third place finisher Jimmy Bryan. 
You can help your customers lick heat 
and wear brake problems with new and 
improved Raybestos Brake Linings and 
Lined Shoes for both power and manu- 
ally operated brakes. 


Jimmy Bryan, third in the “500,” 








Ask your 
jobber-salesman 
about the famous 


VRagbeitis 


POINT 
BRAKE 
CHECK 


selling plan 











AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 


RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose « Industrial Rubber « Mechanical Packings * Asbestos Textiles 
Engineered Plastics « Sintered Metal Products « Rubber Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond Wheels « Industrial Adhesives « Bowling Balls* 
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Sell new-model beauty.... 


STILL THE MOTORIST’S FAVORITE COVERS 


You sell new car beauty with every set of seat covers woven of SARAN. 
SARAN seat covers make older cars look like new and enhance the beauty 
of the 57 models. Available in all the smart new fabric patterns and 
colors, SARAN seat covers are your customers’ favorites. sARAN is rugged, 
durable and virtually scuff-proof: made to withstand rough treatment and 
offer lasting beauty. Get ready now for the big spring selling season. 
Stock the seat covers that make older cars look like new... seat covers 


IT'S WOVEN TO BREATHE! made of saRAn! 


GOOD CAR KEEPING ... 
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with seat covers of SARAN 


STILL THE DEALER’S BIGGEST PROFIT MAKER 
SARAN seat covers are the dealer’s biggest profit maker because they have all 
the extra features your customers want. They are woven to allow natural 
air passage, offering owners year-round driving enjoyment. And sAaRAN 
seat covers are the easiest to clean ...a damp rag removes stains and spills Sal CLINCH THE SALE! 
without spotting. These are features your customers look for in seat covers. : 
That’s why saRAN seat covers are still the dealer’s biggest profit maker. For 
more information on SARAN seat covers write THE DOW CHEMICAL COMPANY, 
Midland, Michigan, Plastics Sales Department PL 1576G-1. 


YOU CAN DEPEND ON 


FEATURE THIS LABEL... 
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Garagemen: Climb Higher! 
(Continued from page 42) 


have any hopes of ever changing 
| aw 

Seriously do you know of any 
business in this 20th century 
America that does not vigorously 
sell itself to its prospects? If you 
do, you can be sure of one thing: 
it won’t be here very much longer. 

“But,” say garagemen, “repair 
shops are different. People “have 
to come to us.” Wrong on both 
counts. 


Repair shops are no different 
from drug stores or car manufac- 
turers. All business is engaged in 
marketing goods or services peo- 
ple need or can be made to want. 

People have to eat, but who pro- 
motes more vigorously than the 
grocery stores? People have to have 
their cars fixed, yes, but who says 
they have to take it to your garage 
or to any independent garage? 

The car dealers want that job, 
and they’re begging and coaxing 
car owners for it in a dozen ways. 

The national and regional chains 





Your eye can see 


NIEHOFF 


Superiority 


ENGINEERED 
FOR LONG LIFE AND 
PEAK PERFORMANCE 


® Trained eyes can easily see Niehoff’s 
obvious superiority. The advantage 
that makes Niehoff Ignition Parts 
superior to any on the market is... the 
specialized engineering that builds 
quality. You can install Niehoff Igni- 
tion Parts with the knowledge you are 
building customer satisfaction and 
your profits. 


® Best of all, there is a Niehoff System- 
atic Service Stock containing all the 
ignition parts you need to service all 
makes and models. A Service Stock 
custom designed for your own busi- 
ness. Ask your jobber to explain 
Niehoff’s merchandising plan—for 
more sales—for bigger profits, today! 
i > 





<8. NIEHOFF & co. 


4925 LAWRENCE AVE., CHICAGO, ILL. 
WAREHOUSES 
ATLANTA 3, GA., 95 Pine St. N.E. 
BOSTON 34, MASS., 250 Brighton Ave. NEW YORK 19, N.Y., 250 W. 54th St. 
PHILADELPHIA, PA., 1800 Fairmont Ave. 
BRANCH: LOS ANGELES 15, CAL., 1330 W. Olympic Bivd. 
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want those jobs, They’re setting up 
to do more and more repair work, 
and they don’t wait around for 
business; they go after it. 

The oil companies want that job, 
and they’re building bigger sta- 
tions, with bigger garages attached, 
and pushing TBA lines harder — 
and training their people to sell. 

The one-service specialty shop 
such as muffler shops and seat 
cover shops want their pockets full 
of cash, and they’re promoting 
rings around the garage operator 
to get it. 

Now you don’t like all these 
things, and I don’t expect you to. 

How do you whip the prob- 
lem though? And you'll notice 
I’m assuming you want to whip it? 

Well, you won’t whip it by yell- 
ing “stop thief’? and “foul” while 
you point at your competition. You 
have no divine right to any busi- 
ness, nor does my company, nor 
does any enterprise... . 

Today the car dealers do about 
55% of the major repair work 
and you do 45% (it was 60-40 
in your favor in 1940). 

Today neither the Bureau of 
Census, nor our own industry, can 
decide when a service station be- 
comes a garage — or vice versa. 


Someone Will Get Hurt 


Now all this competition is 
healthy and good. Someone will 
get hurt, of course. 

And here are some simple, ele- 
mentary things you can do, as in- 
dividuals and as an association, to 
stop being the fall guy. 

None of these is earth-shaking 
or costly or difficult. 

1.—Let people know you’re in 
business. Give your shop a name 
and have it painted professionally 
on your building. Put the same 
name on your trucks and letter- 
heads. Take a listing in the yellow 
pages of your phone book. 

2.—Be ethical — particularly a- 
bout each other. How often have I 
gone to a garage for repairs and 
heard “boy who cobbled that mess” 
or “sure he’ll do it cheaper with 
those kids he hires to butcher your 
car up”? 

3.—Clean up your shops, This 
is old as the hills — and as per- 
manent a complaint. People don’t 
drive today’s $3,500 “low-priced” 
cars down alleys — and they don’t 
entrust them to a back-alley-type 
garage, even when it’s located on 
the main street. 

4.—Be just plain polite. Call ten 
garages when you get home and at 
least eight of them will answer 
with “Yeah?” or “Hello.” Then 
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THE BEARINGS YOU NEED 
.-.- WHEN YOU NEED THEM 


Bower tapered roller bearings hold adjustment and pre-load longer 
. » » because Bower Spher-O-Honed design gives you roller heads 
ground to the operating contour that other tapered bearings must 
acquire through run-in. Bower exclusive higher flange design provides 
large, two-zone contact for roller heads to improve roller alignment, 
cut down wear and resultant end-play. That means performance 
that’s right for you and your customers. 


Bower roller bearings are widely used as original equipment and are 
readily available when you need them for replacement work. 





BOWER | SEDERAL-MOGUL SERVICE 
roller bearings 
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call ten car dealers and a voice, 
usually a girl’s, will answer “Good 
morning, Smith Motors.” 

And it'll be “Just a moment 
please,” or “I’m sorry to keep you 
waiting” and “Thank you,” no 
matter to whom you talk there. ... 

Ralph James sent you all a letter 
recently pointing out that 69% of 
the customers you lose are lost 
through neglect. 

Did you ever send a two-cent 
mimeographed postcard to a cus- 
tomer thanking him for his con- 
fidence in you, asking him to call 


if the job you did doesn’t seem 
right, telling him to come in next 
time you can be of service? 

5.—Go after business — don’t 
wait for it. Many of you run serv- 
ice stations with garages. Some of 
you do not. Why not put in some 
pumps? Not to sell lots of gaso- 
line, though that might happen, 
but because the average car goes 
to a service station 93 times a year 
and to a repair shop 2% times a 
year. 

Who is going to get more chances 
to hear and see the symptoms of a 





These Tools SOLVE Many 
— SERVICE PROBLEMS ! 


HOLMES UNIVERSAL 

JOINT TOOL 
Here’s a New Tool that greatly simplifies 
disassembly and reassembly of most Uni- 
versal Joints. With it, Snap rings are easily 
removed and bearings quickly pressed- 
out or re-set in yoke, withouf the usual 
danger of damage to Parts. Saves shop- 


time and Customer expense when repair- 
ing or lubricating joint. 











Tool can be used either under 
Car or in Shop Vice. 


HOLMES MUFFLER REMOVAL TOOL 


Permits quick, easy removal of defective Muf- 
fler or tail pipes. Cutting Wheels are used to 
sever welded assemblies and expander roll- 
ers for rusted clamp-type Mufflers—$33.00*. 


good profitable job — the mechan- 
ic with 93 opportunities or the man 
with 244? 

6.—And above all, sell when you 
get the car in. This is where our 
whole industry falls down flat on 
ie anion. . ... 

Gentlemen, how many times 
have you merely written down 
what the customer thought he 
needed, fixed it and ignored even 
telling him about other things you 
spot while you have the car? 

Worse still, how many of you 
fail to even check critical safety 
and performance points every time 
you get an automobile in for any 
reason? 

Did it ever occur to you that next 
to his home, a man’s car is his 
largest investment, that he’s wiil- 
ing to spend money to keep it in 
shape? 

Don’t you feel a moral obliga- 
tion to sell him things he needs for 
safe efficient driving? 

And don’t you realize that a 
car can be driven thousands of 
miles with bad _ shocks, burnt 
valves, worn brakes, sloppy rings 
— all of which means wasted dol- 
lars to the motorist, (perhaps 
wasted lives) and millions of dol- 
lars in lost sales to you? 

You’ll keep on losing those jobs 
if you don’t sell your industry, 
your shop and the specific job at 
every opportunity. . . 


Sell P.M., Build Volume 
(Continued from page 30) 


quickly and the dollars coming in 
from them add up fast,” said Ham. 
The board helps customers remem- 
ber work they had intended to 
have done, but which slipped their 


mind when something more press- 
ing came up. 

“We’ve sold dozens of wind- 
shield wipers, for example, as a 
result of the reminder because 
people forget they need a new 
wiper blade as soon as it quits 
raining,” he said. 

As a graphic illustration of how 
selling preventive maintenance 
helps business, Ham’s Auto Serv- 
ice did a $107,000 volume last 
year, an increase of about $4,000 
over the prior year. In the past 
two years he has doubled his floor 
space until he now has nearly 
6,000 square feet in the building, 
and a parking area about the same 
size. He employs nine men. 

Ham says there’s no question 
that a principal reason for his 
firm’s steady growth is that sell- 
ing preventive maintenance pays 
off. 


HOLMES TESTER for VALVE LIFTERS > 


A Remarkable New Tool for Detection 
of Faylty Hydraulic Valve Lifters. Permits 
most lifters to be checked for proper 
operation without removal from engine. 
Gauge quickly locates trouble, Saving 
the Shop unnecessary work .. . the Cus- 
tomer unwarranted expense—$21.00*. 


@ HOLMES SERVICER for TESTING 
AND RECLAIMING HYDRAULIC LIFTERS 


Greatly simplifies servicing of Hydraulic Lifters . . . even 
those stuck inside tappet body. Permits all lifters to be taken 
apart, cleaned and re-assembled in a matter of minutes. 
Provides accurate leak-down-test before lifters are re-used. 
Saves Shop-time, Customer Money. 

Prices F.O.B. Chattanooga. 


Order from your jobber Sian Or Write Factory Direct 


ERNEST HOLMES COMPANY 
we w 














CHATTANOOGA 7, TENN. 
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R WASHING SERVICE 


CA 
PON A PROFITABLE BASIS! 


nent 














AUTOMATIC OVERHEAD 


EAVER CAR WASHER 


Take advantage of the full profit possibilities that , FINGER-TIP OPERATION 


car washing service offers. It’s easy with a Weaver 

Automatic-Overhead Car Washer. This super- 1 TEMPERING CYCLE. On flick of lever, 

efficient unit will greatly enlarge your washing ay Me Arch” automatically starts, moves 
° . fi hat i 3 length of car spraying it with clear 

capacity ... give you double the profits that 1s possi- : water while front wheels are hand 


ble by manual washing. washed. 

No costly installation is needed. No tracks, large 2 Lemay see ae At ond < “Tom 
° ° ° drai 7 lash pering Cycle” the “Spray Arch” auto- 
inlet Pipes, special rains, storage tanks, Splas matically reverses direction, sprays car 
walls or curtains are needed. You merely anchor with “Weaver-Gloss” Detergent and water os operator starts sponging 


chains overhead, connect water, and plug into elec- ot rear. 
trical outlet. 3 SPONGING CYCLE. To permit completion of manual sponging, the 
. : : machine stops at end of “Detergent Cycle” for an adjustable interval 
The time-saving, profit producing results that which is pre-set to suit manpower available. 
others are getting — YOU can get. And best of all 4 RINSING CYCLE. After “Sponging Cycle,” unit automatically starts, 
the Weaver Car Washer is reasonably priced. delivers 4 clear water rinses, and automatically shuts off. 


See your Weaver jobber or write us for Bulletin SAJ-710 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete Weaver line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post 
Roll-on, Free-Wheel and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car 
Washers . . . Wheel Alig t Equip t . . . Headlight Testers . . . Brake Testers 
+++ Wheel Balancing Equipment . . . Jacks . . . Wheel Dollies . . . and Air Compressors. 
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Trouble in Showroom 
(Continued from page 33) 


Hardin Moore, Canton Motor 
Sales (Pontiac-GMC trucks), 
Canton, Ga. — (yes) “New cars 
should be kept out of used-car 
dealers’ hands. 

“We feel that a new-car dealer 
should have a liberal profit on the 
merchandise he sells, and if a deal- 
er gets more cars than he can sell 
retail new, the factory should not 
ship any cars that a dealer could 
not retail, for when new cars get 


on a used-car lot at dealer cost 
and some below, it is not good for 
a customer or dealer or factory, 
for warranty is no good and cus- 
tomer does not get the service on 
his car that he is entitled to. If 
he gets a car that is not in good 
driving condition, he thinks the 
car is no good, when a small ad- 
justment would make the man 
happy. If he had purchased the 
car from a new-car dealer, he 
would have been able to keep him 
happy.” 

Roy A. Cruze, Nash-Rambler, 





ss 
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—— 
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Profit by the 
PAIR! 


Take two—they’re twin- 
packed. Simplifies stock- 
ing. Speeds handling. Sells 
matched performance. For 
double action, double 
profits: Golden Glides—in 
the tear-apart twin pack. 


GOLDEN GLIDE SHOCK ABSORBER CO., CLEVELAND, OHIO 
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GOLDEN GLIDE 





shock absorbers 











Roy A Cruze, a Nash dealer at 
Knoxville, Tenn., for 41 years, 
commented: “If Ford and Chev- 
rolet dealers would sell instead of 
giving their cars away, our profit 
margin would he helped.” The 
secretary-treasurer of the Tennes- 
see Automotive Association also 
said that “never before have we 
been found to sell cars for so lit- 
tle a profit, all because of the vol- 
ume dealers’ selling for such a 
small profit, particularly Ford and 
Chevrolet.” 


Knoxville, Tenn. — (yes) “If Ford 
and Chevrolet dealers would sell 
instead of giving their cars away, 
our profit margin would be helped. 

“We have been selling Nash 41 
years here in Knoxville. Never be- 
fore have we been found to sell 
cars for so little a profit, all be- 
cause of the volume dealers’ sell- 
for such a small profit, particularly 
Ford and Chevrolet.” 

W. P. Turnipseed, Turnipseed 
Motor Co. (Chevrolet), Ocala, Fla. 
—(yes) “To help restore our prof- 
it margin to former levels, there 
should be less pressure concerning 
registrations—Chevrolet and Ford 
rat race.” 

W. J. Dierschke, Dierschke 
Chevrolet Co., Sealy, Texas — 
(yes) “The quota system would 
help us restore our profit margin 
to former levels. It appears to us 
that may be the only way a small 
dealer will be able to survive.” 

Marcus L. Alexander, 54 Motors, 
Inc. (De Soto - Plymouth - IHC 
trucks), Guymon, Okla. — (yes) 
“The dealers’ capital security 
clause would help us to restore 
our former margin of profit.” 

Frequently the replies, including 
some in which the dealers asked 
that their identity be withheld, 
mentioned a quality-dealer pro- 
gram. For example: 

Hall R. MacLean, president, 
MacLean Pontiac (since 1934), Bel 
Air, Md. — “Due to the wide 
coverage of radio and TV, it would 
be very difficult to enforce any 
territory security, especially with 
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f you want an Impact Wrench 
designed and built the way it should be 
in the first place and a factory that you 
know goes a little bit further than most 
in standing behind its tools... 














ALBERTSON Boe 
& CO., INC. 





small dealer area close to large 
metropolitan areas. 

“Then, too, these territorial 
boundaries in the past only includ- 
ed incorporated towns, not the 
dealers’ rightful zone of influence. 

“Then there is the overlapping 
of post office rural routes which 
may or may not be included in a 
dealer’s zone of influence. 

“TI feel that as much effort should 
be exercised to see that a quality 
ethical dealership be maintained as 
there is on volume dealerships. 
The public is rapidly becoming a- 


ware of unethical practice of some 
dealers and using this knowledge 
to beat down the would-be ethical 
and honest dealer. 

“T have been a dealer since 1922 
and have always tried to treat peo- 
ple as I would like to be treated, 
but it is getting rough for me all 
the time. 

“There is no substitute for good 
product salesmanship. Price sell- 
ing caused a lot of trouble.” 

At the mid-year meeting of di- 
rectors of the National Automobile 
Dealers Association in Washington, 





HIGHER OCTANES INCREASED 
COMPRESSIONS, Require 
BETTER Valves... RMC 





VALVES 


Seper Oety 
VALVES. 


WAREHOUSED & SOLD BY: 
PIONEER WAREHOUSE CO. (Herman Shields) 
2314 Front St., Meridian, Miss. 
DISTRIBUTOR'S WAREHOUSE, 2436 Dennis St., Jacksonville, Fla. 
AUTOMOTIVE WAREHOUSE, INC., 320 Fifth Ave., S., 


This Super Duty 
Seal on every 
rmc Heavy Duty 
Valve Box. 


eeoeeeee 
INSURE A 


cS 


valve spring 
inserts 





roto-caps and 
roto kits 


RICH ma. UFACTURING 


BATTLE CREEK 
MICH,, U.S.A 
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BETTER for the following reasons: 


ENGINEERING KNOW-HOW 

Serving OEM Since 1908 

BI-METAL CONSTRUCTION 

Heads one Steel Alloy—Stems Another—rme 
Specialized Specifications 

ROTO MECHANISMS 

Both Positive and Release Types 


STELLITE FACES 
Longer Life—Heavy duty applications 


HEAT BANDS —Specialized Applications— 
Sy Around VALVE head prevents burning 


Nashville, Tenn. 
T. L. KIDD COMPANY, 123 Shuman Ave., Charlotte, N. C. 
FRANK J. MERRYMAN CO., 419 Peachtree St., N. E., Atlanta, Ga, 
NEAL GREENFIELD SALES, 509 E. Third St., Fort Worth, Texas 
NEAL GREENFIELD SALES, 2916 Main St., Dallas, Texas 


@eeeeeeeeeeeeoeeeeeeeeeeeed 
BETTER JOB WITH rimc VALVE TRAIN PARTS 


° il A. 


Valves 


valve springs 


and locks 


valve 
guides 
BASIC VALVE MANUFACTURER 
FOR ORIGINAL EQUIPMENT 


SINCE 1908 





D. C., last month the car factories 
were asked to join dealers in tak- 
ing “immediate” steps to halt 
cross-selling, bootlegging and false 
and deceptive advertising. 

The board strongly endorsed the 
present franchise system for dis- 
tributing motor vehicles and in- 
dicated that quick action is needed 
to save the system. 

Fred Sutter, Dodge-Plymouth 
dealer of Columbus, Ind., and a 
former Chrysler Corp. official, who 
is president of NADA, declared 
that cross-selling, bootlegging and 
deceptive advertising and mer- 
chandising are “destroying” the 
franchise system “which we know 
to be in the public interest.” 

He said: “The users of the prod- 
ucts we sell can best be served by 
each dealer concentrating in his 
sales and service efforts in the 
trading area for which he is di- 
rectly responsible. 

“In the last ten years a number 
of dealerships have discarded this 
basic principle behind the fran- 
chise system. The sale of automo- 
biles merely for the sake of sale, 
without any thought of the service 
needs of the user, is definitely not 
in the public interest. Obviously, 
some few selfish dealers do not 
agree with this. As far as they are 
concerned the customer is forgot- 
ten after the sale.” 

Sutter urged immediate remedial 
action and said that a government 
investigation and possible legisla- 
tion were inevitable unless the 
dealers themselves could find a so- 
lution to the situation at once. 

“This involves the strengthening 
of the service warranty, the adop- 
tion of a code of business stand- 
ards and the defining of what con- 
stitutes a ‘quality dealer program’,”’ 
he asserted. 

“Many dealers find themselves 
in a position where their faith in 
the franchise system is so shaken 
that they will not — and, in some 
instances, cannot — invest in the 
expansion of and improvements in 
their service departments. This, 
of course, will, in time, drastically 
affect the over-all economy of the 
country.” 


Chayne Chosen by M.I.T. 


Charles A. Chayne, General Mo- 
tors vice-president in charge of 
engineering, has been elected to 
a five-year term on the govern- 
ing body of the Massachusetts In- 
stitute of Technology. A 1919 grad- 
uate and former instructor at 
M.I.T., Chayne joined Buick Di- 
vision in 1930. 
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“Sorry about the last one—this one’s a MERIT!” 


No more complaints about mufflers rusting away in a few 
months. Since he switched to Merit mufflers, this dealer is up 
to his ears in muffler service. Merit ovals have up to % 
heavier Cushion-Aire® shells, 24 heavier outer heads, heavier 
inner parts, for greater strength and longer life. They feel 
heavier, look sturdier, and cost nothing extra. No wonder 
they’re so easy to sell. Merit assures much longer life, real * 
silencing, lowest back pressure. 

And Merit backs dealers with smart selling aids like electric 
signs, inspection tags, posters, decals, and a new 12-muffler 
display rack. 

Give your muffler business a real boost—switch to Merit MUFFLERS AND PIPES 


today. Get in touch with your Merit jobber or write us direct. Dept. 5G, 619 Smith St., Toledo 1, Ohio 
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Ford Promotes Program 
For Truck Drivers 


mamas of a public-service 
safety program aimed at help- 
ing thousands of the nation’s truck 
drivers up-grade their driving 
skills and habits was announced 
last month by Ford Division of 
Ford Motor Co. 

The effectiveness of the new ap- 
proach to safer and more skillful 
driving already has been tested in 
Detroit where it helped the 350 
drivers of Hess Cartage Co. cut 


their accident insurance claim rate 
in half and reduce the firm’s acci- 
dent cost by $130,000 annually. 

The program was announced at 
a meeting of the American High- 
way Safety Committee, Private 
Truck Council, in New York by 
Fletcher N. Platt, manager of 
Ford’s Traffic Safety and Highway 
Improvement Department, 

The program will be conducted 
for Ford by Harold L. Smith of 
the Institute of Driver Behavior 
and originator of the “Smith Sys- 
tem for Safe Driving.” The new 





Do MORE Work 


FASTER! 


The more work you can turn out fast—the 
more profits you make. That’s where 
Lempco brake drum lathes pay off. They 
not only do more work faster—but better, 


too. Check the features below: 


® A model for every shop—from the 
smallest to the largest. 


@ Wide selection of feeds and speeds. 


® Mirror finishes, frequently with one 


cut. No sag, no chatter. 


® Stationary spindle, Timken bearing 
equipped for lifetime accuracy. 


@® Lempco design proved best by 35 years 


experience. 


Lempco “Partnership Terms”’ let you pay out of profits. 
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Products, Inc. 
Bedford, Ohio 





system has been the subject of nu- 
merous Magazine and newspaper 
articles and is explained in a mo- 
tion picture which will be part of 
the instruction. 


Truck-Trailerites Push 
Public Acceptance 


A “BRAINSTORMING” session on 
methods to improve public 
acceptance of truck-trailers, plus 
a public relations panel discussion, 
will highlight the annual meeting 
of the Truck-Trailer Manufactur- 
ers Association July 15-17 at The 
Homestead in Hot Springs, Va. 

Association President A. A. 
Kearney said that although only 
a small percentage of the public 
have criticisms, the entire trucking 
industry must cooperate and do all 
possible —- engineering-, public 
relations- and attitude-wise — to 
further reduce that percentage. 

Panel moderator will be Walter 
Belson, assistant to the president 
and director of public relations of 
the American Trucking Associa- 
tions. Included on the panel will 
be Charles Ray, vice-president of 
Markel Service, Inc., Richmond, 
and Leigh Culley of the Great 
Southern Trucking Co., Jackson- 
ville, Fla. 


NADA Congratulates 
Commercial Credit 


TRIBUTE to the Commercial 

Credit Co. on the 45th anni- 
versary of its founding has been 
paid by the National Automobile 
Dealers Association. 

Speaking on behalf of the asso- 
ciation, Executive Vice-President 
Frederick J. Bell extended best 
wishes for the company’s continued 
growth and progress, saying: 

“Probably no single factor has 
been so vital to the mass produc- 
tion and sale of automobiles as has 
been the development of install- 
ment credit as it is made available 
to purchasers of automobiles. Com- 
mercial Credit Co.’s important role 
in automobile financing is pointed 
up dramatically at this time by its 
financing of the ‘ten millionth’ mo- 
tor vehicle.” 


Smithfield Elects Little 


C. D. Little of Little’s Pontiac 
Co. has been elected president of 
the Smithfield (N. C) Automobile 
Dealers Association. Other officers 
are W. O. Buie, Buie Motors, Inc., 
vice-president, and N. P. Williams, 
Williams Motor Co., Inc., secre- 
tary-treasurer. 
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Announcing the new PEAK 


ANTI-FREEZE 


"EXPERT DEALER" PROGRAM 


* It helps you sell more anti-freeze . . . earlier! 
* Helps sell related winter products and service! 


You put up this sign which will 
be nationally advertised by PEAK! 


The advertising will tell car owners you offer a 
v Pre-Winter Checkup. Motorists will be looking 
0 for this sign. They will want the service — and 
LY PEAK Anti-freeze, too. 


an The sign brings in car owners early 

a\l ~~ for anti-freeze and the checkup! 
Sie 

tO} — 

















This helps you avoid the last-minute rush when 
cold weather hits. You have the time to sell cus- 
tomers on a complete winterizing job . . . time 
to make extra profits for your service. 








You use this wheel tag as a guide 


when making the checkup! 


It takes only a few minutes to make the checkup 
while you are draining the radiator. Use the tag as 
your guide in making the checkup. There’s room on 
the back for remarks. 


The tag helps you sell related 


° It tells your customer what service or parts 
winter products! are needed. The tag is your sales-opener. 
It gets the car owner interested in buying 


. . . leads to extra sales of tires, batteries, 
oil and other items. 


STOCK PEAK PEAK 
nie ery sitions ¢ PEAK gives unsurpassed all-winter freeze 


protection. 
udustowk ANTI-FREEZE | * PEAK gives better protection from rust 


" and corrosion than any other nationaliy 
ADVERTISING! =o odvertited brand. 
“ ¢ PEAK is guaranteed. 
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Commercial Solvents Corporation, 260 Madison Ave., N .Y. 16, N. Y, 
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BALTIMORE 


James H. [Jim] Klinefelter 


BOSTON 
2) F. W. [Frank] Brooke 


CHICAGO 
E. C. [Ed] Messervey 


CINCINNATI 
John J. Byrne 


CLEVELAND 
F.C. Jack] Webb 
DALLAS 

© A.C. [Bob} swygara 
DENVER 

@ EP. Tec} Mutter 
DES MOINES 
Frank R. Johnson 
DETROIT 

© W.T. imint) obec 
HOUSTON 

© overt F. (B00) voget 
INDIANAPOLIS 
George W. Gille 


KANSAS CITY 
C. L. [Charlie] Sparks 


LIVONIA 
F. W. [Ted] Busch 


LOS ANGELES 
A. R. [Al] Sedgebeer 


MILWAUKEE 
R. E. [Ralph] Wilkinson 


MINNEAPOLIS 
James H. Jim) Thurow 


NASHVILLE 
J. McEwen Cherry 


NEW YORK 
H. F. [Hal] Freyer 


PHILADELPHIA 
R. E. [Rich} McConnell 


PHOENIX 
Lee Vaughan 


PITTSBURGH 
John F. Young 


SAN FRANCISCO 
R. E. [Bob] Sanderson 


SEATTLE 
W. J. [Joe] Pratto 


TOLEDO 
John F. Neff 


TORONTO, ONTARIO 
G. B. [Gord] Grossett 


VANCOUVER 4, B.C. 
Ross L. Richards 


@ EXPORT 
P. A. [Pete] Karl 
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AROLUBE 


These are the friendly AROLUBE Division 
Managers whose sales-and-service staffs are nearby 
to assist you in all parts of the nation! 
The combined experience of these 27 lube equipment 
experts totals 324 years ... each man averaging 12 years with 
ARO! This means—the ARO Manager who serves your area can 
bring a wealth of know-how to your problems of lube department 
planning and service. He can help you step up lube profits! 
It will pay you to call on this man and get acquainted. Ask him about 
the fast build-up of profit when you go modern... go overhead with ARO! 
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sales and service 








Go overhead ... go modern with 
AROLUBE Reels to save time 
and increase your profits! Choice 
of reels for chassis, gear, motor 
oil, air, water, automatic trans- 
mission service. Today more 
than ever it pays to go overhead 
to get ahead! 








THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES=BRYAN, OHIO «+ Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S. Grand Ave., Los Angeles 7, Collif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ont. 
Offices in All Principal Cities 


SERVICE “DEPOT 
® 
LUBE EQUIPMENT 


Automotive—Farm—Iindustry 


yg astipfipwete Ts LUBRICATING 
EQUIPMENT 
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Slows Thieves 
(Continued from page 43) 


This is the way the plan works 
in the Knoxville area: 

A dealer buys the electric pencil, 
which retails for $9.95. 

The last four numbers of a car’s 
serial number are etched incon- 
spicuously on the outside of the 
hubcap, where the valve stem 
comes through. By having it on 
the outside, officers are able to 
check a hubcap without a search 
warrant. If the serial number were 


on the inner side of the hubcap, 
they might need a warrant. 

The etchings are with the con- 
sent of the car owner, of course, 
and he is told to telephone the de- 
tective bureau if his hubcap or 
hubcaps disappear. The owner is 
also asked to report his name, ad- 
dress, model and make of car, a- 
long with the serial number. 

When a hubcap is_ reported 
stolen, detectives start checking 
with used parts dealers. 

Before asking dealers to coop- 
erate in reducing a $50,000 annual 








keep America 


on the move 


Check the caps every time you lift the hood. \ 


\ 
\ 


Build good will by anticipating trouble for 


--. 


your customers. Save them time and money on 
their vacations. Order needed Stant EV RSEAL Pressure 


EVRSEAL Oil Filler Caps. 


\ 

\ 

| 

Caps, DUAL-LOC Locking Gas Caps and | 
/ 

/ 


theft racket in Knoxville, Capt. 
Guinn bought an electric pencil 
and made tests himself, 

Within two weeks after the plan 
started, over 1,500 cars had free 
identification “brands” on hub- 
caps, and there was a noticeable 
drop in thefts. 

Thieves, as well as car owners, 
had heard of it and they were shy- 
ing away from marked cars. 

“Everybody is much enthused 
about it,” said Guinn. “We used to 
have reports of several sets stolen 
each night, sometimes many more. 
Now we only have reports of three 
or four a week. 

“The thieves know they can be 
caught now. Heretofore a hubcap 
was just a hubcap. Now it can be 
identified as registered to that car. 

“Out in California the idea cut 
hubcap thefts 80%.” 

Not all plans are just alike. 

Guinn does not ask dealers to 
keep a file on all their etchings, 
because that would mean addition- 
al work, although they could do so 
if they wish. He does ask each to 
keep an estimate on how many 
caps they’ve marked. 


Detectives Record Data 


The detective bureau puts the 
number and other information in 
its files whenever a theft is re- 
ported. 

Hotrods are checked, because 
stolen hubcaps in the past are 
known to have gone on some of 
them. Receiving stolen property 
could be involved. 

If a marking on a cap is defaced 
or mutilated, that in itself is an 
offense. 

In Northern California there was 
a campaign to have owners’ li- 
cense numbers engraved on hub- 
caps. Thefts dropped 75% as a re- 
sult, a Berkeley report said. 

In Chicago there was a plan to 
engrave 1957 license numbers on 
automobiles. 

In San Antonio, Texas, an of- 
ficer developed a plan for car own- 
ers to have engraved the last four 
digits of the permanent identifica- 
tion number now used by Texas 
law enforcement officers to iden- 
tify vehicles. 

An owner’s telephone number 


Write for catalog to 
STANT MANUFACTURING Co., INC., 
Connersville, Indiana. 

... naming your jobber. 


could be used, if preferred. 

Newspapers are always glad to 
cooperate in such a campaign. 

In Knoxville, police also fur- 
nished car dealers and service sta- 
tions with posters telling of the 
free offer. 
~ In view of the high juvenile de- 

ee linquency, maybe you'll want to 

score hubcaps also. 


XN used on America's Finest Automobiles as 


XN, 


~ Standard Equipment for a generation 
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ALL TOP-QUALITY... 
ALL from ONE source 


You get uniform high quality—and save time—when you 
standardize on Wagner Lockheed. 

There's a reputable supplier near you—wherever you are— 
prepared to furnish Wagner Lockheed Brake Parts and 
Fluid for every hydraulic brake system—and brake lining 
for every car, bus, truck or trailer. 

WAGNER LOCKHEED BRAKE FLUID is compounded of 
finest ingredients—chemically balanced to function effi- 
ciently under all driving conditions. It surpasses S.A.E. 
specifications. Just two types answer every service need. 
WAGNER LOCKHEED REPLACEMENT BRAKE PARTS 
are manufactured by the same machinery—to the same 
specifications—as Wagner parts used for original equipment. 
Cover every make and model of vehicle including hard-to- 


A57-128 


‘Wasner Lockheed 


find numbers not easily obtainable elsewhere. Parts are 
available individually or in factory-sealed kits. 

WAGNER LOCKHEED BRAKE LINING assures more miles 
of quick, safe, smooth stops... fewer brake adjustments... 
less drum wear. Uniform in density, composition, and fric- 
tional quality. Available in sets, blocks, rolls, slabs, cut 
segments and on shoes. 

WAGNER EXCHANGE BRAKE SHOE SETS have lining 
“bonded-on” or “riveted-on” according to highest factory 
standards. Sets are available for all popular passenger cars 
and some light trucks with both standard and over-size 
lining thicknesses. 

USE COUPON to get FREE copy of valuable BRAKE 
SERVICE MANUAL HU-411. 





' 

! = WadgnerFlec?ric Grporation 
6362 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


Please send us bulletin HU-41! on Hydraulic Brake Servicing. 
We understond that there is no chorge of obligation. 


Name 








the Leet known natne in brake service Firm 


Address 
City and State 














LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...CoMaX BRAKE LINING...NoRoL...AIR HORNS! 
AIR BRAKES...TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 
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HELPFUL 


| BOOKLETS 


FREE! 





On this and the following pages is an excellent selection of free 
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10] WRITE FOR CURTIS LITERA- 
TURE ASSEMBLY KIT C-6—<Gives 
full information on Curtis Air Compressors, 
Curtis Car Washers and Curtis Auto Lifts. 
Curtis Pneumatic Machinery Division of 
Curtis Mfg. Co., 1938 Kienlen Avenue, St. 
Louis 20, Mo. 
10 MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 
105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. 
Contains an explanation of the operation of 
the Wagner Rotary Air Compressor com- 
plete with diagrams, cross section drawings, 
and photographs. Lists by catalog numbers 
component parts as well as field installation 
kits. Write for Catalog KU-201, Wagner 
Electric Oorporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 
] CAP MERCHANDISER—How to in- 
crease profits by use of radiator 
and gasoline cap merchandiser. The space 
saving Merchandiser saves you time and 
money while increasing sales and profits. 
Ask for detailed information. Stant Mfg. 
Co., 1620 Columbia Ave., Connersville, Ind. 
107 THERMOID HYDRAULIC BRAKE 
PARTS MANUAL—A 16-page man- 
ual in simple language with _ illustrations. 
Descriptions of servicing, bleeding and flush- 
ing procedures are set forth, also instructions 
on rebuilding master and wheel cylinders. 
Brake fluid requirements are listed and 
hydraulic brake system operation is explain- 
ed. This new manual, Form No. HBP-100 is 
companion piece to Thermoid Brake Service 
a i Book. Thermoid Co., Dept. R, Tren- 
ton, N. J. 
10 1957 EDITION OF 12 VOLT ELEC- 
TRICAL EQUIPMENT FOR PAS- 
SENGER CARS—Contains description of 12- 
volt automotive electrical equipment used 
on 1957 model cars, giving special emphasis 
to the new external adjustment type dis- 
tributor and the enclosed shift lever type 
cranking motor. Recommendations for periodic 
servicing, checking and adjusting of the 
charging. starting and ignition systems are 
discussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Deleo-Remy 
Div., Anderson, Ind. 
109 AMMCO BRAKE SERVICE, EN- 
GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT—Catalogs, de- 
scribing the Ammco line of brake drum lathes, 
brake shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
in fitting honing machines, small bore 
ones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inc., 2110 Commonwealth Ave., 
North Chicago, Ill. 
] 1 0 HEAVY DUTY AUTOMOTIVE AIR 
TOOLS—Complete details including 
prices on heavy duty air Impactools and ac- 
cessories, tire service tools and IMPACutter. 
Proof of time, labor, and money savings on 
many automotive service jobs. John ‘ 
Uhler. Ingersoll-Rand Co., Phillipsburg, N. J. 
1 ] 1 SELECTION GUIDE OF SPECIAL. 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful 
to inexperienced operator, making it prac- 
tically impossible to select the wrong gun 
or accessory for any given operation, Also 
has chassis drawing pointing out every part 
named. Form No. 38-808. Alemite Div., Stew- 


96 


art Warner Corp., 1826 Diversey Parkway, 
Chicago 14, Illinois. 
] 1 32 REASONS FOR OIL CONSUMP- 
: TION—an easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top technical 
staffs in this field. Write—Oil Consumption 
Booklet, American Hammered, 2001 Sanford 
Street, Muskegon, Mich. 
] 1 TOOLS FOR AUTOMATIC TRANS- 
MISSION SERVICE—Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a cata- 
log supplement offered by Blackhawk Hand 
Tools, New Britain, Conn. 
1] RAMCO SERVICE MANUAL—5Sth 
edition, Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest 
Park Bivd., St. Louis 8, Mo. 
12 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advance truing principle. Bear Mfg. OCo., 
Dept. SAJ, Rock Island, Ill. 
12 AERO-SEAL HOSE CLAMPS—An 
illustrated 4-page folder’ giving 
clamp ranges, mechanical information, 
engineering data, stock numbers, packaging, 
ete. Breeze Corps., Inc., 700 Liberty Ave., 
Union, N. J. 
] 27 HYDRAULIC BRAKE FLUID SERV- 
ICE—HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED—HEasy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicin hydraulic 
braking systems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, issouri. 
129 TOOLS FOR FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS— 
New 12 page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 
13 VALVE CATALOG—A new 166 
page catalog of valves, valve guides, 
valve seats, valve openings and other valve 
components is offered by Rich Mfg. Corp., 
Battle Creek, Mich. 
13 AUTOMOTIVE SERVICE GUIDE 
—A practical and factual presenta- 
tion of the use of Impactools in automotive 
servicing. Contains time study reports show- 
ing how dealers and shops can increase 
profits for both themselves and their mechan- 
ies. Automotive Service Guides are now avail- 
able for Ford, Chevrolet, Plymouth, Olds- 
mobile, Hudson, Studebaker and general truck 
service. Specify which Guides you want. John 
K. pa. Ingersoll-Rand Co., Phillipsburg, 


N. J. 

13 CATALOG No. 56—Features more 
than 300 Champ-Items automotive 

replacement parts for all makes of cars. A 

handy service book, Champ-Items, Inc., 6190 


Maple Ave., St. Louis 14, Mo. 
] 3 STREAMLINER CATALOGS on 
Moog Coil action front end parts, coil 
springs, chassis parts and electrically heat- 
treated springs for cars and trucks. Moog 
Industries, Inc., 6651 Easton Ave., St. Louis 
14, Mo. 
13 DELCO-REMY ELECTRICAL SERV- 
ICE—A 20-page 8%xl1l-inch book- 
let covering essential steps in servicing the 
electrical system on an automobile. Profusely 
illustrated (84 pictures). A must for the 


automotive electrician. Delco-Remy Service 
Department, Anderson, . Ind. 
138 PLUG CHEK—A colorful wall ban- 
ner showing condition of spark plugs 
under various driving conditions. This serv- 
ice tool is designed to assist service men in 
diagnosing spark lug heat range problems. 
The Electric Auto-Lite Co., Toledo 1. Ohio. 
139 AIR COOLED ENGINE VALVES 
A complete 8-page & cover catalog 
of valves for air-cooled eagines and locks, 
first offered by any replacement valve manu- 
facturer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mich. 
1 PRESSURIZED COOLING SYSTEM 
_Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
14 NEW PISTON RING CATALOG and 
, full Power Story on Moog X-Plus 
Piston Rings for motor reconditioning. Moog 
Piston Ring Co., 6651 Easton Ave., St. Louis 
14, Mo. 
] RADIATOR SERVICING EQUIP- 
‘ MENT—A new 48 page book ‘‘Blue 
print For Profit’’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free facotry training school, payment plan, 
etc. Inland Mfg. Co., 1108 Jackson St., Oma 
ha 2, Nebraska. 
147 NEW LIGHTING SPECIFICATIONS 
BOOKLET— illustrated 12 pages lists 
all the new American Trucking Association 
recommendations. Gives uniform. specifica 
tions for firing and lighting of commercial 
vehicles. Write to Signal-Stat Corp., 523 
Kent Ave., Brooklyn 11, N. Y. 
149 TIRE & TUBE REPAIR MA- 
TERIALS are listed in this new 
12 page catalog. Gives the complete line 
offered and also the stock numbers, quantity 
in package and the shipping weight. Ace 
Rubber Co., P. O. Box 6147, Dallas, Texas 
15 MODEL 911 ROCKER 
FACER—All technical data 
operating procedures are contained in 
bulletin. Also, advantage features of 
Rocker Arm Refacer are clearly defined 
Storm-Vulcan, Inc., 2225 Burbank St., Dallas, 
Texas. 
15 BLUEPRINT FOR PROFIT — A 
booklet with case histories of dealers 
and shops who have increased profits servic 
ing radiators. Information about necessary 
equipment, tools and supplies needed to set 
up.—Inland Mfg. Co., 1108 Jackson St., 
Omaha 2, Neb. 
155 HOW TO SELL MORE OIL, OIL 
FILTERS, LUBRICATIONS & TBA 
ITEMS—12 page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Corp., 25 Buick 
St., Boston 15, Mass. 
156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body 
filler that hardens like rock’’. Easily. quick- 
ly and conveniently applied, Bondo _per- 
manently restores surfaces ‘‘like new’’ for 
automotive, marine and industrial repairs 
of metals, wood, stone and concrete. Bondo 
Div.. Jaycee Chemical Corp., 1104 Forest 
Road, Northford, Conn. 
160 SUGGESTED SHOP PRICES ON 
MACHINE SHOP OPERATIONS-— 
A 24-page booklet giving suggested shop 
prices on everything from align bore blocks 
to valve jobs. Prices represent average price 
gathered from jobbers in U.S. and Canada. 
Van Norman Automotive Equipment Co., 3640 
Main St.. Springfield 7. Mass 
16] COMPLETE REBUILT LINE — A 
122 page catalog covering a com- 
plete line of top quality rebuilt products 
for automotive and tractor units is now 
available to both present and prospective 
users of the Kimco line. For all information 
write Kimco Auto Products, 1520 Texas 
St.. Memphis. Tenn 
162 BONDO SERVICE BOOKLET — 
ILLUSTRATED—Describes in com- 
plete detail application and uses of plastic- 
fibreglass paste for the auto body repair— 
showing different types of repair work and 
advantages and how to save time on body 
work. Bondo Div., Jaycee Chemical Corp., 
Northford, Conn. 
16 TIRE TOOL CATALOG —-Sheets 
show you the complete Ken Tool 
line giving specifications for each. Includes 
explanation of how and where each too 
should be used to most profitable advantage 
Ken Tool Mfg. Co., 768 E. North St., Akron, 
Ohio. 
AIRTEX FUEL PUMPS—New and 
1 rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Il. 
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166 CYLINDER HEAD STOCK RE- 
J MOVAL CHART a handy pocket 
size showing year and model of car, stand- 
ard compression and the amount of cylinder 
head stock removal necessary to attain the 
increased ratio. Storm-Vulcan, Inc., 2225 
Burbank St., Dallas, Texas. 


16 TOOL CHEST BULLETINS — De- 

scriptive literature of the Huot tool 
chests and cabinets including the Huot Porta 
Cab designed for you to have rolling s e 
for tools. Huot Mfg. Company, 587 ° 
Wheeler St., St. Paul 4, Minn. 


169 ADVANTAGES OF FILT-O-REG 
COMBINATION FUEL PRESSURE 
REGULATOR-FILTER — on every gasoline 
engine. Solves carburetor troubles caused by 
excessive fuel pump pressure, Explained in 
a new bulletin. rite Alondra Sales, Inc., 
959 Orenshaw Blvd., Los Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE — 8& 
. page illustrated booklet gives prac- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage and 
how this can be a profitable business for 
you. Bee-Line Co., Davenport, Iowa. 


17] ILLUSTRATED CATALOG of test 
equipment for 6 and 12 volt Automo- 
tive Testing and Servicing. Allen Electric & 
Equipment Co., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 


17 A-1919 FUEL PUMP SHOP MAN- 

UAL — contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. E. Jambor, AC Spark 
Plug Div., Flint 2, Mich. 


173 HYDRAULIC PARTS — Complete 
master catalog of the complete line of 
Eis hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop- 
light switches, brake-master and wheel as- 
semblies. Information complete up to 1954. 
Eis Automotive OCorp., Middletown, Oonn. 


17 A-2356 SERVICE TIPS BOOKLET 
_-—on spark plug removal and_ in- 
stallation. E. Jambor, AOC Spark Plug Div., 
Flint 2, Mich. 


17 A-2446 CHART (in full color) il- 
lustrating ‘‘What Your Spark Plugs 


Can Tell You About Your Engine’’. —E. 
Jambor, AC Spark Plug Div., Flint 2, Mich. 


180 THE LAMSON NO. 56-A AUTO- 
MOTIVE CATALOG — Completely 
revised, illustrated reference book of fasten- 
ers used daily by automotive maintenance 
men including Plated Cap Screws and Nuts— 
Brass Nuts, Expansion Plugs, Assortments, 
Brake Lining Fasteners, Bumper Bolts, Tap- 
ing Screws, Flat and Lock Washers, Truck 
heel Studs, Stove Bolts, Cotter Pins and 
many other items. List prices, dimensions and 
carton quantities are given. Lamson & Ses- 
— Co., 1971 W. 85th St., Oleveland 2, 
io. 


18 WHEEL COVER CATALOG NO. 57 

—Covers complete line of wheel cov- 
ers in sizes to fit 14”, 15” and 16” wheels. 
Namsco, Inc., 333 8ist Ave., Bellwood, Ill. 


18 THOR CATALOG 39-C COMPLETE 

LINE TRIC TOOLS... 40 
pages listing all Thor SilverLine electric tools 
and specifications. Drills, sanders, hammers, 
impact wrenches, nibbler, polishers, tappers, 
valve grinders, valve refacers. Write for 
Catalog 39-0, Thor Power Tool Company, 175 
N. State St., Aurora, Ill, 


184 THOR AIR TOOLS FOR AUTOMO- 

TIVE SERVICE ...8 page catalog 
listing complete line of Thor Air Impact 
Wrenches, sockets and accessories. Also in- 
cludes information on Thor Auto Air Ham- 
mer, Body & Fender Hammer and heavy duty 


tire removing tool. Write for Catalog JE- 
1685-A, Thor Power Tool Co., 175 N. State 
St., Aurora, Ill, 


1 8 SERVICE ENGINEERING BRO- 

CHURE — A new brochure comprised 
of 14 Service Engineering articles coverin 
oil consumption problems, ring problems, oi 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several articles 
on scuffed rings and how to avoid scuffing 
and scoring. Perfect Circle Oorp., Hagers- 
town, Ind. 


] 86 AUTO LITE BATTERY SERVICE 

MANUAL — An authentic reference 
and guide for everyone interested in testing 
and servicing automotive storage batteries. 
Simply written and thoroughly illustrated, it 
is so complete in its coverage of the subject 
that service men and fleet operators will find 
it easily understandable. Distributed by Auto- 
Lite Battery Corporation, P. 0. Box 931, 
Toledo, Ohio. 


18 BRAKE PRODUCTS booklet gives 

you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 7 
point brake check, Raybestos Div., Bridge- 
port 2, Conn. 


1 8 ELECTRICAL TUNE-UP TESTING 

EQUIPMENT CATALOG NO. 100 
DB — gives full information on each testing 
equipment item in the entire Herbrand line. 
Includes details on such items as Power 
Fey Lights, Comgpeaees Gauges, Neon 
Tube Timing Lights, Tachometers and others. 
Herbrand Div., Fremont, Ohio 


189 GENERAL PAINTING INSTRUC- 
TIONS — Form 5723 covers finish- 
ing of passenger cars or commercial vehicles 
in lacquer or enamel finish. Gives full details 
for any surface including preparation of 
same, Ditzler Color Division, 8000 W. Chi- 
cago Ave., Detroit 4, Mich. 


] COOLING SYSTEM CLEANING — 

Bulletin titled ‘‘Cooling System 
Maintenance an Open Door to Greater Pro- 
fits’’, describes Jenny Steam Thoro-Purge 
the most modern and thorough method of 
reverse flushing cooling systems; also shows 
increased profits possible from its use, Write 
for Bulletin STP-5, Homestead Vaive Manu- 
facturing Co., P. O. Box 99, Coraopolis, Pa. 


191 VMC GENERATOR — New 12 page 

generator, starter, and armature 
specification and application folder ra. 
senger cars and trucks including 1957 models. 
The VMO System, Atlanta 18, Ga. 


19 DOPE SHEET — Tells how to get 

best results from Arco 45, fast air- 
dry enamel. Proper application methods are 
discussed to assure excellent product per- 
formance. The Arco Co., 7301 Bessemer Ave., 
Cleveland 27, Ohio 


19 WIRE & CABLE CATALOG — A 

condensed catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio. 


194 TWIN POST LIFT WHEEL ALIGN- 
MENT OUTFIT — Illustrated 8 page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment ant ponte out fast readin 

advantages. Weaver Mfg. Co., Springfield, Il. 


] NEW CATALOG material on Yank- 

ee’s fender or body mounting mirror 
line. Locking mirror heads are featured, as 
well as new painted Pacesetters and 24 Karat 
Gold Plated Pacesetters. Ask for catalog 
sheets 56001-4. Kalamazoo punched for filing. 
Yankee Metal Products Corp., Norwalk, Conn. 


19 SPARK PLUGS — Condensed four 

page specification folder for passen- 
er cars, including 1956 models. The Electric 
uto-Lite Oo., Toledo 1, Ohio 


19 SERVICE JACK CATALOG PAGE 

— Model WA-66, 1% ton and 1% 
ton service jacks are fully described. ht 
weight of these models makes them ideal for 
r service truc and away from shop 
service. Includes complete specifications. 
Weaver Mfg. Oo., Springfield, Ill. 


200 FREE WHEEL LIFTS AND ROLL 
ON LIFTS CATALOG PAGES — 
Two pages gives dimensions, capacity and 
other pertinent information about these two 
Weaver products. Weaver Mfg. Co., Spring- 
field, Ill. 


209 EXTRA PROFITS WITH STEAM 
CLEANERS — 20 page booklet 
showing several models of Hypressure Jenny 
steam cleaners, and illustrating many prof- 
itable usages of equipment in automotive 
and allied industries. Also folder on - 
ing System Maintenance. Hypressure Jenny 
Div., Homestead Valve Mfg. Oo., P. O. Box 
348, Coraopolis, Penna. 


21 COLUMBUS SHOCK ABSORBERS 

— Now available plastic demonstra- 
tor shock absorber, made of full-size pro- 
duction parts with real hydraulic fluid in- 
side; literature available — form #4097 — 
on how plastic shock and metal display can 
be obtained. Heckethorn Mfg. & Supply Co., 
Littleton, Colorado. 


21 SHOCK ABSORBER CATALOG NO. 

320-T-A—A 16 page listing by num- 
bers or by makes — shock absorbers for 
every automotive need —- passenger cars, 
and some trucks. Monroe Auto Equipment 
Co., Monroe, Mich. 


21 4 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS — Explains in 
simple language, every detail of Voltage Reg- 
ulators—how they work, why they are im- 
portant, how to adjust and service them. In 
16-page handy pocket size edition, with 
many working drawings to clarify and il- 
lustrate the text. Standard Motor Products, 
Inc., 87-18 Northern Blvd., Long Island City 
N. Y. 


219 HOMESTEAD HOISTER — Folder 
describing truck and auto front-end 
lifts, showing many applications of combin- 
ing speed and safety. Homestead Valve Mfg. 
Co.. P. O. Box 348, Coraopolis, Penna. 
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‘‘WHAT PRICE QUALITY’’ — 

Read how ignition arts should be 
made and why. “WHAT PRICE QUALITY"’ 
tells the story of the making of quality ig- 
nition parts. Written in non-technical lan- 
guage, Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, N. Y. 


22 AFTER BREAK-IN DRIVING — A 

86 page booklet ‘‘After-The-Break- 
In'’ period giving technical facts on oil filter 
operation with illustrations. The booklet dis- 
cusses oi] contamination during the period 
after an engine is broken in. Write for 
**After-The-Break-In’’ period, Walker Man- 
ufacturing OCo., Racine, Wis. 


22 FUEL PUMP TROUBLE SHOOTING 

— Clearly describes and illustrates 
correct procedure for testing fuel and vacuum 
pumps, and how to use properly a fuel pump 
pressure gauge. Four page pamphlet also in- 
cludes complete fuel pump pressure specifica- 
tions and car application data. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 


230 NEW SIOUX CATALOG #56 — A 
new 52 page catalog including com- 
lete illustrations and d ptions of valve 
ace grinding machines, valve seat grinder 
sets, electric screw drivers, impact wrenches, 
drills, bench and portable ers, flexible 
chafts, saws, sanders, hers, abrasive 
dises and polishes. Also included are electric 
tools for builders, farmers and home shop. 
— Albertson & Oo., Inc., Sioux City, Iowa. 


2 RUBBER PRODUCTS — A con- 

densed catalog designed for parts 
reference work just released, It contains 
handy simplified identification and illustra- 
tions of floor mats, pedal pads, motor mounts, 
and rubber bushings. Doan Mfg. Co., 1725 
London Road, Cleveland 12, Ohio. 


262 OIL FILTER SELLING AIDS — 
Wix-O-Matic the guide to extra prof- 
its in oil filter service sales. A revolutionary 
merchandising concept featuring minimum, 
controlled inventory, aranteed sales, T- 
petual stock control, Dial-O-Matic cartridge 
selector, cartridge installation charge guide, 
dealer franchise, plus choice of two eye- 
catching, money making merchandisers—floor 
cabinet or wall rack. Ask for brochure giving 
complete details. Wix Corp., Gastonia, N. C. 


305 KOTAFIN ORANKSHAFTS IN- 
CREASE BEARING LIFE — A new 
service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of reconditioned crank- 
shafts. Booklet clearly shows the cause of 
most early bearing failures, and how the 
KOTAFIN process prevents them, also length- 
ens bearing !ife. Storm-Vulcan, Inc., 2225 
Burbank S8t., Dallas 9, Texas. 


31 4 WAGNER BEAKE PARTS CATA- 

LOG — A bendy ONE-POINT ref- 
erence to fast-moving brake parts and lining, 
covering peosies models of cars and trucks. 
Catalog a lists complete stock of shoe ex- 
change sets, as well as CoMaX bonded lin- 
ing segments available to those interested in 
bonding lining in their own shops. Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 


31 BETTER IGNITION by Delco-Remy 

—l16-page, 8% x 11 inch booklet 
covering theory, operation and maintenance 
of Delco-Remy ignition equipment. Contains 
71 illustrations. Will help automotive elec- 
tricians understand and service ignition e- 
yn ney Deleo-Remy Service Department, 
Anderson, Ind. 


3 20 NEW DEALER CATALOG OF MO- 

TOR REBUILDING © — 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines, Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesmen's 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 9, Texas. 


32 BRAKE LINING — A new 18 page 
condensed catalog listing brake lin- 
ing recommendations for all popular passen- 
ger cars, commercial cars, etc. Vehicles are 
listed by year and model. Recommendations 
are made both for riveted and for bonded 
lining. World Bestos Corp., P. O. Box 346, 
New Castle, Ind, 
334 ‘‘STYLENGINEERED LUBRICA- 
TION DEPARTMENTS’’ — 32 page 
booklet describing and illustratnig various 
size lubrication departments and the combina- 
tion of equipment for most efficient and eco- 
nomical operation _ on available 
floor space. Lincoln Engineering Company, 
5708 Natural Bridge Avenue, St. Louis 20, 
Missouri. 


335 POWER AND MANUAL LUBRI 

TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 74. Catalog contains all new- 
est types of grease-guns, fittings and acces- 
sories for fast, clean, economical lubrication 
of farm machinery. Lincoln Engineering 
Company, 5708 Natural Bridge Ave., St. Louis 

0, Mo. 

336 NEW FILKO IGNITION PARTS 

CATALOG — Big 160-page catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for practically every 
make and mode! of car, truck, bus and trac- 
tor, New simplified listings make the new 
Filko Catalog exceptionally easy to use. F & 
B. Mfg. Co., 4248 W. Chicago Avenue, Chi- 
eago 51, Ill, 

3 AUTO LAMP SERVICING GUIDE 
3 8 — Illustrated and handy reference 
with replacement charts and instructions for 
aiming, adjusting, focusing, installing and 
servicing trucks and auto lamps. Also com- 
plete information on _ servicing directional 
signal flashers. -Sol Electric Inc., 95 
Eighth Ave., Newark 4, New Jersey. 

AND WATER 


340 OIL, AIR, FUEL 
FILTERS — Valuable information on 
oil, air, fuel and water filters, Complete se- 


lection of material to help you sell, install and 
service filters. Fram Corporation, Providence 


345 HYDRAULIC BRAKE WALL 
CHART — Setal bound listing up- 
to-date parts information for passenger cars 
and trucks, including listings for master 
and wheel cylinder repair kits, stop light 
switches and brake hoses. Eis Automotive 
Corp., P. O. Box 701, Middletown, Conn. 


3 4 INTRODUCTION To POWER 

STEERING — Complete explanation 

of power paca wiry J principio and advantages. 

12 page booklet ful y, Menotented and diagram- 

of R onroe Auto Equipment Co., Monroe, 
c 


361 NEW ‘QUICK REFERENCE’’ 
GASKET CATALOG — Complete, 
easy-to-find listings of Fel-Pro Gaskets for 
practically all makes and models of cars, 
trucks, tractors, buses, etc. New catalogin 
style makes gasket selection simple an 
easy. Write for your free copy today. Felt 
Products Mfg. Co., 1508 Carroll Ave., Chi- 
cago 7, Ill. 


36 MOTOR LIFE EXTENSION — a 
Tune-Up Digest plus periodic serv- 
ice bulletins on Fuel Pump testing & main- 
tenance, Voltage Regulators and Ignition 
tune-up. Descriptive information on Fuel 
Pumps with the Lifetime Bunalon Diaphragm, 
Fuel Filters and Ignition Parts. Motor Life 
Extension Institute c/o Kem Mfg Company, 
20-21 Wagaraw Rd., Fair Lawn, N. J. 


364 AUTOMOTIVE SAFETY LIGHTING 
DEVICES — A new automotive cat- 
alog illustrating reflectors, directional sig- 
nals, tail lights, stop lights, armored clear- 
ance lamps and safety reflector flares — all 
heavy duty equipment, designed and built for 
commercial truck and bus use. Grote Mfg. 
OCo., Bellevue, Ky. 


37 EMEROL MFG. CO. — Oomplete 

printed information on entire line: 
Marvel Mystery Oil, Marvel Inverse Top Cy!- 
inder Oiler, i-Rev Motor Tune-Up Oil. 
Shows uses, prices, description, dealer in- 
formation. Emerol Mfg. Co., 242 W. 69th 
St.. N. ¥. 38, NW. Y. 


38 TIME SAVING ELECTRIC IMPAC- 

TOOLS — Price list, complete de- 
tails on electric Impactools, sockets and 
accessories, and twelve multipurpose uses 
where Impactools can save up to 90% of 
time required by hand methods. John K. 
Uhler, Ingersoll-Rand Co., Phillipsburg, N. J. 


40 A B O’s OF SAFE PROFITABLE 

TIRE SERVICE—A 24 page book 
just published by Bowes ‘‘Seal Fast’’ Corp. 
Complete with illustrations and how-to-do-it 
instructions. Outlines latest tube and castin 
trade-ins for profitable resale. Bowes ‘‘Sea 
repair techniques as well as reconditioning 
Fast’’ i. 147 North Pine Street, Indian- 
apolis 2, diana. 


410 NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins 
each devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every oa of the op- 
eration and maintenance. agner Electric 
oer. 6400 Plymouth Ave., St. Louis 14, 
0. 


41 TAIL PIPE REPAIR KIT — A four 
> ge color entetag Coperttins the 
0-D Quaker heavy gauge, seamless tail pipe re- 
Post Card Valid For 9 eys ONLY a kit. Four sizes to fit all cars. Quaker 
jupreme Chemical Corp., 315 Whitman S&t., 
Montgomery, Alabama. 





Send me these FREE catalogs and Bulletins . . . 










































































| want details on these New Products .. . 
ot: i a BR aa 


Send more info on advertisements 
(List page No. also company name if more than one ad on page) 


TEAR OUT AND MAIL 
TODAY! NO POSTAGE 
NECESSARY. 

Please be sure to fill in your Firm's 
Name and your position on the Cou- 
pon. This service cannot be extended 
to you unless this information is 
complete. 














NEW PRODUCTS 


AND CATALOGS 


800—Crankshaft Grinder 


A crankshaft grinder which re- 
portedly guarantees higher profits 
from higher unit production made 
possible through fast set-up, rapid 
grinding wheel retraction and double 
table traverse, has been introduced 
by Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 19, Texas. 

For easier movement of the large 
crankshafts it will grind, “Model 
15C” has 2-speed control of the pat- 


ented double-action synchronized 
table traverse, which reduces the a- 
mount of floor space needed for op- 
eration and requires each table to 
move only half the distance of a sin- 
gie-table machine, allowing work to 
be positioned faster and speeding 
production, it was claimed. Complete 
grinding of a journal is performed 
without moving the rear table be- 
cause front table assembly moves 
4%” independently. Grinding whcel 
assembly is moved in or out with one 
rotation of the quick wheel retrac- 
tion lever. Fast, easy and positive 
taper adjustment is made by loosen- 
ing the table locks and pivoting 
tables on a center pivot bearing. 
Want more info? Use coupon on 
page 98 and ‘you will get it! 


801—Clearance Light 


A flat clearance light with long 
lens, said to provide extra visibility 
when used as a marker light, fender 
light or clearance light on flat sur- 


faces, has been introduced by Auto 
Lamp Mfg. Co., 2909 Indiana Ave., 
Chicago 16, IIl. 

The “Pathfinder No. 472-F”, with 
red or amber plastic lens, has 3-cp. 
bulb for 6- or 12-volt systems. A sec- 
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ond model, “No. 472 CB”, is identical 
except for its curved base, designed 
to fit the contour of vehicle body or 
cab. Both lamp bases are finished 


in cadmium and provided with holes 
for easy installation. 
Want more info? Use coupon on 
page 98 and you will get it! 


802—Belt, Hose Catalog 


An easy-to-handle dealer catalog 
on the “Modac” line of automotive 
fan belts and radiator hose, featur- 
ing latest installation charts, 1957 ap- 
plications, air-conditioning belts for 
field installation and power mower 
applications, arranged in convenient 
form for reference, has been pub- 
lished by Haywood Industries, Box 
1004, Dayton, O. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 








Their safety depends on you 


More horsepower under the hood makes it more important than ever 
that your customers be able to stop suddenly and safely. That’s why 
many state laws already demand the use of heavy duty brake fluids. 
And Puritan Super 60 meets or exceeds these and all other vital SAE 


specifications: 


Highest Heat Resistance—safety margin of up to 


400° F. 


Highest Rust Resistance—fortified with chemical 


inhibitors. 


Resistance to Thickening and Thinning—at both 


high and low temperatures. 


Chemically Stable—won’t break down. Always 


gives safe, sure stops. 


Compatibility—readily mixes with other brake 


fluids 


Make sure you’re safe—that your customers are safe! 
Make sure they use Puritan Super 60 Heavy Duty Brake 


Fluid. 


As advertised in Progressive Farmer. Paso 


OLIN MATHIESON CHEMICAL CORPORATION 


Automotive Products Department e 


Baltimore 3, Md. 


Want more facts? Use Reader Service Card Page 98 





803—Transmission Kit has ample torque tor otner service 

operations, according to the company. 
A complete rebuilding kit for each Want more info? Use coupon on 
of the Hydra-Matic, Ford-O-Matic, page 98 and you will get it! 

Merc-O-Matic, Dynaflow and Power- 

glide transmissions has been an- 805—Camber Tools 

nounced by Tramco Industries, 43 ’ 

West 61 St., New York 23, N. Y. Camber-increasing tools for Chev- 
rolets, said to provide quickly and 
safely the means for obtaining addi- 
tional positive camber and for in- 
creasing the range for caster adjust- 
ment after all shims have been re- 
moved, have been announced by 
John Bean Division, Food Machinery 
and Chemical Corp., 1305 S. Cedar 
St., Lansing 4, Mich. 

Available in 3 models, the equip- 
ment has been laboratory-tested and 


& 


Each kit reportedly contains the 
parts usually found necessary to com- 
pletely rebuild a transmission. 

Want more info? Use coupon on 

page 98 and you will get it! 


804—Adjusting Tool 


A flexible shaft distributor and 
carburetor adjusting tool has been 
introduced by Kent-Moore Organiza- 
tion Inc., 28635 Mound Rd., Warren, 
Mich. 

Equipped with interchangeable 
socket heads, tool allows adjustment 
of both carburetor and distributor, 
while a flexible handle keeps mechan- 
ic’s hands away from hot manifold 
or other parts. Standard %4” drive 








ELECTRIC 
BUFFERS and 
VULCANIZERS 





e of 


The a i in 


Tire and Tube Repair C setttonsian 


ACE RUBBER COMPANY 


BOX 6147 DALLAS, TEXAS 





shop-proved to fit accurately and to 
accomplish the adjustment without 
danger to any parts, according to the 
company. Model illustrated is for 
1955, ’°56 and ’57 Chevrolets. Tools 
are also being introduced for 1957 
Buicks and for 1957 Chrysler Corp. 
cars. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


806—Oil Seal Tool 


A tool for removing transmission 
bushing and oil seal on late-model 
Ford and Mercury cars in one op- 
eration has been announced by 
Owatonna Tool Co., 306 Cedar St., 
Owatonna, Minn. 

The same tool is used to install the 
parts in their exact position, although 
in installation the bushing is first in- 
stalled and the oil seal replaced in a 
separate operation. The entire job 
of removal and installation requires 
only 15 minutes with the “OTC Y- 
401” set, it was claimed. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


807—Aligning Reamers 


Oversize aligning guide reamers, 
said to be essential for late-model 
engines with integral guides, have 
been introduced by Albertson & Co., 
Inc., 3100 Lowell Ave., Sioux City, 
Iowa. 

They are designed with close-fit- 
ting pilot end and full-length align- 


PROT CUTTING POINT - GUIDE 


ment, which prevents reaming out of 
true. Reaming is done at the lead end 
of blades. Length of blades cannot 
cut and will provide true alignment, 
according to the company. 
Want more info? Use coupon on 
page 98 and ‘you will get it! 


808—Batteries __ 


Silver-cobalt, sealed-charge bat- 
teries, said to have greater starting 
power, double life and triple resist- 
ance to overcharge (based on SAE 
minimum), have been announced by 
Gould-National Batteries, Inc., E-1200 
First National Bank Bldg., St. Paul 
1, Minn. 

Positive plates become coated with 
silver-cobalt which resists overcharg- 
ing, yet allows the negative plates 
to be fully charged. At the same time 
the coating helps prevent internal 
cycling and discharging. The deep- 
well containers reportedly hold more 
electrolyte and batteries can go for 
months without water. They have 
heavier, thicker plates for longer, 
livelier battery life, plus hard-rub- 
ber containers for greater resistance 
to breaking, chipping, acid and heat, 
according to the company. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 
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worth a good look: Gabriel AjustOmatics 


Gabriel AjustOmatic is the on/y hand-adjustable shock absorber. 

You adjust it during installation—for normal, soft or firm con- 

trol. On any car, it gives the added stability, roadability and com- : 
fort so many owners want. Any time a customer wants something 
different from “average ride’’"—you've got a customer for Gabriel 


AjustOmatics. The price and profit picture are mighty attractive. 


Get the full facts from your Gabriel Jobber. 


THE GABRIEL COMPANY, CLEVELAND 15, QHIO 





vabriel 


AJUSTOMATIC 
SHOCK ABSORBERS 
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Change TUBELESS 7x: 
FASTER and EASIER! 


KEN quality + job-designed 


T-6 TIRE TOOLS 


Passenger Cars @ Light Trucks 


Used and recommended by leading tire 
makers. New, improved design for both 
tubeless and tube-type tires. Won't dam- 
age tubeless sealing features. Length: 18". 


USED IN PAIRS 


Demounting first bead 


> 


i 


Demounting second bead 


~—_r 


Final demounting operation 


SEE YOUR JOBBER 


SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 


Want more facts? Use Reader Service Card Page 98 





809—Agitator Siphon Cup 


An air-driven agitator siphon cup, 
said to mix paint materials thorough- 
ly and prevent settling when spray 
equipment is not in use, has been 
announced by Binks Mfg. Co., 3122 
Carroll Ave., Chicago 12, III. 

Ideal for small batch mixing of 
colors and for touch-up work, the unit 


reportedly prevents “off color’ when 
using the new “OA” or lucite Jac- 
quers, and eliminates off-color re- 
jects due to settling out. While spray- 
ing, its operation is identical to the 
standard siphon cup. The agitator is 
powered by an air-operated variable 
speed drive unit which actuates the 
agitator paddles inside the one-quart 
cup when it is placed on the power 
unit, available in one- or five-cup 
models. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


810—Front-End Screens 


Front-end screens, designed to pro- 
tect the car against pebbles, insects 
and debris, in models for all 1957 
cars, plus universal screens for other 
cars, including models for inside 
radiator protection, have been an- 
nounced by Superior Industries, Inc., 
7260 Atoll Ave., North Hollywood, 
Calif. 

The custom-fit “Shield Guard” is 
made of fiberglass screening guar- 
anteed not to corrode, rust or wrinkle 
and is 100% firesafe and lightweight. 
The steel rod frame gives strength 
and durability. Hinged center allows 
user to fold compactly and store in 
trunk when not in use. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


811—Windshield Sealer 


A sealer, which reportedly seals 
and waterproofs leaky windshields by 
applying the spout of product’s non- 
breakable plastic container along or 
over leaky area and squeezing, has 
been introduced by Rubber Magic, 
Inc., 4312 Third Ave., Brooklyn 32, 
N. Y. 

Composed of rubber base ingredi- 
ents, “Wind-Shield” seals cracks with 
an impermable bond that keeps out 
rain, wind, snow and dust, it was 
claimed. An off-black color, it is safe 
to use, non-inflammable and will not 
mar or damage car finish, according 
to the manufacturer. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


812—Liquid Detergent 


A liquid detergent for use in so- 
lution lifting steam guns and self- 
generating steam-cleaning equipment 
has been introduced by Oakite Prod- 
ucts, Inc., 19 Rector St., New York 
6, N. Y. 

Developed to simplify the prepara- 
tion of steam solution and to reduce 
the clogging of coils in self-gener- 
ating equipment, “LSD” will handle 
a wide variety of steam-cleaning op- 
erations ranging from light to medi- 
um-heavy duty, it was claimed. It 
is said to provide effective soil re- 
moval at concentrations of 1 to 2 
ounces to each gallon of water as 
delivered by the gun and, when used 
as recommended, to be safe on steel, 
brass, magnesium and painted sur- 
faces. Its solutions have a pH of 12 
in the operating range and reports 
from users indicate that it produces 
no offensive fumes, the manufactur- 
er said. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


813—Steam Cleaner 


A compact steam cleaner with 60- 
gallon capacity, said to be handy for 
light-duty, general-utility cleaning, 
has been announced by Clayton Mfg. 
Co., P. O. Box 550, El Monte, Calif. 

The “60” is a complete, self-con- 
tained unit, operating on any water 


pressure and requiring no auxiliary 
pump. There are no extras to buy. 
It operates with a thermal efficiency 
in excess of 65%, substantially low- 
ering fuel costs, it was claimed. 
Want more info? Use coupon on 
page 98 and ‘you will get it! 


814—Lube Equipment Catalog 


A revised 52-page catalog covering 
its full line of automotive lubricating 
equipment, with index pinpointing 
data on chassis service, conventional 
gear service, A.T.F. service, motor oil 
service, air and water service and 
miscellaneous, concluding with 2 
pages of technical installation data, 
an explanation of the firm’s “loaner 
pump service” and details about the 
company’s nationwide network of 
service depots, has been published 
by Aro Equipment Corp., Enterprise 
and Trevitt Sts., Bryan, O. 

Want more info? Use coupon on 

paige 98 and ‘you will get it! 
(More New Products on page 106) 
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with NEW 


GOULD 


300% 


more resistance 
to overcharge* 


greater resistance 
to undercharge* 


BATTERY 


this means 
MORE battery sales 


MORE battery profits 
with 
| LESS work for you 
Le 
NO trickle charging NO double handling 
NO messing with dangerous acids 


WHY SILVER COBALT? 


Corrosion eats away battery grid material 
New Gould silver cobalt batteries have up to like rust eats bare steel. Coated steel lasts 
indefinitely because it doesn’t rust. Simi- 


5 times longer shelf life without trickle charg- lediy, eliver cobalt cedie. the batters erties, 


ing—they’re ready to go to work after months protecting them from corrosion. The grids 
in storage. last longer—the battery performs better— 


stays stronger longer. 
Gould has a complete merchandising program 
—brochures, signs, displays—to help you sell 
more silver cobalt batteries. See your jobber 
or write 


Bare unprotected Coated steel 
a A A steel rusts resists rust 
BATTERIES, INC. 
SAINT PAUL 1, MINNESOTA 
*Together overcharging and undercharging account for 80% 
of all battery failures. New Gould silver cobalt batteries . ' 
Unprotected battery Silver cobalt grids 


have triple resistance to overcharge, greater resistance to - +. . 
undercharge, compared to SAE minimums. grids corrode a ree 








SOUTHERN AUTOMOTIVE JOURNAL for July 1957 Want more facts? Use Reader Service Card Page 98 





LOOK HOW BENDIX-ECLIPSE 
IS PRE-SELLING YOUR CUSTOMERS 


A total audience of nearly 
5,000,000 will see this! 

















Here’s an ad with a message. It spells out the difference between quality 
brake lining and the cheap stuff that’s floating around the market. It’s the 
cheap stuff that hurts your reputation—no matter how good an installation 
job you do. 

Nearly 5,000,000 people are seeing and reading our story in top magazines 
like the four shown above. 

We think it’s a story worth telling. So, we’re going to tell it often. We 
know it will help you sell Bendix-Eclipse Brake Lining as well as your reputation 
for top-quality work. If you are not handling Bendix-Eclipse already, now’s 
the time to get a stock. Call your nearest jobber or wholesaler. Or write us direct 

. MARSHALL-ECLIPSE DIVISION, BENDIX AVIATION CORPORATION, TROY, N. Y. 


BENDIX-ECLIPSE BRAKE BLOCKS & LINING 
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CHEAP BRAKE LINING CAN BE EXPENSIVE! 


In case you are not aware of it, it 
may save your life to know that 
there is both quality and cheap 
brake lining on the replacement 
market, and the purpose of this 
message is to warn you against 
the latter when you get your 
brakes relined. 

Cheap lining is dangerous be- 
cause it can’t resist heat—the 
number one enemy of brake lin- 
ing. Heat generated by braking 
friction is intense. It can easily 
reach 800 to 900 degrees Fahren- 


e 
A thousand products by 
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heit—close to the red heat of iron. 
It is this heat that causes cheap 
brake lining to ‘‘fade’’ to the 
point where the driver may push 
the brake pedal to the floor and 
still have no stopping power. 

As proof of its quality, Bendix * 
brake lining is used on more new 
automotive vehicles than any 
other type. Known by the brand 
name “Bendix Eclipse**” it is 
made by our Marshall-Eclipse 
Division, Troy, New York. This 
division keeps a fleet of thirty cars 


A 
A 


Fisher Bidg., Det 


and trucks running virtually 
around the clock testing brake 
lining and blocks under every 
conceivable operating condition. 
It does more field and laboratory 
testing than any other manu- 
facturer we know of. 

So, a word of warning when 
you get brakes relined: Demand 
quality lining. It stops better, 
wears longer. Stay away from the 
cut-rate places. Know your serv- 
icemen. Know your lining. If it is 
Bendix Eclipse, it’s top quality. 

*REG. U.S. PAT. OFF 


a million ideas 


Want more facts? Use Reader Service Card Page 98 





for your hands ! 


DL ORIGINAL 


Cream Type 


HAND CLEANER 
with HEXACHLOROPHENE and 


r) 
DISSOLVES DIRT wits 
on withouT WA 


Db 
wise 
‘. HANDI-CLEANER 4 


«OF 
WAL WATERLE 


Ss “ae AWER WITH Panos 
Tp NEXACHLOROPHENE ge 


DL DISPENSER 
Pat. No. 2,789,737 


DL 


SAFELY REMOVES 
GREASE * GRIME * CARBON 
LIPSTICK * PAINT * SHELLAC 
ASPHALT * RUBBER CEMENT 
GUM * TAR * PRINTERS INK 
ADHESIVES, ETC. 


BUILT-IN PROTECTION y} 


@ Formulated with Lanolin and 
Hexachlorophene DL keeps hands 
soft and guards against infec- 
tion. No harsh abrasives or harsh 
solvents to irritate your skin. 


ACCEPT NO SUBSTITUTE 


First and Finest for Ouer 
“Twenty Years / 
DL HANDI-CLEANER USE 


WITH OR WITHOUT WATER 
' 





Made only by 


BANITE CO. tirnsios nv. 
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More New Products 
(Continued from page 102) 


815—Transmission Jack 


A_ hydraulic, 2,000-lb., heavy-duty 
truck transmission jack, designed to 
support, position and hold securely 
all types and sizes of truck transmis- 
sions and differentials in commer- 
cial and industrial vehicles, has been 
announced by Blackhawk Mfg. Co., 
— W. Rogers St., Milwaukee 46, 

is. 

Also an aid in changing clutches, 
the “T-4” is modeled after the com- 
pany’s “T-1” car transmission jack, 





which eliminates the need for more 
than one man to service transmis- 
sions, etc. An adapter handles all 
makes and sizes of transmissions, 
while the “floating lift” permits 
transmission to clean obstructions, al- 
lowing proper positioning during re- 
moval or replacement, it was claimed. 
Extra high lift reportedly can be ob- 
tained with adapter. Pump handle 
rotates in a 360° arc, allowing oper- 
ator complete freedom of action in 
removing or installing units, accord- 
ing to the company. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


816—Leak-Test Fluid 


A product with which an immedi- 
ate, positive test for internal combus- 
tion engine leaks can reportedly be 
made has been introduced by P&G 
Mfg. Co., 305 N. E. Russell St., Port- 
land 12, Ore. 

By placing “Bloc-Chek” in the ra- 
diator opening and with engine run- 


ning, if a leak is present, the com- 
bustion gases will pass into a sensi- 
tized fluid through a sp2cial porous 
bronze filtering unit. As the gas 
passes through the fluid, the color 
changes from a deep blue to a light 
yellow. If no leak is present, the 
fluid remains blue, even though in- 
creased air pressure caused by heat- 
ing or water pump cavitation r2sults 
in air passing through the fluid. Af- 


ter a positive reaction (color change), 
the location of the leak can be deter- 
mined by disconnecting one or two 
spark plugs at a time on in-line en- 
gines, or by disconnecting all plugs 
on one bank of a V-8 engine. When 
the cylinder, or cylinders, causing 
the leak are firing, the liquid will 
change color. When only non-leaking 
cylinders are firing the liquid will 
remain blue. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


817—Muffler Catalog 


A catalog containing the latest 
muffler and pipe information for pas- 
senger cars and light trucks through 
1957 models, with easy-to-use index 
and including sales information and 
a complete story on why mufflers 
wear out, plus a graphic description 
of its new “dri-flow” design and a 
full-page chart showing standard 
equipment installations on all V-8 
cars, has been published by The AP 
Parts Corp., 1801 Spielbusch Ave., 
Toledo 1, O. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


818—Car Mats 


Rubber car mats designed with a 
molding which catches and holds wa- 
ter, mud and dirt, making easy clean- 
out without removing mat from car, 
have been introduced by Ace Rub- 
ber Co., 2310 Yuma St., Dallas 22, 
Texas. 

The under-design provides free air 
circulation and at the same time in- 


sures “non-skid” grip, it was claimed. 
Made of high-grade flexible rubber, 
mats come in a choice of 6 colors to 
fit all cars. Matching square mats are 
available for rear floors. 
Want more info? Use coupon on 
page 98 and ‘you will get it! 


819—Pressure Regulators 


Pressure regulators equipped with 
a powerful magnet which traps harm- 
ful iron oxide particles carried in 
fuel and helps prevent clogging of 
carburetor needle valve and seat, 
have been announced by Alondra 
Sales, Inc., 959 Crenshaw Blvd., Los 
Angeles 19, Calif. 

Manufactured in 3 fuel pressure 
models, 3psi, 2psi and %4psi, for grav- 
ity flow engines, all models are avail- 
able with or without filter. Units are 
claimed to improve engine efficiency, 
gas economy, eliminate carburetor 
flooding, prevent stalling, give quick- 
er engine starts and stop occurrenc?2 
of vapor lock. Precision-engineered 
to fit in the fuel line near the car- 
buretor of any gasoline engine, 2ll 
models are factory-set with no ad- 
justment ever necessary, the manu- 
facturer said. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 
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Me? take 


Monmouth 
bearings! 


there’s a size and 
type for every job” 


From your N.A.P.A. jobber you 
can quickly get Monmouth Micro* 
or Clevite* 77 engine bearings. . . 
the complete line . . . precision and 
performance engineered for every 
car, truck, bus or tractor. While 
you’re there, ask him for a free 
copy of the helpful, 100-page 
““Mechanic’s Engine Bearing 
Reference Manual.” 





The words Monmouth, Clevite and Micro are registered trade marks of Clevite Corporation. 


The Cleveland Graphite Bronze Co. 
CLEVITE SERVICE Division of Clevite Corporation 
Cleveland 3, Ohio, U.S.A. 
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820—Hub-Truing Tool 


A tool said to provide a quick, 
easy method of accurately resurfacing 
rough or burred hub flange faces has 
been introduced by Kwik-Ezee, Inc., 
54 Brooklyn Ave., Westbury, N. Y. 

To machine a burred hub, jack up 
wheel of car, clamp tool to the spin- 


. 


dle nut, adjust the cutting tool for 
depth of cut and lock into position. 
By rotating the wheel by hand, hub 
is faced, it was claimed. The entire 
operation requires less than 50 sec- 
onds and restores hub to perfect true- 
ness, according to the manufacturer. 
Want more info? Use coupon on 
page 98 and you will get it! 


821—Heating Device 


A car heating device said to be 
easily installed, of moderate cost and 
applicable to 1949 models and later, 
operating in conjunction with the 
hot water heater, has been announced 
by Stewart-Warner Corp., 1826 Di- 
versey Parkway, Chicago 14, IIl. 

A combustion-type heater, “Minit 
Heat” quickly heats the coolant to 
the full 160° F. level for optimum 
heat delivery to the passenger com- 
partment, it was claimed. It also re- 
portedly provides such cold-weather 
starting advantages as quick defrost- 
ing, fuel economy through better 
carburetion, quick engine block and 
oil warm-up, reduction in oil con- 
tamination due to excessive conden- 
sation and shorter period of fuel-con- 
suming choke action. Consisting of 
atomizing type burner, stainless steel 
heat exchanger, fuel valve, spark 
plug, built-in thermostat and coolant 
inlet and outlet, with separately 
mounted combustion-air blower and 
ignition unit and electric switch 
mounted on instrument panel, device 
shuts off automatically when de- 
sired level is reached, switching back 
into service automatically to “boost” 
coolant temperature. 

Want more info? Use coupon on 

page 98 and you will get it! 


822—Windshield Washer Bags 


Windshield washer bags, available 
in 3 models to service virtually all 
1957 and earlier model cars and 
trucks, have been announced by E. 
Edelmann & Co., 2332 Logan Blvd., 
Chicago 47, Ill. 

Made of translucent, flexible vinyl 
plastic with electronically welded 
seams and neck, the bags stay flex- 
ible and leakproof at all tempera- 
tures, it was claimed. Brass grom- 
mets provide easy installation and 
long service, while translucent plas- 
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tic enables serviceman to tell at a 
glance what kind of anti-freeze or 
other fluid is used. 
Want more info? Use coupon on 
page 98 and ‘you will get it! 


823—Armature Catalog 


A catalog containing complete list- 
ings and application data on gener- 
ators, starters, armatures and field 
coils for all passenger cars, trucks, 
buses, taxis, etc., through 1957, list- 
ing many items which were not pro- 
curable previously, has been pub- 
lished by Arrow Armatures Co., 11 
Fordham Road, Boston 34, Mass. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


824—Rust Inhibitor 


An emulsifying water pump seal 
lubricant, containing pelletized chem- 
ical inhibitors designed to inhibit 
rust, scale and other corrosives, has 
been introduced by Bar’s Products 
Supply, Inc., Holly, Mich. 

Packaged in a 6-oz. bottle, “Bar’s 
Rust” is poured into the radiator. The 
pellets, suspended in the solution, 
slowly dissolve in the water of 
the radiator and straightway begin 
inhibiting scale and rust, it was 
claimed. Product is harmless to rub- 
ber, all metals, aluminum radiators, 
radiator pressure caps. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 








Speed up Brake Reline Service...... 
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825—Rebuilt Solenoids 


Rebuilt work solenoids for all pop- 
ular make cars, trucks, buses and 


tractors, used to make electrical con- 
tact and to pull the starter drive into 
engagement with the engine flywheel 
gear, have been announced by Arrow 
Armatures Co., 11 Fordham Rd., Bos- 
ton 24, Mass. 

Each unit is an original equipment 
solenoid, completely rebuilt and re- 
finished. Each is tested for pull-in 
torque and current characteristics 
under conditions more severe than 
actual service, the manufacturer said. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


826—Drum Silencer Wedges 


Drum silencer wedges of tempered 
rubber, for driving between wheel 





MAKE MOKE MONEY... 


with Woribp BesTos 


Finest quality DRY-MIX and 


trucks . . . available on 
BRAKE SHOE EXCHANGE 
from your World Bestos 
Distributor! 


. 
Peeeeeeseeeeeeeeeeeeeeeeeeeee 


Complete bonded brake coverage for 
all types of vehicles . . . readily avail- 
able from your World Bestos dis- 
tributor . . . means faster reline serv- 
ice, bigger volume and profit for your 
shop! As with all World Bestos lining, 
dependable stopping power, fade 
control and long wear are the big 


Call your World Bestos 


WIREBACK Bonded Shoe Sets for 
passenger cars, light and medium 


quality features that make World 
Bestos Bonded Brake Shoe Sets un- 
surpassed for safety and customer 
satisfaction! 

Only World Bestos Bonded Sets 
give you so many advantages to help 
you do your finest and safest brake 
work on every job! 


Distributor today for full information 


about Bonded Brake Shoe Exchange service for passenger cars, 


light and medium trucks. 


World Bestos gives you MORE STOPPING POWER 


eng eee — 
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rim and brake drum to prevent chat- 
ter while machining drums with 
wheels attached, have been an- 
nounced by Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo. 

Notch design serves as a lock and 
also permits nesting of two wedges 
together for use between drums and 
tire rims where space is greater than 
thickness of one wedge (see illustra- 
tion). Holes provide for easy removal 
after machining. Packed 4 to the set, 
wedges taper from 5/16” to 1%” ac- 
cording to the company. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


827—Body Panel Brochure 


A 30-page fully illustrated bro- 
chure, describing its complete line 
of body replacement panels for any 
of the 19 automobiles listed in iis 
catalog, with model number of all 
parts fully listed and including such 
items as rear fender, quarter and 
rocker panels; tail pans and taillight 
panels; dog legs, door bottoms, gravel 
deflectors and wheel house patches; 
door steps, tail pan moldings, rear 
fenders and other sheet metal parts 
of the car body, as well as fender 
braces, headlight panels and covers, 
has been published by Made-Rite 
Autobody Panel Mfg. Co., 875 East 
140th St., Cleveland 10, O. 

Want more info? Use coupon on 

page 98 and ‘you will get it! 


828—Luggage Rack 


A luggage rack, to be used either as 
a permanent or removable rack, for 
station wagons and passenger Cars, 
has been announced by Auto Trends 
Co., 201 Monroe Ave., N. W., Grand 
Rapids, Mich. 

Only four drills are necessary for 
permanent installation. Eave hook 
strap assembly is used for removable 
rack. Heavy stainless steel cross bows 
provide for maximum carrying load, 
it was claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 


829—Venetian Sunshade 


A venetian sunshade with all- 
aluminum brackets, said to be con- 
toured to match the curve of all car 
windows, has been announced by 
Sanco, Inc., 125 Ivy St., N. E., At- 
lanta 3, Ga. 

Each of the S-shaped, 2%2”-wide 
steel slats is positioned at a different 
angle from every other slat, with all 
pointing to driver’s eye through rear- 
view mirror so as to provide maxi- 
mum vision, it was claimed. 

Want more info? Use coupon on 

page 98 and you will get it! 
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TIME SAVERS 





Making Use of Scrap 
Grinding Wheels 


E SAVE scrap grinding wheels, 
lock them on a 4” bolt with 
double nuts and chuck them in an 
electric drill as a far superior tool 
around frames and bodies, or for 





preparing areas prior to soldering 
or welding. They do a fast filing 
job for smoothing chores. — Stan 
Clark, Stanley Clark Service, Box 
2162, East Bradenton, Florida. 


Starting Short Screws 
With Altered Socket 


_S noagrane a small nut with a spin- 
ner-type wrench is difficult if 
the recess in the socket is too deep. 


Nut force- fitted 
and drilled to 
clear screw 


Nut fits flush 
for start 


A good switch is to flatten a nut 
with a hammer so that it fits tight- 
ly into the socket, then drill out 
the threads. In use this brings the 
nut to be started flush with the 
top of the socket and makes it 
easier to engage the threads of 
short screws. — Harry J. Miller, 
991 42nd Street, Sarasota, Florida. 


Using Bearing Blue 
To Discover Leaks 


FTER trying many materials to 
detect leaks in transmissions, 
tanks, castings, etc., we find it 
simpler to wipe off grease or oil 
and put a small amount of bearing 
blue in alcohol over the suspected 
spot. 
We then carefully examine the 





Vi- 

















VERY IMPORTANT PARTS 


for quick servicing 


No. MB-949 oRiIGINAL SELF- 
THREADING DRAIN AND FILLER 
PLUGS, oversize and standard for 
Crank Case, Transmission and 
Differential, in metal box assort- 
ment of 27 plugs (11 sizes). List 
$12.00 per assortment. Patent No. 
2,257,441. 


The Very Important Part Champ-Items play 
in the servicing field, is recognized by repair- 
men the world over. When you have a problem 
to “lick”, you’ll find a Champ-Items part to 
“lick” it! Champ-Items are Time Savers — 
Money Makers. 


ORDER FROM YOUR JOBBER 


CHAMP-ITEMS, INC, 6191 Maple Ave., St. Louis 14, Mo. 
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GOT A GOOD 
$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for seppagpe in this section. 
a P oto or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











opposite side of each treated part 
for traces of blue stain. For small 
parts like carburetors, bowls, etc., 
it is quicker to fill the part with 
the solution. — G. Lynch, George’s 
Garage, 70 Woodfin Avenue, Ashe- 
ville, North Carolina. 


Keeping Metal Chips 
Out of Wheel Hubs 


HEN turning brake drums, 

often metal chips get into the 
hub and bearing races and are dif- 
ficult to remove. 

To prevent this from happening, 
place a transmission torque ball 
boot on the brake drum lathe so 
the large end will fit over the hub 
and the small end will rest against 
the shoulder of the spindle. This 
will keep all chips and grindings 
out of the hub.—Arthur Kay, c/o 
Sitton Buick Company, 38 West- 
field, P. O. Box 1228, Greenville, 
South Carolina. 


Constructing a Hone 
For Brake Cylinders 


ERE is my idea for making a 

hone for brake cylinders, or 
any others it will fit, provided 
cylinder is the same size on both 
ends. The size illustrated works 
well on Chevrolets. 

Cut a 34%” piece from a hara- 
wood broom handle and drill a 
3/32” hole in the center of one 
end. Cut a groove in the wood so 
a 3%” fine-grain pocketknife hone 
will fit into it by turning hone on 
edge. 

Next, cut 242” from a _ piston 
ring expander and place it in bot- 
tom of groove, with hone on top 
of expander. Then screw a large 
screen-door fastener with %” 
shank, from which hook has been 
removed, into the 3/32” hole. The 
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4-x3%34" pocket hone 


screen door hook 
Z 


expander will keep hone pressed 
against cylinder wall after it is 
inserted. 

When used with a 4” electric 
drill, this hone will smooth the 
roughest cylinder in seconds. — 
Alton M. Hearn, 2003 Alabama 
Street, Baytown, Texas. 


Simplifying the Removal 
Of Chevrolet Hoods 


ERE is the way we remove the 

hoods from 1949 models of 
Chevrolets and later, without drop- 
ping hood brackets, removing 
springs or drilling holes in the 
process: 

Using two pieces of hardwood, 
each 1” x 1” x 3” long, we insert 
them between the spring arm and 
fender to firewall bracket. The 
brackets and springs will stay put 
on each side, so that one man can 





CORRECTS! 


repeat business! 





HYDRAULIC VALVE TREATMENT 


For Top Engine Performance 


Frees hydraulic valve lifters > 
Permits valve lifters to operate quietly > 
Dissolves engine sludge and varnish + 


HYDRAULIC VALVE 
TMENT 


TREAI 


MAINTAINS! 
Keeps valves and lifters free 
Cools as it lubricates 
Protects engine parts 
Increases the life of your car 


DO YOUR CUSTOMER A FAVOR! TELL HIM ABOUT THIS 
EASY Two-Step Treatment — He'll show his appreciation in 


Available in Caneda through Radiator cialty Com f 
Canada Ltd., Toronto 2, Ontario, Caneda — ’ wy 


EMEROL MANUFACTURING CO., INC. 


242 WEST 69TH STREET, NEW YORK 23, N. Y 
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remove or replace the hood easily. 
— G. Lynch, George’s Garage, 70 
Woodfin Avenue, Asheville, North 
Carolina. 


Replacing the Supports 
On 1957 Plymouths 


oo we have to replace the 
upper support that holds the 
lower controls on the standard shift 
model of the 1957 Plymouth. 

As a replacement we buy a tail- 
pipe U clamp that fits 2” connec- 
tions and cut off %4”. This works 


well and can be bought almost 
anywhere. The Chrysler part num- 
ber this replaces is 1632816, — J. 
A. Holubec, Schroeder Motor Com- 
pany (Chrysler-Plymouth), Box 
1073, Taylor, Texas. 


Removing Nemeplates 
Without Damage 


| in ORDER to remove automobile 
nameplates quickly for reuse 
without damaging them, I pry up 
prong on speed nut with ordinary 
ice pick. 





ACME 


presents a 


COMPLETE 


line of 


TIRE GAUGES 


q 


ALL WITH 
NYLON BARS 


cg remem conta 





No. 520 — Truck tire pencil gauge. Cal- 
ibrated 20 to 120 Ibs. in 2 Ib. units. 


No. 509 — Professional tire pencil gauge. 
Calibrated 8 to 40 Ibs. in | Ib. units. 


No. 540 — Chrome plated service gauge. 
Calibrated 10 to 120 Ibs. in 2 Ib. units. 


| ACME 


a 


"A complete line of passenger, truck, 

»  _—s tractor and service gauges. All with 
Nylon Bars. Accurate - Durable - Priced 
to sell. 


These gauges are easy to read. 


No. 505 — Tractor tire pencil gauge. Cal- 
ibrated 5 to 50 Ibs. in | Ib. units. 


Write Today for our complete new catalog 


ACME AIR APPLIANCE CO., INC. 


100-120 HINSDALE STREET - BROOKLYN 7, N. Y. 
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With this method I have always 
been successful in removing the 
plates without breaking the studs 
on the back. — J. D. Watkins, 
Mosely, Virginia. 


Constructing a Lift 
For Transmissions 


W* HAVE devised a lift for 
transmissions and differen- 
tials by removing the saddle from 
the end of a 10-ton floor jack and 
inserting propeller shaft flange in 
the hole. 

We then mounted a used Ford 
jackshaft complete with propeller 
shaft bearing and hanger by drill- 
ing the platform of the lift and 
using two bolts to hold the center 
bearing support. Removing the U- 
joint from the rear end of shaft 
and using the U-bolt clamps, we 
clamped in an 18” length of 34” 
pipe. 

This lift enables the operator to 
get the transmission or differen- 
tial in place and tilt it into posi- 
tion, and attachment can be re- 
moved in a matter of minutes.— 
Ralph W. Brandon, supervisor, 
School Bus Transportation of 
Pickens County, Carrollton, Ala- 
bama., 


Refacing Valve Stems 
Without Removing 


On 55 and later V-8 Chevrolets, 
when a rocker arm cuts the 
stud it usually wears the valve 
stem on an angle, causing rocker 
arm to slide off the side of valve 
stem when stud and rocker arm 
are replaced. 

In order to keep from pulling 
the intake manifold and head to 
replace the valve or reface the 
stem, I use a hole saw mandrel for 
a %4” drill and fasten on it a 134” 
45° hand seat grinding rock. By 
chucking in a 4” drill, an excel- 
lent job of refacing the valve stem 
can be done without removing 
head or intake. As a safety meas- 
ure, cover exposed head with a 
cloth with a hole in it large enough 
for the valve being worked on.— 
J. F. Hayes, Jr., Rivard Chevrolet 
Company, De Funiak Springs, 
Florida. 


Grab That Dough! 


Seven bucks awaits every idea 
accepted for this department by 
Technical Editor Lowery. Just be 
sure it’s original—your own ex- 
perience in saving time in the shop. 
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Here’s the lamp package designed with you in mind... 
and there’s no other package like it! 


E @@ SPACE-SAVER PACK 





e SAVES 30% IN SHELF SPACE 


© More space for other items 
e Stacks easily, no round tops or ca aon pe oe os = 


“ : 

bottoms eelateie ee eee 

e Stock always looks neat or ae BniBsee rr ea 4 
— rew as é = -_* . | 


e NO COVER OR FLAPS TO OPEN | 


@ No insert or platform to fuss with 


e Bulbs removed by a flick of a 
finger 
e No more “dog-eared” cartons 


e SPEEDS UP SERVICE 


Identification on BOTH ends of 
each pack 

e You can count lamps at a glance 

e Space for price marking 


e Lamps fully protected ' ee : 
G-E Space-Saver Pack Old Style Carton 


General Electric Company, 
Miniature Lamp Department, G fF N F R A L & LE C T Q | C 
Nela Park, Cleveland 12, Ohio 
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YOU'RE FIRST... 


in line when it comes to quality. 
Rochesters are dependable... each 
one is individually tested. Econom- 
ically inclined, they give just the 
right mixture, at just the right time, 
for top performance and gas mileage. 


RECOMMEND AND 


YOU’RE AHEAD... 


with America’s most called-for car- 
buretor. Rochesters are standard on 
almost half the cars currently pro- 
duced... right for replacement on 
over 22,000,000 cars on the road. 
A mighty big market! 


Standard on Chevrolet, Pontiac, 
Oldsmobile, Buick and Cadillac 
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YOU'RE UP... 


on all the latest service tips. 
Rochester's free training helps you 
become a carburetor specialist... 
makes your time worth more money! 
Yearly “model-change” course 
keeps you up on new developments. 


YOUWRE IN... 


with the handiest parts kits made. 
Tired of breaking up kits for a few 
parts? Rochester parts kits are a 
mechanic's dream ... just the parts 
and gaskets (including flange 
gaskets) you need for any job. 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, N. Y. 
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one-shot 


DISPENSER 


the original 
Double Action 


HAND 
CLEANER 


that cleans 


Li 


THE 


- TIME 


easier... faster 
WITH or 
WITHOUT WATER 


(Yul of o}-) B) 


0% 


saves time 
saves money 


Pat. No. 2,700,490 
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Workers like the fast, safe, sure cleaning 
action of GO-JO — without harsh abra- 
sion — with protection against Dermatitis 





— with gentle, soothing skin care. 
GO-JO provides savings in cleanup time 
—and soap costs. Completely automatic 
dispenser gives just the right amount 
every time. Convenient throw-away can 
for easy, quick replacement. 

Order from your jobber. Write Dept. A 


GOJER, INC. > Box 991, Akron, Ohio 


America’s Largest Manufacturer of Creme Type Hand Cleaners 





L. W. Klein, vice-president in 
charge of sales for The Gabriel 
Co., congratulates Charles Bridwell 
(right), Georgia district salesman 
for the Thomas S. Perry Co., At- 
lanta, upon winning a 1957 Thun- 
derbird, the first prize in Gabriel's 
shock absorber national sales con- 
test for distributor salesmen. 
Others shown here are (Il. to r.): 
Andy DeFoor, vice-president of 
Ernest G. Beaudry, Inc., of At- 
lanta, who delivered the Thunder- 
bird; Thomas S. Perry, president 
of Thomas S. Perry Co.; W. K. 
Schaefer, Gabriel district man- 
ager; Elder C. Bramblett, secre- 
tary-treasurer of Thomas S. Perry 
Co.; Bruce T. Brantley of Law- 
rence M. Hirsig & Co., Jackson- 
ville, Fla.; Glen H. Stayer, after- 
market sales manager of Gabriel, 
and Gloria F. Compo, Gabriel ad- 
vertising and sales promotion man- 
ager. Second prize, a color televi- 
sion, went to Glenn Moore of A & 
B Automotive, Oklahoma City. 





Jobber News 
(Continued from page 47) 





NSPA Names Dr. Werne 
Labor Relations Counsel 


PPOINTMENT of Dr. Benjamin 

Werne, member of the New 
York Bar and a recognized author- 
ity on wholesaler labor relations, 
as labor relations counsel for Na- 
tional Standard Parts Association 
wholesaler members has been an- 
nounced by J. L. Wiggins, exec- 
utive vice-president. 

As part of his service to NSPA 
wholesaler members, Werne will 
prepare a monthly bulletin deal- 
ing exclusively with automotive 
wholesalers’ labor problems. 


Belden Promotes Glende 


Ralph Glende, Texas salesman 
for Belden Mfg. Co., Chicago, for 
the past four years, has been pro- 
moted to Chicago, where he will 
cover Illinois and Missouri. He will 
fill the vacancy created by the pro- 
motion of Charlie Schreyack to 
central district sales manager last 
year. 


K-D Names Tom Rose 


Tom Rose of 1053 Caldewell St., 
Garland (Dallas), Texas, has been 
appointed district sales manager 
for Oklahoma and Texas by K-D 
Lamp Co., Cincinnati, O. He suc- 
ceeds his father, Troy Rose, who 
died recently. 
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“UBRIC ATION 


NET EE 
T }P iM REGULAR 


Sr age 


man 
on the first team ! 


He’s famous for fast, expert service! 





The ability to cultivate steady, satisfied customers is the secret of the 
Chevrolet dealer’s success in the parts and service end of his business. a 4 

Sounds easy, but it takes a lot of doing. It takes carefully trained Chevrolet Dealers and Chevrolet 
mechanics. It means keeping up with the latest service methods— 


information acquired through Chevrolet training films and literature. 
And, most important, it means Chevrolet dealers and Chevrolet work- 
ing together, standing behind their products with good, reliable reputa- 


tions as well as warranties. ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


THE FIRST TEAM IN THE AUTOMOBILE INDUSTRY 
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7:15 A.M. Tuesday Sales Meetings 
Prove Popular for Mobile Company 


pee weekly meetings of his 
salesmen at 7:15 a.m. every 
Tuesday is working out fine, ac- 
cording to Ed Coward, president of 
Allied Auto Parts Co., Mobile, 
Ala. 

The unusual meeting day and 
hour were started early in May 
after earlier meetings on Satur- 
day mornings were tried. 

When to hold these meetings has 
long troubled some jobbers. 

“It seems that factory men show 
up more on Mondays so that we 
decided that wasn’t a good time for 
our meetings,” commented Cow- 
ard, a veteran wholesaler and a 
past president of the Automotive 
Wholesalers’ Association of Ala- 
bama. “It seems, too, that night 
meetings weren’t so_ satisfactory 
because wives had not always 
worked out the family plans to 
permit this without some trouble. 

“The accumulation of details 
from the weekend has _ usually 
been cleared away by Tuesday 
morning so that whatever is taken 


up at that time can be put right 
into practice.” 


Jacksonville Consclidated 
Becomes Warehouse 


ONSOLIDATED Automotive Co., 

Jacksonville, Fla., for many 
years in the wholesaling business, 
began operating July 1 as a ware- 
house selling to jobbers only under 
the name of United Warehouse, 
Inc. 

“We feel that this is a trend in 
the industry and is a forward step,” 
commented President Edgar H. 
Rogers, Jr. All officers of the com- 
pany remain the same, it was an- 
nounced. 

Rogers is the immediate past 
president of the Florida Automo- 
tive Wholesalers Association, of 
which he was a “founding father.” 
His father and Peyton J. Watson 
operated Consolidated for many 
years as a wholesaler for several 
industries in addition to automo- 
tive. 


Brownwood Operation Begins 


Opening of the Greater South 
West Warehousing Distributors 
and Brokerage Co. at 400 Pecan, 
Brownwood, Texas, for distribu- 
tion to jobbers only, has been an- 
nounced by Manager Charles 
Owens. Within eight miles of the 
geographic center of the state, the 
organization is the only one of its 
kind within or between Lubbock 
and San Antonio, Owens said. 


Walter Silliman Dies 


Walter Silliman, a charter mem- 
ber of Automotive Booster Club 
B-6, Atlanta, died after a long ill- 
ness last month. He had been han- 
dling some southwestern territory 
for a number of years for J. H. 
Williams & Co., headquartering at 
Houston. 


Texas Firm to Get New Home 


Automotive Supply Co. of Ama- 
rillo, Texas, is constructing a new 
building at 5th and Harrison to 
contain 13,200 feet of floor space. 
Parking facilities will be located in 
front of the building, which will be 
completed around Nov. 15. 








ance in all bre 
peratures! 


you BET! 


12 ounce cans 


gallons 


Quaker Supreme 


HYDRAULIC BRAKE FLUID 
profitable always . . guaranteed 
safe for all brake systems! 


wers THE BE 


id! Chem: 
Hydraulic Brake prone 


Supreme f°") . 
_. "Castor Oil Engh Lg fluid systems « - 
And it’s backed by © 


Quaker Supreme js supreme 
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pints 
5 gallon 





| CAN SAVE YOU 


TIME, LABOR, MONEY, 
ON GASKET SETS! 
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e@ Pioneers in the field of 
“TRANSMISSION ENGI- 
NEERED PARTS.” 

TRAMCO GASKET SETS 

Plio-packed against mois- 

ture and dust. 

Quick, easy - identification, 

packaged in descriptive 

master envelopes .. All the 
parts for a complete job. 

Repackaged in standard 

corrugated cartons. 


e A complete line, Na- 


M. Hirsig C- tionally Distributed. 


Southeast ReP-' - 











AUTOMATIC TRANSMISSION PARTS & REPAIR KITS 


\\ Tramco Industries Ince. 


N 43 WEST 61 ST., NEW YORK 23,N.Y 
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Uuaker Supreme Chemical Corp. 


MONTGOMERY, ALABAMA 
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THE BIGGEST 


IN HISTORY 


#10 TUNG-SOL “HEART” 
FLASHER ASSORTMENT 


5 Flashers on a Sales-Pulling Card* 


BACK-UP STOCK STACKER 
5 Flashers to keep Display Card Complete* 


SERVICE GUIDE 

Handy Direction Signal Servicing Instruc- 
tions Plus Flasher and Lamp Replacement 
Chart for All Domestic Cars. 


*Heart contains: 1 P229D, 
1 Univ UP229D, 1 A229S, 
1 P273D, 1 AP273V 
Stacker contains: 1 P229D, 
2 Univ UP229D, 1 P273D, 
1 AP273V 


FLASHING DIRECTION SIGNALS Tuns-so. # 
ARE REQUIRED BY MOST STATES... Signal flashers 
YOUR CUSTOMERS EXPECT YOU TO KEEP 
THEIR SIGNALS IN WORKING ORDER... 
THE “HEART” KIT SERVICES 100% OF ALL FLASHER REPLACEMENT NEEDS 


Get in on this big, growing market ! Tung-Sol Flashers are easiest of all to sell because they’re the ones all 
car manufacturers use, and customers want initial equipment reliability when they’re complying with the law! 
They’re easy to install, too! Be ready: Stock the “‘Heart,” the kit that 
services 100% of all your replacement needs! 


Round out a 


profitable lighting Bagi} ‘{taqil 


service with... 


ELECTROSWITCH DIVISION, TUNG-SOL ELECTRIC INC., Newark 4, N. J. 
Sales Offices: Atlanta, Ga,; Columbus, Ohio; Culver City, Calif.; Dallas, Tex.; Denver, Colo.; Detroit, Mich.; 
Irvington, N. J.; Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, P. Q. 
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Price Increases Boost Sales Total; 
Rains Aid Some Areas, Hurt Others 


RICE increases have accounted 
for a sizable part of the per- 
centage increases in sales volume 
for many wholesalers over the 
South and Southwest this year over 
the same period of last year, but 
rains have had a hand in the sit- 
uation, too, in some areas of the 
previously-dry Southwest. 
Reports from questionnaires 
mailed to 350 firms last month 
showed heavy increases still be- 
ing chalked up by some Florida 
companies, particularly in the low- 
er portion of the peninsula, while 
continuing downpours have slowed 
sales for some southwestern sec- 
tions. Occasional heavy rains have 
helped other areas there, though. 
Seventy-six per cent said their 
sales were above the same five 
months of last year. Twenty-one 
per cent reported downturns—gen- 
erally very slight—and three per 
cent listed the same volume. In 
the latter instance, this could be 
interpreted as a decline in unit 


sales in view of higher prices on 
a lot of items this year. 

A report from Florida’s north- 
western Panhandle area said one 
firm’s volume was down five per 
cent and then added: 

“We are ina farming area. We 
think the government’s farm soil 
bank program is hurting our busi- 


A Reader Su 


ness. We firmly believe that for 
every acre of land not planted, at 
least $500 (seed, fertilizer, tractor 
use and repair, gasoline, labor, 
etc.) is taken out of circulation.” 

A Missourian’s rise of four per 
cent was attributed “principally to 
increases in prices.” 

A South Floridian experienced 
an upturn of 33% in spite of 
swinging over to a five-day week. 


“Just got my fingers crossed,” 
commented the president of this 
long-time house. 

A company situated with its 
branches in North Carolina’s sand- 
hills area reported a slight increase 
over last year despite “unusually 
bad weather all this year.” 

An increase of 104% brought 
on these observations by a South 
Carolinian: 

“How much is due to price in- 
creases? Inflation is still on the 
increase.” 

A West Virginian listed a climb 
of 11% and added: 

“Our biggest problem is cred- 
its, especially to service stations. 
Oil companies must quit building 
too many stations and reduce rent 
on existing stations.” 

A new Orleans executive cal- 
culated that of his eight per cent 
increase possibly two to three per 
cent was due to higher prices. 

Some sections of Texas revealed 
increases of 20% or even better, 
although one Panhandle whole- 
saler experienced a decline of 
seven per cent, In the El Paso area 
one company was ahead by 20.5%. 

Some sections of Kansas and 
Missouri, long suffering from the 





$3969 


IN | MONTH 


Repairing Radiators!” 


“My Inland equipment and the wonderful job it does 
has attracted nearly a $4,000-a-month volume!” 
, — Neylond’s Auto Paint & Body Works, Baton Rouge, Le. 
“We are going at the rate of $16,000 a year !’’—McRill Auto Service, Twin 
Falls, Idaho. ‘$13,904 in 9, mos. !""—McCain-Richards, Monroe, La. Many 
do as well or better. Why don’t YOU get into this Big Income business? 
20,000,000 Radiators Need Servicing Yearly! And with today’s engine 
power increased, and the cooling capacity decreased, radiators will require 
more service than ever before! Here's a business with a growing future ! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
purchase plan—advertises nationally to attract radiator servicing business to 


Inland-equipped shops. Mail coupon ! 


INLAND MFG. CO. 


THERE'S NO SUBSTITUTE 


for... TRU-TORQUE 


SAFETY CUPS and EXPANDERS 


TRU-TORQUE Safety Cup/Ex- 
pander and Springs were origi- 
nally designed to work as a team. 
They achieved the ultimate in 
smooth working positive action. 
Others trying to duplicate TRU- 
TORQUE retain the same trou- 
blesome, erratic sticking action 
due to wrong expander angles 
and improper spring tension. 


TRU-TORQUE Safety Cups also have a 
chemically treated surface which reduces 
friction up to one-third, making possible 
the use of stronger springs for smoother, 
more positive action. 


Ask your Local Jobber 
about TRU-TORQUE 


1108 Jackson St., Dept. SA-7, Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“SOLD EXCLUSIVELY BY MAIL" pricing, everything! FR. 
=n ee ee ee ee ee ee es es es ee || to [land customers. 
INLAND MFG. CO., Dept. SA-7,1108 Jackson St., Omaha 2, Nebr. 
Please send new free book, ‘‘Bive Print For Profits.” 


Factory school trains you 
or your man quickly: Clean- 
ing, repairing, spa 








(PLEASE PRINT) 
ADDRESS. 
CITY. a 
BY. TITLE 

if dealer, make of car sold. 


Are you now operating a radiator dept. [) Yes [) No 
(SN em Se Re SR ET MR SOR em 











TRU-TORQUE 
1200 Reco Ave. - St. Louis 22, Mo. 








120 Want more facts? Use Reader Service Card Page 98 SOUTHERN AUTOMOTIVE JOURNAL for July 1957 





drought until this year, were re- 
porting on the up side. One Mis- 
sourian was higher by 24%, al- 
though another in that state was 
down due to excessive rainfall. 
Battery volume for the latter de- 
clined because of cool weather. 


Cagle Parts Expands 
Mobile Building 


A DDITION of a 30’ by 40’ expan- 
sion to its original 40’ by 40’ 
building is being completed at 
Cagle Auto Parts Co., Mobile, Ala. 
The firm, headed by J. L. Cagle, 
president, formerly of Motors Parts 
& Supply, Mobile, and Sharp Au- 
tomotive Supply, Chattanooga, 
Tenn., serves the “Loop” and west- 
ern Mobile and south to the Gulf 
Coast. Mrs. Ann Cagle, wife of J. 
L., is vice-president and Arthur, 
brother of J. L., is secretary. 


Jaycee Elects Reinwald 


Robert G. Reinwald is the new 
president of Jaycee Chemical Corp. 
of Northford, Conn. Gar Hewson 
is vice-president, Winfield Roeder, 
treasurer, and Attorney Edward J. 
Brennan, secretary. The company 
manufactures “Bondo,” a fiberglass 
plastic paste used for repairs of 
holes, dents, flaws or leaks in met- 
al, wood, stone and concrete. 


Ethier Joins Jacksonville Firm 


Clarence J. Ethier of Atlanta, 
Ga., is now associated with J. H. 
“Jim” Jones of Jacksonville, Fla., 
representing Bishman tire serv- 
ice equipment and other tools and 
accessories in northern Georgia 
and the South Carolina territory. 
Ethier will headquarter at 865 
Greenwood Ave., Atlanta. 


Blackhawk Names Patterson 


Vernon E. Patterson has been 
appointed territory manager of 
Oklahoma and northern Texas for 
Blackhawk Mfg. Co., Milwaukee, 
Wis., Vice-President in Charge of 
Sales G. H. Goehrig announced. 
He will reside at Dallas, Texas. 


“On May 1 G. E, “Eddie” Gilli- 
land was transferred from the 
Ocala (Fla.) store to Orlando, his 
territory being defined as east of 
the St. Johns River and north of 
State Highway 50,” announced 
Frank R. Etheridge, vice-president 
and general manager of Miller 
Bearings of Orlando, Inc. 
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“Hottest Item 
of the Year!” 


of the famous 


BAR’S LEAKS family 


BAR'S AUST «Atac!/ 


BAR'S RUST, containing pelletized chemical inhibitors, provides unparal- 
leled control of auto cooling system rust and scale. Simply pour into radiator 
... pellets slowly dissolve in the water . . . effectively inhibit rust, scale and 
corrosive substances. 


And BAR'S RUST brings you extras: Functions as emulsifying water pump 
lubricant . . . chosen as the one inhibitor that stops leaks . . . proved through 
laboratories and use in millions of cars to be most effective cooling system 
maintenance product ever devised. 


Rust and scale in today's pressurized cooling systems and high compression 
engines mean — a range from reduced economy to localized hot spots, even 
cracked cylinder heads and blocks. BAR'S RUST consists of essentially the 
same ingredients — plus pelletized inhibitors — used in cars as they come 
from the factory. It is guaranteed to protect rubber, all metals, aluminum radi- 
ators, radiator pressure caps and complete cooling systems. Available through 
automotive jobbers, service stations, auto goods stores. 


U.S. Patent 2580719, Canadian Patent 501547 Other Patents applied for. 





LIST PRICE 


$1.25 


BSc. oe 
ORL RET 


BAR’S PRODUCTS SUPPLY, INC. 
P.O. BOX 146, HOLLY, MICH. 2-8 


Cash in on BAR'S RUST for a 
lucrative repeat business. 
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ALABAMA: 

Anniston, Birmingham, Dothan, Gadsden, 
Huntsville, Mobile, Montgomery. 
FLORIDA: (Amounts limited to $600) 
Daytona Beach, Fernandina Beach, Fort 
Lauderdale, Homestead, Jacksonville, 
Miami, Orlando, Sanford, St. Petersburg, 
Tampa, West Palm Beach. 

GEORGIA: 

Albany, Americus, Athens, Atlanta, 
Augusta, Buckhead, Columbus, Decatur, 
La Grange, Rome, Savannah, Valdosta. 


Southern Savings Bank 
Atlanta. 

ILLINOIS: 

Decatur, Peoria, Rockford. 


INDIANA: 

Gary, Indianapolis, Kokomo, La Porte, 
Logansport, Mishawaka, South Bend. 

1OWA: 

Council Bluffs, Davenport, Mason City. 


KANSAS: 

Emporia, Great Bend, Hutchinson, 
Lawrence, Topeka, Wichita. 
LOUISIANA: 

New Orleans. 

MARYLAND: 

Annapolis, Arbutus, Baltimore, 
College Park, Dundalk, Frederick, 
Hagerstown, Hyattsville, Lexington Park, 
Mount Rainier, Silver Spring. 
NEBRASKA: 

Central City, Fremont, Lincoln, Omaha. 
NEW JERSEY: 

Camden. 

NEW YORK: 

Jamaica. 

OHIO: 


Akron, Cincinnati, Cleveland, Dayton, 
Hamilton, Norwood, Steubenville, Toledo. 


PENNSYLVANIA: 
Allentown, Bethlehem, Bristol, 

| Chambersburg, Ephrata, Hazleton, 
Lancaster, Lehighton, Philadelphia, 
Pittsburgh, Quakertown, Reading, 
Scranton, Sunbury, Wiikes-Barre. 
RHODE ISLAND: 
Providence. 
SOUTH CAROLINA: 
(Amounts limited to $1000) 
Aiken, Florence, Gaffney, Hartsville, 
Laurens, Spartanburg. 
VIRGINIA: 
Falls Church, Norfolk, Roanoke. 


WEST VIRGINIA: 
(Amounts limited to $300) 
Martinsburg. 
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AWDA Annual Meeting 
Set for Kansas City 


 ” Senpw City has been selected 
as the site for the annual man- 
ufacturer-distributor conference of 
Automotive Warehouse Distribu- 
tors Association to be held Dec. 1-5 
at the Muehlebach Hotel. 

A special conference committee, 
appointed by President Walter T. 
Devine of Lenk, Inc., Boston, Mass., 
to work with AWDA’s Kansas City 
headquarters includes Ernest A. 
Tapp, Jobbers Supply Co., Inc., 
Kansas City, chairman; Jack Whit- 
aker, Whitaker Cable Corp., North 
Kansas City, co-chairman; Thomas 
S. Perry, Jobbers Service, Atlanta, 
Ga.; J. S. Connell, J. S. Connell 
Co., Dallas, Texas; Ralph Doherty, 
Wilkening Mfg. Co., Philadelphia, 
Pa.; Don Hanson, E. Edelmann & 
Co., Chicago, Ill., and E. T. Duffy, 
The Weatherhead Co., Ft. Wayne 
Division, Ft. Wayne, Ind. 

Among ten new members ad- 
mitted to the association during 
the spring meeting in Boston were 
Warehouse Service, Inc., Oklahoma 
City, Okla.; Airtex Automotive Di- 
vision, Fairfield, Ill.; A. B. C. Bear- 
ing Co., Brooklyn, N. Y.; Plasti- 
Kote, Inc., Cleveland, O., and Tri- 
plex Corp. of America, Pueblo, 
Colo. 

Reub Schrank, vice-president of 
Lee Motor Products, Cleveland, 
was elected to the board of gov- 
ernors to fill the unexpired term 
of J. B. Wilson of Houston, Texas. 


Net Profit Increases, 
MEWA Reports 


TEN-YEAR table of facts and 

figures on wholesalers’ net 
profit before income tax has been 
included in a 16-page report by 
Motor and Equipment Wholesalers 
Association. 

The table shows a drop in net 
profit from 7.2% of sales in 1947 
to 2.5% in 1954 — an unbroken 
downward trend for seven consec- 
utive years —finally reversed to 
3.0% in 1955 and 3.3% in 1956. 

“Encouraging as these two con- 
secutive increases are after all 
these years of shrinking profits,” 
commented MEWA officials, “‘they 
are still highly discouraging when 
compared with net profits of years 
past.” But, the association bulletin 
said, the second consecutive rise in 
net profits in 1956 “may be an in- 
dication of a reverse trend in the 
making.” 

The MEWA cost-of-doing-busi- 
ness report not only analyzed five 
phases of “personnel” expenses and 


Tallahassee, Fla., wholesalers held a dinner meeting June 6 to hear 
a first-hand report of the progress of the group insurance program of 
the Florida Automotive Wholesalers Association. Seated are (l. to r.): 
Raymond E. Barnes, legal counsel for Corporate Group Service, Inc., 
handling FAWA‘s workmen’s compensation self-insurer’s fund; R. S. 
Woodham, Tallahassee Auto Parts Co., president of the Tallahassee 
association: Paul Thompson, Universal Underwriters, Kansas City, Mo., 
carriers of FAWA’s fire and general liability program, and Ed Nesmith, 
Baker-Alford Co. Standing are (l. to r.): Charles H. “Chuck” Davis, 
executive secretary, FAWA; J. D. Durham, Southern Auto & Welders 
Supply: Joe McLendon, Keenan Auto Parts Co.; D. H. Simpson, Simpson 
Auto Parts, Blountstown, Fla., and Clarence Babbitt, Genuine Auto Parts. 


22 different “operating expenses” 
on a nationwide basis but subdi- 
vided the analysis into five sales 
volume groups and also into seven 
geographic regions. 

“The importance of these break- 
downs is especially appreciated by 
the industry when one considers 
that certain expenses vary greatly 
between jobbers of different sales 
volume categories and between 
jobbers in different localities — 
such as rent, taxes, insurance, 
freight and wages,” it was stated. 

The report revealed that “gross 
margin and operating expenses 
vary inversely with sales volume” 
— and a table of operating ratios 
by geographic regions revealed 
considerable variation of these fac- 
tors by territory. For example, 
jobbers in the East Central states 
averaged a net profit of 2.7% in 
1956 (compared with a national 
average of 3.3%), while jobbers in 
the Northeast and West Central 
averaged 4%. 

In addition to the analysis of 27 
overhead cost factors, the bulletin 
analyzed machine shop operations, 
inventory turnover and inventory 
change, average number of em- 
ployes per establishment, incom- 
ing freight in percentage of pur- 
chases, sales returns and allow- 
ances in percent of gross sales, de- 
livery expense in all its phases and 
rent as compared with ownership. 
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Tennessee Opens Drive 
For New Members 


HE Automotive Wholesalers 

Association of Tennessee has 
underway a campaign for new 
members “and all indications point 
to our becoming one of, if not the 
strongest associations in the coun- 
try.” 

The anouncement came from the 
president, A. M. Downing, presi- 
dent of Reed-Downing, Inc., Nash- 
ville, who was installed at the an- 
nual convention held this past 
spring at Gatlinburg. 

“We have divided our state into 
three areas for this membership 
drive with leaders and scheduled 
meetings in each area, with quotas 
and percentages set for each area, 
preceded by a letter from our ex- 
ecutive secretary setting forth 
some of our accomplishments and 
our goals,” the president said. 

Keith Broyles, who headquar- 
ters at Nashville, is the secretary. 


Alondra Sales Appoints Two 


Alondra Sales, Inc., Los Angeles, 
Calif., has appointed Lee B. Hughes 
and Bob Sherman as factory rep- 
resentatives in Kentucky and up- 
per West Virginia, respectively. 
The territory covered by Stroud 
& Walden, Charlotte, N. C., will 
now include lower Virginia. 





Automotive NEWS BRIEFS 


(Continued from page 15) 





States in the South Narrowly Beat 
4% National Registration Average 


fen southern states forged ahead 
of the national average in- 
crease of four per cent in motor 
vehicle registrations last year 
while nine trailed behind, as did 
the District of Columbia. 

The tabulation announced last 
month by the Bureau of Public 
Roads of the U. S. Department of 
Commerce also revealed Florida as 
easily outstripping all other states 
in percentage gains, except for 
Nevada, which experienced a rise 
of 13.6% as compared with Flor- 
ida’s 10.3%. 

Registrations for 1956 totaled 
65,212,510, compared with 62,693,- 
819 for 1955. 

States running above the na- 
tional average included Alabama, 
Arkansas, Delaware, Florida, Lou- 
isiana, Maryland, Missouri, North 
Carolina and the Virginias. 

Sagging below the average were, 
among others, Georgia, Kansas, 
Kentucky, Mississippi, New Mex- 
ico, Oklahoma, South Carolina, 
Tennessee and Texas. 

Texas ranked third in total reg- 
istrations, being led by California 
and New York. 

Registrations, including public- 
ly-owned, were: 


Comparison of Total Motor-Vehicle 
Registrations 1955-1956 

% 

1955 1956 In- 
Total Total crease 
1,041,241 1,084,524 4.2 
414,638 451,028 
584,250 608,922 
6,189,022 6,534,982 
737,408 775,418 
921,229 971,103 
153,881 164,188 
1,615,652 1,781,725 
1,238,918 1,273,263 
337,514 337,329 
3,268,398 3,408,964 
1,762,750 1,862,757 
1,194,864 1,201,480 
1,047,764 1,077,841 
1,032,405 1,069,488 
951,671 1,009,618 
322,674 344,690 
938,295 993,112 
1,546,234 1,619,140 
3,114,101 3,138,467 
1,364,863 1,425,872 
636,544 657,712 
1,490,056 1,556,889 
336,094 347,030 
662,030 658,048 
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Nev. 123,668 
N. H. 212,452 
‘ 2,060,963 
340,206 
4,642,728 
1,437,177 


140,537 
225,341 
2,148,688 
351,279 
4,804,658 
1,516,569 
310,842 
3,678,639 
1,052,689 
807,668 
3,880,773 
317,196 
811,202 
325,618 
1,130,364 
3,938,472 
352,784 
141,079 
1,314,808 
1,204,958 
581,669 
1,445,743 
176,333 
201,011 


Wyo. 


D. of C. 197,051 





62,693,819 65,212,510 


aa 
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Shreveport Firm Re-Forms 


The newly-formed Hanna Lin- 
coln-Mercury Co. succeeds An- 
dress-Hanna, Inc., Shreveport, La., 
Lincoln-Mercury dealers for the 
past nine years. W. T. Hanna, Sr., 
is president and general manager, 
John Hanna, vice-president, and 
W. T. Hanna, Jr., secretary-treas- 
urer. 


Arkansas Dodge Dealer 
Rolls in the Profit 


"iar ecemggy the advantages of 
volume operations and “list 
price” deals, Spitzer Motors, 18- 
month-old Dodge dealership at 
Little Rock, Ark., has turned in a 
list of performance figures which 
factory officials said included: 

1.—Dodge penetration figures 
increased from 1.6 to seven per 
cent. 

2.—Monthly net profits of $4,000 
on used Cars. 

3.—Service absorption of 110%. 

According to J. V. Burhle, vice- 
president and general manager, 
much of the credit goes to the 
firm’s 16 salesmen and the compre- 
hensive incentive system which 
keeps them working for the prof- 
itable sales. 

Spitzer salesmen receive $25 for 
a “break-even” deal; take home 
25% of the gross profit difference 
between that “break-even” point 
and the final selling figure. In ad- 
dition, two teams compete each 
month for bonuses in the form of 
unsigned checks which become 
payable if the sales goals are 
reached. 

An extra $1,000 goes to any 
salesman who can accumulate l,- 
000 sales points in one week, with 
150 points for a new-truck sale, 
100 points for a new car and 90 
points for a used car sold for $500 
or more. 


In photograph at left the winner in the national highway truck safety 
contest sponsored by American Trucking Associations, W. L. Winner 
(left), safety director of Hunsaker Trucking Contractor, Inc., Houston, 
Texas, accepts his firm‘s recognition plaque and transistor radio award- 
ed by The Electric Auto-Lite Co.’s Regional Manager R. W. Higgins 
at the recent ATA convention in Dallas. In photo at right Safety Di- 
rector F. E. Zingg of Dixie Highway Express, Inc., Meridian, Miss., 
accepts a similar award for his company. 
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Georgia Garagemen Plan 
Insurance Program 


EMBERS of the Independent 

Garage Owners of Georgia 
and allied (wholesaler) members 
may now participate in a program 
of insurance coverage being pro- 
vided by Federated Mutual. 

H. F. “Red” Reagin of Atlanta, 
president of the association, an- 
nounced that details of the pro- 
gram had been worked out, em- 
bracing life, accidental death, dis- 
memberment, accident, sickness, 
hospital and other phases of pro- 
tection. 

The association, started about a 
year ago from members in Greater 
Atlanta, now has units organizing 
in Carrollton, Savannah, Athens 
and some cities. 

Interested Georgia garagemen 
should contact Reagin at 559 Flat 
Shoals Ave., S. E., Atlanta. 


NASCAR Trials Set 
For Feb. 9-23 


J is ninth annual International 
Safety and Performance Trials, 
sponsored at Daytona Beach, Fla., 
by the National Association for 
Stock Cars, will be staged the 
weeks of Feb. 9-23. 

An expanded program featuring 
safe driving and performance tests 
will precede the major racing 
events on Feb. 21, 22 and 23. As 
has been customary for the past 
few years, the modified-sportsman 
125-mile event will take place on 
Friday, Feb. 21, and the con- 
vertible division 160-mile race on 
Saturday. The Grand National 
championship over the 160-mile 
beach-road course on Sunday will 
close the trials. 


Friction Group Selects 
Vachout for President 


ILLIAM J. Vachout of Molded 

Materials Division, Carlisle 
Corp., has been elected president 
of the Friction Materials Standards 
Institute, Inc. 

Other officers are George S. 
Lamson, Thermoid Co., vice-presi- 
dent; Vincent A. Spina, Scandi- 
navia Belting Co., treasurer, and 
Miss Harriet G. Duschek, secre- 
tary. Members of the board are 
Frederick C. Weyburne, Marshall- 
Eclipse Division, Bendix Aviation 
Corp.; Franklin A. Miller, Ray- 
bestos-Manhattan, Inc.; Leo S. 
Sullivan, The Russell Mfg. Co.; S. 
Arthur Smith, Silver Line Brake 
Lining Corp., and Richard A. 
Riley, World Bestos Corp. 
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PENDLETON 
rOOL INDUSTRIES 


Under this banner 


the Proto Tool Company 
will continue to serve 


the needs of all industries 


Founded in 1907, PROTO 
is the World’s largest 
producer today of high- 
quality hand service tools. 
Leadership is attributable 
mainly to the professional 
quality of PROTO tools— 
resulting from intensive 
research, field-tested 
designs, special alloy 
steels, and superior 


manufacturing. 


583 ALLEN STREET 
JAMESTOWN, NEW YORK 


‘ 


2209 SANTA FE AVE. 
LOS ANGELES, CALIF. 


I 
i 








PROTO means 
PRO fessional 


GF 
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Car Factories Vote to Eliminate 
Emphasis on Speed and Horsepower 


IRECTORS of the Automobile 

Manufacturers Association u- 
nanimously recommended to mem- 
ber companies at a Detroit meet- 
ing June 6 that they take no part 
in automobile racing or other com- 
petitive events involving tests of 
speed and that they refrain from 
suggesting speed in passenger-car 
advertising or publicity. 

The board voiced the desire of 
automobile manufacturers to “en- 
courage Owners and drivers to 
evaluate passenger cars in terms 
of useful power and ability to af- 
ford safe, reliable and comfortable 
transportation, rather than in 
terms of capacity for speed.” 

All volume producers of passen- 
ger automobiles in the U. S. are 
represented in the association, so 
the directors were in the position 
of recommending the action to 
themselves. 

The resolution stated that the 
association and the members of the 
board “share the public interest 
in increasing the safety of highway 
travel.” 

“The manufacturers of automo- 
biles,” the resolution read, “have 
directed their efforts for many 
years toward developing and main- 
taining the performance character- 
istics of vehicles at levels consist- 
ent with highway conditions and 
the requirements of the using pub- 
lic.” 

Manufacturers can best serve 
the public by continuing these ef- 
forts, the document stated, “‘utiliz- 
ing research and testing facilities, 
laboratories and engineering prov- 
ing grounds to conduct tests under 
controlled and scientific conditions 
and standards.” 

The resolution recommended 
that member passenger-car manu- 
facturers: 

1.—Not participate in any pub- 
lic, competitive test of passenger 
cars involving or suggesting racing 
or speed, including acceleration 
tests. 

2.—Not encourage or assist em- 
ployes, dealers or others, or fur- 
nish financial, engineering, manu- 
facturing, advertising or public re- 
lations assistance in connection 
with any such event, directly or 
indirectly. 

3.—Not supply “pace cars” or 
“official cars” in connection with 
any such event. 

4.—Not advertise or publicize 
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any such event or the results 
thereof, or assist and encourage 
others to do so. 

5.—Not advertise or publicize 
actual or comparative capabilities 
of passenger cars for speed, or 
specific engine size, torque, horse- 
power or ability to accelerate or 
perform, in any contest that sug- 
gests speed. 


New "Testing Areas" 
Set by NASCAR 


E National Association for 

Stock Cars (NASCAR) has an- 
nounced a new policy for estab- 
lishing “‘testing areas’ for all au- 
tomobile owners, following the 
resolution adopted by the Auto- 
mobile Manufacturers Association 
to further safety among the na- 
tion’s drivers. 

NASCAR, the world’s largest 
automobile racing organization, 
while going ahead with a broader 
and more intensified racing effort 
since the factory withdrawal, also 
intends to further its testing pro- 
gram. 

Bill France, president of NAS- 
CAR, in announcing his organiza- 
tion’s aim, said: ‘““We are interested 
in giving mechanically-minded 
and competitive-minded Ameri- 
cans a fuller opportunity to test 
their automobiles in supervised, 
off-the-highway areas and we are 


extending our operations in this 
direction in many sections of the 
country. As always, safety is the 
prime objective of the National 
Association for Stock Cars. 

“Actually, there is no place in 
the country where automobile 
drivers can try their cars’ re- 
actions and their own readiness 
under simulated emergency con- 
ditions. According to National 
Safety Council figures, 70% of all 
automobile fatalities occur at 
speeds under 60mph. Hence, it fol- 
lows either poor driver reflexes 
or a driver’s unfamiliarity with his 
car reaction in situations of emer- 
gency is the cause of most acci- 
dents, rather than excessive 
speed.” 


Columbus County Names Scott 


The Columbus County (N. C.) 
Automobile Dealers Association 
has elected Sam Scott of Scott Mo- 
tor Co., Fair Bluff, president. 
Other officers are J. T. Wooten, 
Jr., Wooten Motor Co., Chadbourn, 
vice-president, and Harold Wells, 
Wells Oldsmobile, Inc., Whiteville, 
secretary-treasurer of the associa- 
tion. 


Hendersonville, N. C., Elects 


T. D. Hunter, Jr., of Hunter 
Chevrolet Co. has been chosen 
president of the Hendersonville 
(N. C.) Automobile Dealers Asso- 
ciation. C. C. Garrett of Garrett 
Motor Co. is vice-president and 
Lawrence Blair, Blair-McLeod, 
secretary-treasurer. 
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HOPPY DOES IT AGAIN! 


with Rak ten f Refit 


THE LEV-L-LITE TEAM! 


“In two weeks aligned 
thirty sets of lights and 
sold twenty sealed 
beams. It’s the easiest 
profit we have in the 
station.” 
Jack McReynolds 
Service Station 
3421 South Peoria 
Tulsa, Oklahoma 


Profit approximately 
$65.00 in two weeks. 


“In four days we tested 
37 cars for proper light- 
ing with Lev-L-Lite, ad- 
justed 14 headlights, 
and sold 12 seal beams 
making a profit of 
$31.20.” 

Huggins 

Service Station 


The modern approach for Headlight 
Aiming and Adjusting to sell 

more sealed beams, service, etc.! 

AS SIMPLE AS 1-2-3! 


1 Place car on level floor surface. 


2 Use new Hopkins Lev-L-Lite Meter to ac- 
curately determine candlepower. (If lights are 
bad, you’re already set to make a sale!) 


3 Make 15-second check with Lev-L-Lite Aimer 
to test light alignment. 

One test should make 7 drivers out of 10 
prospects for headlamp sales! 

PLUS SALES-PROVED LUBE JOB / HEADLIGHT SAFETY CHECK KIT! 
YOU offer a FREE headlight check with every 


lube job! ; FT 
YOU gain 2 ways! ONE: more lube jobs! 


Tulsa, Oklahoma TWO: more headlight sales! 


SWING INTO ACTION NOW! 10-DAY FREE TRIAL OFFER! 


: we : ye ye 
Our Test Campaign has proved it! Se rvice Station Rush this coupon to your Hoppy Jobber TODAY! 
Owners really make money when they swing into Get in on the limited number of 10-Day FREE Trial Offers! 
action with the Lev-L-Lite Team! YOU CAN, TOO! pe CSS 

sas— | 


We give you EVERYTHING you need for a bang-up MR. HOPPY JOBBER: 


continuing headlamp sale program! 
1 want to swing into action with the Lev-L-lite Team .. . 


and | would like to try it for 10 days WITHOUT COST 
OR OBLIGATION! Then, I'll either keep the Lev-t-Lite 
Team working for me OR I'll give it back to you .. . and 


Safe driving . . . with safe cars . . . is receiving one of 
the biggest nationwide publicity campaigns ever 
launched and — with Hoppy’s LEV-L-LITE TEAM — 
YOU can get on the bandwagon, TOO! It’s a MONEY- 
MAKING “MUST”! Investigate today! 


pay nothing . . . and hear no more about it! 


NAME___ anne 





LEV-L-LITE BUSINESS NAME 


PRECISION-ENGINEERED k 
INSTRUMENTS ARE — ADDRESS__ ; a a 
eJ7= PRODUCTS OF 
HOPKINS MANUFACTURING CORPORATION city ZONE____STATE_____ 
MAIL COUPON TO: 


EMPORIA, KANSAS 
HOPKINS MANUFACTURING CORP., EMPORIA, KANSAS 
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Kentucky Gives Dealers 
Its Sympathy! 


A BIT of sympathy for franchised 
car dealers came last month 
from a group of businessmen in 
Kentucky. 

Said Don Campbell, executive 
vice-president of the Kentucky 
Retail Lumber Dealers Associa- 
tion, in his June 24 membership 
bulletin: 

“Preliminary figures from our 
own survey for ’56 show an aver- 
age profit of 4.55%. The compari- 
son makes us look good, doesn’t it, 
but then we chose a low-profit 
product for the comparison. 

“Things could be worse for us, 
but at least we make our own 
prices, sell as many brands as we 
choose, have available a wide va- 
riety of products to offer and, so 
far, are not bothered with trade- 
ins.” 

(NADA’s recent survey showed 
dealers averaging 1.4% profit the 
first three months of this year. The 
figure for 1956 was 0.8%, with 
27% reporting they operated in 
the red last year.) 

Said Campbell: 

“We think we have troubles, 
that our volume is off and our 


profits are down, but we do have 
an unlimited remodeling market 
and we do have access to hundreds 
of home-related items that can be 
bought and sold as volume builders 
with a good profit margin. Every 
yard can participate as that yard 
chooses. 

“On the other hand, the auto- 
mobile dealer is not only stuck with 
one product but usually one brand 
in one price range. He does not 
have the latitude of the lumber 
dealer in products he can offer and 
his competitive position reflects 
this situation.” 


Power Steering Noise 
Cited by Chevrolet 


HEVROLET Division has issued 

the following regarding power 
steering pump noise on some of its 
models: 

Complaints of passenger-car 
power steering pump noise may 
be the result of the pressure hose 
metallic center connector contact- 
ing the steering gear. This connec- 
tor should be covered by a sponge 
rubber grommet in _ production; 
therefore, check that the grommet 
is fully covering the connector and 
not worn through before attempt- 


ing other corrective measures. 

Failure of the grommet to fully 
insulate the pressure hose connec- 
tor from the steering gear results 
in a pronounced increase in pump 
noise transmitted. 


Kentucky Dealer Has 
$40,000 Fire Loss 
FIRE of undetermined origin, 


A causing damage estimated at 
$40,000 to $50,000, destroyed five 
cars and damaged some 20 others 
last month at Summers-Herrmann, 
Inc., Louisville, Ky. 

The blaze broke out shortly after 
a night watchman made his rounds 
of the building. Several windows 
were blown out by the intense 
heat. 


Tennessean Buys 50 Trucks 


Mason and Dixon Lines, Inc., 
Kingsport, Tenn., has ordered 50 
GMC “Blue Chip” trucks for its 
hauling operations including Ten- 
nessee, Georgia, North and South 
Carolina, Virginia, West Virginia, 
Maryland, Delaware and the Dis- 
trict of Columbia, as well as New 
Jersey, Pennsylvania and New 
York. 





KEM 1-PIECE 
POINT SETS’ 


"A CINCH TO INSTALL * 


FACTORY 


TENSI 
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Acclaimed 
DETROIT’S 


FAMILY 
RATES 


No Charge 
for Children 
12 and Under 


best... 


One of the country’s most popular 


Hotel TULLER 


++. featuring convenience, comfort, 


800 ROOMS 
WITH BATH 


quality! A cosmopolitan atmosphere in 
home-like setting. In the center of all 
downtown activities. Newly decorated. 
Ultra modern, coimnfortable guest rooms... 
excellent food at moderate prices in 
our modern coffee shop and cafeteria. 


Radio and Television in room. 
Air Conditioned rooms in season. 


from $4 


GARAGE and 
PARKING LOT 


| Mf % 
NTROLLEL = ag , 
fp 
ey em Se 
> Y 2 . 


= 
"¢ 


RIGIL 


CONNECTING SCREW *U.S. Pat. No. 
909 


. ‘ 


FACING GRAND CIRCUS PARK 


DETROMTuscncas Gf 


Harry E. Paulsen 
General Manager £ 


for use on: 
BUICK, OLDSMOBILE, PONTIAC, 
EM CADILLAC, CHEV- V8 and others. 
KEM MANUFACTURING CO., INC. 
FAIR LAWN, NEW JERSEY, U. S. A. 


Cable: Kemsales Fairlawnnewjersey 


SINCE 1920 
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Georgia Declers to Hear 
Three Industry Experts 


HREE prominent leaders of the 

industry will address the an- 
nual convention of the Georgia 
Automobile Dealers Association at 
the General Oglethorpe Hotel near 
Savannah August 18-19. They 
are: 

Frederick M. Sutter, Dodge- 
Plymouth dealer of Columbus, 
Ind., who is president of the Na- 
tional Automobile Dealers Associ- 
ation; Ivan L. Wiles, executive 
vice-president in charge of dealer 
relations for General Motors, and 
Joseph E. Bayne, one-time sales 
chief of Plymouth and Lincoln- 
Mercury and now a member of 
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Ford Motor Co.’s dealer policy 
board. 

Other speakers will include John 
A. Williamson, sales consultant of 
Birmingham, Ala.; Leo Aikman, 
Atlanta newspaper editor and 
humorist, and the Rev. William H. 
Alexander of Oklahoma City. 

Association officers include R. C. 
Dunlap, Jr., (Chevrolet) of Ma- 
con, J. C. Lewis, Jr., of Savannah 
and Joe Westbrook of East Point, 
vice-presidents, and James C. 
Downing of Atlanta, treasurer. 
John H. Lander of Atlanta is the 
state NADA director and L. L. 
Austin of Atlanta is the veteran 
executive vice-president. 


Tarheel U-C Dealers 
Elect Neighbors 


E North Carolina Independent 

Automobile Dealers Associa- 
tion, formed two years ago in the 
face of a dealer licensing bill 
which independent dealers be- 
lieved discriminatory, held their 
second annual convention at Caro- 
lina Beach last month. 

Some 150 of the 463 members 
attended the three-day parley at 
the ocean-side resort 15 miles 
south of Wilmington. 

New president elected at the 
convention is Howard Neighbors, 
Forest City, succeeding E. M. Staf- 
ford, Charlotte. 

Other new officers include Car- 
dell Carter, Kannapolis, first vice- 
president; Harris Haskett, Wil- 
mington, second vice-president; 
Willard Vestal, Asheboro, secre- 
tary, and Homer Cooper, Fayette- 
ville, treasurer. Haskett was con- 
vention chairman. 

Three new regional vice-presi- 
dents were elected: Tillman Moss 
of Forest City, Herman Gulledge 
of Rockingham and Marion Du- 
Bose of Wilmington. 

Two new directors, H. D. Chis- 
holm of Asheboro and Elwood 
Cain of Fayetteville, were chosen 
also. 

Addressing the group was Val T. 
Jones, executive vice-president of 
the National Independent Automo- 
bile Dealers Association, Washing- 
ton, D.C. 


Duplin County Tarheels Form 


Dealers of Duplin County (N. 
C.) met recently and tentatively 
formed an association, electing R. 
E. Wall of Warsaw Motor Co., War- 
saw, temporary president. E. C. 
Parker of T.P.L. Motor Co., Clint- 
on, addressed the group on the fu- 
ture of such an organization. 





IN-STALL A FILT-O-REG WITH 
c 


YOUR TUNE-UP! 


FILT-O-REG makes the motor you 
tune, sing in tune... wherever 
your customers go...in warm 
weather ...up steep mountain grades 
or thru stop-and-go traffic. 


FILTOREG 


FUEL PRESSURE REGULATORS 


Prevents 
VAPOR LOCK 
Stops 
STALLING, FLOODING 
Gives 
QUICKER HOT-MOTOR 
RE-STARTS 
Three Pressure Models 


3: psi Vi 


Two Styles 


C with filter 
R regulator only 


OTHER PATS. PEND. 


FILT-O-REG helps you DO THE JOB... 
saves you wasted service time because it 
controls the over-pressure in the fuel sys- 
tem to a constant, unrestricted even fuel 
pressure on the carburetor under all driv- 
ing conditions. TRY IT...PROVE IT. 
Every auto, truck, gasoline engine, new or 
used, needs this quality fuel pressure 
regulator. 


Order from your jobber 
WRITE FOR HELPFUL BULLETINS: [ 
#317 YOUR ANSWER TO 
VAPOR LOCK 


#302 HOW “OVER-PRESSURE” 
CAUSES CARBURETOR 
FLOODING 


MAKES GASOLINE ENGINES RUN BETTER! 


Alondra Sales, Inc., 959 Crenshaw Bivd., Los Angeles 1S 
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South Carolinians Form 
Dealer, Service Group 


peas to promote better rela- 
tions between dealers, service 
and parts personnel and personnel 
of franchised dealers resulted last 
month in the organization of the 
Rock Hill (S. C.) Auto Dealers, 
Service and Parts Managers Asso- 
ciation. 

H. Monroe Rentz, service man- 
ager of Good Motor Co., was 
elected president of the organiza- 
tion, made up of service and parts 
managers of franchised automobile 
dealers. 

Chosen vice-president was Dorth 
Falls, service manager of Neely 
Motor Co., while Frank Limerick, 
service manager of Justus Pontiac, 
was named secretary-treasurer. 

Others present at the meeting 
were H. B. Sellers, service man- 
ager, and John Tarleton, parts, of 
Martin Motors; Ralph Ratchford, 
service, and John Howe, parts, of 
Purvis Buick Co.; Ed Williford, 
service, Jack Hicklin, parts, of 
Hurst’s Motor Co., and C. W. 
Blackwell, parts, Harvey Motors. 

Rock Hill is in northern South 
Carolina adjacent to the Charlotte, 
N. C., area. 





You'll like 


Here’s the ideal ignition Assortment for 
the average garage or tune-up shop. 
It contains complete drawer stocks of 
Assembled Contact Sets, Condensers 
and Rotors, together with a well round- 
ed stock of Caps, Coils, Coil Brackets, 
Voltage Regulators, Relays and 
Switches. Cabinet provides ample room 
for 4 extra drawers and added bulk 
stock. Get details on this and other 
wall cabinet assortments from your 

Shurhit Jobber or write us for 

fully illustrated Cat. No. SS. 


Shurhit provucts, Inc. 
Waukegan, Illinois 
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Top: J. W. Pickens 
Above: Charles B. McFee, Jr. 


Work Performance Form 
Developed by NADA 


N EMPLOYE’S performance rec- 

ord, designed to help dealers 
keep a graphic history of persons 
who work for them, has been com- 
pleted by the personnel relations 
committee of the National Auto- 
mobile Dealers Association. 

Set up to serve as a guide-post 
for dealers to recognize any trou- 
ble with employes, the record is 
divided into sections to show a 
complete picture of a worker’s 
progress. Included are a record of 
absenteeism, wage increases, insur- 
ance payments, payments under 
workmen’s compensation claims 
and job changes. 

The committee which developed 
the form included J. W. Pickens, 
Oldsmobile-Cadillac dealer of 
Orangeburg, S. C., and Charles B. 
McFee, Jr., executive vice-presi- 
dent of the Automotive Trade As- 
sociation of Virginia, Richmond. 

The committee has been engaged 
on a number of other projects, 
some to be announced later. 

Pickens is a past president of 
the South Carolina Automobile 
Dealers Association. He has been 
active in recent years as a director 
of NADA. 


Ending Hose Interference 
On 1957 Chevrolet 


HEVROLET Division has issued 
the following service bulletin: 
Some 1957 V-8 cars equipped 
with air conditioning have been 
found to have the heater hose rub- 
bing on the carburetor choke heat 
pipe, while others have had the 
evaporator outlet hose damaged 
by contact with the evaporator 
support bracket. 

Choke heat pipe contact with 
the heater hose can be eliminated 
by reworking the pipe so that it is 
routed closer to the valve rocker 
cover in the area where interfer- 
ence occurred. 

Evaporator outlet hose clearance 
of the evaporator support bracket 
can be achieved by cutting a sec- 
tion from the lower corner of the 
support bracket where interference 
existed. 


Chevy Relocates Plate 
For Identifying Body 


HEVROLET Division has_ issued 
the following service bulletin: 
The 1957 passenger-car body 
identification plate which was for- 
merly centered on the front of the 
dash panel will in future produc- 
tion be installed on the right side 
of the dash panel in the area im- 
mediately below the heater water 
control valve (Ranco valve). 

With the identification plate in- 
stalled at the new location it will 
be more accessible and large ob- 
structions will have been elim- 
inated from line of sight, the fac- 
tory said, 








Manufacturer's Representative 
and Warehouse Distributor in 
the Southwest 


EMEROL PRODUCTS 
Marvel Mystery Oil, Marvel 
Oilers and Marvel Hi-Rev. 


Manufacturer's representative for all 
of Texas. 
GABRIEL COMPANY 
Complete line of standard and heavy- 
duty shock absorbers for passenger cars, 
trucks, and buses; automobile thermo- 
stats; car, truck, and bus heaters. 


MARVEL-SCHEBLER 
Industrial gasoline and LPG. 


Inverse 


Warehouse distributor for 
Louisiana and Texas. 


H. H. WHELAN 


COMPANY 
2616 Ross Avenue Dallas |, Texas 
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Not a bird, not a plane, but a Dodge—a pair of ‘em—perched astride 

an overpass outside Dodge’s Main Plant in Detroit. Spotlights silhouette 

this two-door Lancer and its newest cousin, the Swept-Side pick-up 
truck, during the evening hours. 


1957 Car Buyers Demand 
More Mechanical Aids 


USHBUTTONS and all other me- 

chanical aids to safety, comfort 
and convenience are being de- 
manded by 1957 car buyers at a 
rate eclipsing all previous records, 
according to a recently completed 
owner survey released by Lee F. 


Desmond, Dodge vice-president in 
charge of sales. 

The four-year study disclosed 
that 46% of all Dodge cars sold 
through the first five months of 
this year were ordered with power 
steering, compared with 25% last 
year. Power brakes jumped from 
19.7% to 26% in the same period. 
Automatic pushbutton transmis- 


sions are now installed by custom- 
er order on 96.1% of all Dodges. 
Factory-installed air condition- 
ing — a fractional .4% last year 
— stands now at 2.8%, with late 
spring and summer orders not yet 
tabulated, Desmond said. Other 
items recording substantial in- 
creases were back-up lights and 
white-wall tires. 
Five Station Wagons 
To Bow with Edsel 


Fw station wagons and two 
convertibles will be among the 
18 models of the new Edsel line 
to be introduced early this fall, 
according to J. C. “Larry” Doyle, 
general sales and marketing man- 
ager of Edsel Division of Ford Mo- 
tor Co. 

The separate series of five sta- 
tion wagons, Doyle said, will in- 
clude the “Roundup,” a two-door, 
six-passenger model; the “Vil-’ 
lager,” available as a four-door in 
six- or nine-passenger styles, and 
the “Bermuda,” the top four-door 
which will be either a six- or nine- : 
passenger model. One convertible 
will be offered in the Pacer and the 
other in the Citation series, the 
official said. 





AVOID BIG JACK REPAIR BILLS 














IT’S EASY TO REPAIR-IT-YOURSELF WITH A 
NEW JACK-PACK HYDRAULIC JACK REPAIR KIT 


Complete kits to fit every make and 
model hydraulic jack. Each kit contains 


simple instructions and all the working 


and wearing parts to quickly,make your e LOAD CREEPING 

® OIL LEAKS 

PRESSURE LOSS 

® LOSS OF FULL STROKE 
SCORED INEFFICIENT 
VALVES 


jack work like new. Save money...avoid 
those big repair bills, high freight 
charges and costly delays...try a JACK- ¢ 
PACK! See your jobber’s illustrated 
catalog for quick identification of your 
jack. Write for free folder. JACK-PACK ® 
is sold exclusively thru jobbers 


pack ack 


MFG. COMPANY a= 
2115 No. Mariann Ave., Los Angeles 32, Calif. 
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The CURRAN CORPORATION 4 


AUTOMATIC 
TAR REMOVER 


No scrubbing! Apply! 

Count to 6... Tar is gone! 

SAFE for new LUCITE- 

ACRYLIC PAINTS, di- ‘ 
lue with 1 to 2 parts kerosene. . . goes farther. 
For all other cars use “as is.” 

CAR DEALERS buy for cleaning used cars. 
SERVICE STATIONS buy for removing rust 
stains, brightens aluminum. PAINT SHOPS 
BUY for removing wax and silicones. 


EXCELLENT UNDERBODY COAT REMOVER 





LAWRENCE MASS 
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Ace Rubber Company 

Acme Air Appliance Corp. 

AO Spark Plug Div. 

Airtex Automotive Div. 

Albertson & Co. 

Alemite Division 
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“No car on the road 
handles like this Dodge!” 


PROVING GROUND REPORT NO. 


Torsion-Aire 
Ride 


*Way outside Detroit, there’s a guy who drives a new ’57 Dodge 
—and all its competitors—around and around a brutal course. 
It’s loaded with curves, hills, soft gravel, chuck-holes, and bumps. 

This is test-driver Dick Schanz. And what does he say these days? 


“I’m not kiddin’—no car on the road handles like this Dodge. 
When you turn a corner, you know you're going ‘round that 
corner. And I mean 25-30 miles an hour faster than I can take 


them with other cars. Its lower center of gravity and new sus- SWEPT -winG 


pension snug it into the road. When I take her down a stretch, 
I just set back. These torsion bars keep it straight as a string. 
4 : —_—" — ‘ , ‘ 9 
“And its ride relaxes you. It’s like settin’ home in a chair. It’s 5 1 
really fun to go out and drive it!” 
Dick’s talking about dramatically new Torsion-Aire Ride. Why 


not drop over to your Dodge Dealer’s and try this ride yourself? 


Step into the wonderful world of Autodynamics 


There's a lot to revolutionary Torsion-Aire Ride. (A) Torsion-bar springs roads. (E) Outboard-mounted rear springs minimize body roll ond 
up front, most efficient automotive springing ever devised. Driver ‘lean’ on curves. (F) Rear axle mounted forward on rear springs to 
Schanz has deliberately tried to crack Dodge torsion bars and has given absorb torque. And there's much more, too: Anti-brake dip mountings. 
up. (B) Completely new ball joints give better steering ‘‘feel.”’ (C) Manual Larger tires with more rubber and air to soak up road noise and shock at 
device to adjust car height. (D) New-valving shock absorbers flatten its source. ‘Live rubber’ wherever suspension system meets the frame 


© 


(A) he 2 
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Beveled Chrome-Vent Rings in Hastings 2C Chrome sets are covered by U. S. Patent Nos. 2148997, 2511874, 2565042, 2712971 


It’s beveled like this 


to seat and control oil...right now! 


. , , NVENTIONAL 
Where ordinary chrome rings are shaped like a clenched ayn RAIL 


fist, Hastings Chrome-Vent oil rings are beveled—to cddininns initiate 3 
seat 3 to 4 times faster. now replaced by Hastings 

These Hastings oil rings start giving you oil control exclusive Beveled Chrome 
right now. The patented beveled rail makes immediate 
fineline contact with any cylinder wall—tapered, out- 
of-round or re-bored. And because beveled design per- Beveled Chrome -Ve nt 
mits use of a lighter inner-spring, you get a gentle, soft- 
pressure contact every time. In addition, the thick 
chrome cap extends around the segment, to give at least 
3 times greater chrome wearing surface. 

Next ring job, install Hastings Beveled Chrome-Vents po tage Sena ate 
—the product of replacement specialists. You can be seat. Less area to wear-in 
sure of a good, profitable job and a satisfied customer. means less time to break-in. 


HASTINGS MANUFACTURING COMPANY + HASTINGS, MICHIGAN 
Hastings Ltd., Toronto f 
. . | / ‘ \ 
Piston Rings, Casite, Wear Reducer, Filters, Spark Plugs : : . — - -~&— F—E- = -_ y// 


Tough on oil-pumping 


BEVELED 
CHROME RAIL 


Beveled Chrome-Vent 
Piston Rings 


Gentle on cylinder walls 











Whatever is Finest for the Engine 
you get in every RAMCO Engineered 10-Up Set 





Ramco chrome C-9 oil ring (/e/t above) Years- 
ahead Circumferential Expansion achieved through 
a new Duomatic Expander design provides a new 
high in conformability and side sealing action. 
Ramco chrome Spiro-Seal oil ring (right above) 
has had the Circumferential Expansion action of 
the Spiro-Segment for over 18 years. With its 
exclusive Double-Life Principle, Spiro-Seal is the 
most advanced design oil ring available for most 
of today’s re-ring requirements. 

Ramco years-ahead compression rings... 
Into each Ramco 10-Up engineered set goes just the 
right combination of compression rings, each em- 
bodying advanced Ramco engineering such as the 
RAMCO TOP CHROME COMPRESSION, with its equal 
pressure action; the RAMCO CHROME RAIL COMPRES- 
siON, which double seals with chrome and cast-iron; 
and the RAMCO TAPERED FACE COMPRESSION, with its 
hairline bearing surface for immediate seating. 


Copyright 1957, Ramsey Corporation R-1543 





Not just one exclusive, years-ahead oil ring ... but two! 
That is Ramco Engineering’s answer for you who want the 
finest re-powering results. Chrome C-9 or Chrome Spiro-Seal, 
whichever is finest for the engine, is the oil ring you get 
when you call for Ramco engineered 10-Up sets. In each set, 
too, are advanced Ramco exclusive designed Compression 
rings, providing a selected combination of top chrome, 
chrome rail or cast-iron types to provide the finest ring per- 
formance required by the specific engine. That is why when 
you depend on Ramco Engineered 10-Up Sets, you are 
assured of everything required for Finest Get Up and GO! 
Ramsey Corporation, St. Louis 8, Missouri. 


INET Immediate Seat-In without engine drag 
Wel Immediate Oil Control without wall wearing pressure 


IN Complete High Vacuum Oil Control by top and bottom 
fi oil ring sealing 


IN Continuing Compensation for Wear 
fi that keeps engines running like new longer 


WEST Longer Service Life because of Ramco’s 


years-ahead precision engineering 


RAMCO RAMCO RAMCO 
Top Chrome Chrome Rail Tapered Face 
Compression Compression Compression 








up piston ring sets 
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